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State of the Nation’s Economy: 
Up 
CarRLoapDINGs—In week ended Sept. 
20, rail freight total rose 1j per- 
cent from the like 1951 period. 
Leadings amounted to 873, cars, 
an increase of'9,869 from last year. 
Stee.—Pittsburgh mills boosted 
operations to 99.5 percent of prac- 
tical capacity last week, the high- 
est rate reported since jend of 
May. It’s predicted that, output 
next year is likely\to rench the 
second highest levet.an récord. 
DEPARTMENT Srore Sates—Federal 
Reserve Board reported-sales dur- 
ing week ended Sept. 20‘were 1 per- 
cent above same period last year. 
Macuine Toots—With the indus- 
try producing at the rate of over 


DEO RESIGNS 


WASHINGTON.—M. Robert 
Deo has resigned as managing 
director of NADA, effective im- 
mediately, it was learned by Au- 
tomotive News last week. 

The action came in the midst 
of sessions of the NADA execu- 
tive committee in Washington. 
No reason was given for the 
resignation and it was said that 
mo successor was to be appointed 








$100,000,000 a month, shipments of 
machine tools in 1952 are expected 
te surpass $1,000,000,000, second 
highest since the 1942 total of 
$1,200,000,000. 


Down 

Auto Propuction—Plants in U. S. 
and Canada turned out a total of 
4264539 cars and trucks between 
Jan. 1 and Oct. 4, compared with 
5,834,364 units in the same period 
last year. There were 3,098,073 cars 
and 864,458 trucks produced in the 
U. S. during the period, versus 
cars and 1,153,308 trucks 

in "51. 


N. Y. Times Inpex—Declined for 
the second successive week to 175.1 
from preceding week’s 175.2. Figure 
for week ended Sept. 22, 1951, was 
165.1. 


Bank CLEeariINGs—Transactions 
in 25 leading cities in the latest 
weekly report fell 3.1 percent be- 
low comparable period last year, 
and totaled $18,150,236,000, accord- 
ing to Dun & Bradstreet. 


Top Cars 
New-car registrations for 
seven months, plus 35 states for 
August: 





Make 


19— 17,365 
20— 3,263 
21— 2,382 
22— 2,339 
23— 1,047 
Total All Makes 
2,642,639 3,537,845 
For further details see page 
62, today’s issue. 














Makers, Dealers Lay Groundwork for Stiff Competition . . . 
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Nash NXI Is Due j, 


Late Next Year 


British Firms Tool Up 
For U. S. Small Car 


| Mapa longer wheelbase 
(85 inches) and more _ horse- 
power (42), the Nash NXI light car 
will go into production in England 
“during the latter part of 1953,” 
President George Mason revealed 
last week. 

The small experimental car, 
exhibited two years ago in a se- 
ries of unprecedented nationwide 
showings to test public reaction, 
will be distributed in the U. S. 
and Canada through regular 
Nash dealers. 

Austin Motor Co., Ltd., and Fish- 
er & Ludlow, Ltd., both of Birming- 
ham, England, will produce the 
cars for Nash Motors, Mason said. 
Fisher & Ludlow will build the 

bodies and Austin will provide the 
chassis and do the final assembly. 
These firms were selected after ex- 
tensive study of European sources 
of mechanical and other compon- 
ents already tooled and thoroughly 
proved, he declared. 

Austin is the largest manufac- 
turer of automobiles outside of the 
United States. Fisher & Ludlow 
is a major body builder and a large 
producer of other metal products. 

+ aa * 


NAME for the new car, which 
has a definite sports car ap- 
pearance, has not been selected. 

“The overwhelmingly favorable 
response to the nationwide NXI 
survey and basic economic and mo- 
toring trends convinced us that 
there is a market for a compact 
ear of this type,” Mason said. 
“Many of the changes we have in- 
corporated in prototype models re- 
sulted from suggestions made by 
motorists who saw the first ex- 
perimental car back in early 1950.” 

Changes made since the NXI 
was shown to the public include 
an increase in the wheelbase to 
85 inches and horsepower to 42, 
more seating capacity and styl- 
ing improvement, Mason said. 
The new lighter car is designed 
to give up to 40 miles per gallon 
at normal highway speeds. 

Although the new lighter car will 
be built in England, it will follow 
the modern “Airflyte” construction 
principles incorporated in present 
Nash Ambassador, Statesman and 
Rambler lines. 

The date for public introduction 
of the car has not been fixed, Ma- 
son said, but it will not be avail- 
able for sale before the latter part 
of next year. 


Sign of the Times— 


With auto leaders talking about strong competition on the way, some dealers are 
already hard at work on the job of selling. Liccardi Motor Sales (DeSoto-Plymouth), 
Manville, N. J., spells out “We're Delivering" theme with a blessed-event display. 





K-F Planning Sports Car; 
Shifts to Sales Accent 


By Bob Finlay 
Managing Editor 
ILLOW RUN. — Kaiser-Frazer 
has switched its emphasis from 
trying to force a high car popula- 
tion to stimulating retail sales from 
the bottom up, Edgar F. Kaiser, 
president, revealed here last week 
at a press preview of new K-F 
models. 
From now on, he said, production 
will follow dealer orders, 
than lead them. 


Kaiser also revealed that K-F| ” 


plans to build 1,000 experimental 
sports-car models with plastic 
bodies on Henry J six chassis. The 
low, racy sports-car body was de- 
signed by Howard Darrin, K-F’s 
design consultant. It will be ready 


rather é 








Production 


U. 8. Cars, Trucks 
Automotive News Estimates, 


129,912 — 


: # | 
Last Prev 


1951 
Week Week Week 


For complete production totals 
by makes, see table, page 74. 

















for the market in nine months 


or so. 


- & x 

EF IT appears that there is suffi- 
cient demand for such a sports 
car in the low-priced field, K-F will 
set up for volume 
production with 

steel bodies. 
Kaiser reveal- 
ed that the new 
Kaiser models, 
which the firm 
has just started 
shipping to 
dealers, will 
have higher 
horsepower, 
trim changes 
Stegner . Kaiser on the outside, 
completely new trim on the in- 
side, and a new spring-loaded 
trunk lid. They will make their 
public bows toward the end of 

October. 

Prices will be about the same as 
those on 1952 models. 

The 1953 Henry J will be several 
inches longer overall, and will have 
a@ new clutch and new interior trim. 

K-F will emphasize the safety 
theme to a greater degree in its 
1953 merchandising program. 

Present schedules call for 350 
cars a day to the end of the year. 

a ~ 


DISCUSSING the switch to a 
built-to-order basis, Kaiser said 
that the K-F dealer body, which 
numbers about 2,400, of whom 1,800 
(Continued on Page 74, Col. 3) 





Changeovers Cut Output to 129,912 


By Bernie Thomas 
Associate Editor 
Yuu lost to problems pecu- 

liar to model changeovers 
caused the auto industry’s produc- 
tion pace to slip slightly last week, 
but October still appears certain 
to top September as the best out- 
put month of 1952. 
U. S. plants should assemble the 
vehicle Bi the year 
Tuesday (Oct. 7). 4,000,000th 
unit of 1951 was built in early 
duly. 

Built in U. S. plants last week, 
according to Automotive News esti- 
mates, were 100,408 cars and 29,504 
trucks—a total of 129,912 vehicles. 





The previous week’s turnout of 132,- 
920 units was made up of 103,950 
cars and 28,970 trucks. 

- * . 


RELIMINARY tabulations show 

that during September U. S. 
plants produced 438,757 cars and 
114,012 trucks for a total of 552,769 
vehicles—or more cars and trucks 
than were built in all of July and 
August. 

Depending on Sow fast Chrys- 


Nowhere in the industry last 


week, except at Chrysler plants, 
was there any sign of faltering 
production. Most plants were still 
resorting to overtime and Saturday 
work, and apparently plan to con- 
tinue such operations through Oc- 
tober and into November. 
* 


[sat Chrysler plants won’t be 

long in coming back as a strong 

production factor is indicated by 
(Continued on Page 74, Col. 1) 











‘Auto Shows Set 
For 15 Cities 


More Dealer Groups 
Have Plans in Works 


By Ed Howard 
Staff Writer 
Pct approach of a real 
competitive market for the first 
time in more than a decade is giv- 
ing a shot in the arm to dealer auto 
show plans. 

Fifteen shows have already been 
set, an Automotive News poll re- 
vealed last week, while others 
are reported “in the works.” 

Latest associations to set shows 

include Pittsburgh, Fort Wayne, 
Ind. (for the first time in nearly 20 
years), Baltimore (for the first time 
since 1941), Seattle and Sioux Falls, 
S. D. 
* * ~ 

(THERE are no plans for rebirth 

of the national manufacturers’ 
show in time for 1953 models. An 
AMA spokesman indicated it was 
unlikely there would be another 
manufacturers’ show until a pro- 
jected convention hall gets off 
drawing boards and into steel and 
concrete alongside the Detroit 
River, probably sometime in 1954. 

* - * 

HOWEVER, the Chicago dealers’ 

show, March 14-22, is certain 
to attract close manufacturer co- 
operation again, tending to make 
it the national show for 1953. The 

(Continued on Page 75, Col. 1) 


Wire Wheels 
Coming Back 


On U.S. Cars 


IRE wheels — once standard 
equipment on U.S. automobiles 
—are destined to come back into 
vogue next year for the so-called 
“carriage trade.” 
A number of makers of higher- 
priced cars may offer them as 
standard equipment on contem- 
plated sports models, such as the 
Buick Skylark. Others will offer 
them as optional dress-up equip- 
ment on deluxe vehicles, such as 
convertibles and hardtops. 
Kelsey-Hayes jreportedly has or- 
ders on hand to produce 10,000 wire 
wheels for Buick, Cadillac and Lin- 
coln. Budd Co. has submitted de- 
signs and specifications to Chrysler 
and Nash, but has revealed no 
orders to start building yet, AuTo- 
MoTive News learned last week. 
. + * 


OTOR WHEEL CORP., in Lan- 
sing, is also said to be antici- 
pating some wire-wheel business. 





becoming 
One of them, namely Studebaker, 
is described as “not too enthusi- 
astic.” 

Nobody, it appears, ever expects 
wire wheels to become a volume 
business item. Their revival, how- 
ever, is considered likely to add 
more flavor to an ex battle 
for sales in the high-priced car 
field during 1953. 


RADE sources estimate that a 
set of wire wheels on a 1953 
car, installed as optional equip- 











(See WHEELS, Page 76, Col. 1) 
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But Price Resistance and Shopping Rises . . . 





New-Car Sales Gaining 


By Sam Sampson 
Staff Writer 

News sales gained consider- 

ably during September in most 
areas, according to the latest re- 
ports received at Automotive News; 
and, in some cases, new summer 
sales records were set with figures 
close to those of September a year 
ago. 

But in spite of the upsurge, 
many dealers report increasing 
sales resistance as the new-model 
season approaches. They report 
an increase in shopping for the 
best tradein deal and greater 
insistence on a particular model, 
color and equipment. 

Most dealers declare that the 
public is more price conscious now 
than ever before. Buyers’ accept- 
ance of the new models will depend 
to a large degree on the dollar 
difference between the new car and 


Woolson Steps Up 
To Bleicher Post 
As DeSoto Chief 


DETROIT. — L., Irving Woolson, 
vice-president in charge of manu- 
facturing and a member of the 
board of directors 
of DeSoto, last 
week was elected 
president of the 
division to suc- 





er, who died Sept. 
23, it was an- 
nounced by L. L. 
(Tex) Colbert, 
president of 
— yay + 

Woolson is the 
i. 1, Westem son of the late 
Harry T. Woolson, onetime execu- 
tive engineer of Chrysler and presi- 
dent of the Chrysler Institute of 
Engineering. The elder Woolson 
died in Florida last March, five 
years after retirement from 
Chrysler. 

The new DeSoto president has 
been with Chrysler more than 24 
years and with DeSoto since 1936. 
He became operating manager of 
DeSoto in 1948 and vice-president 
in charge of manufacturing in 1950. 

Born on June 27, 1904, in New 
York City, Woolson was graduated 
from Cornell University in 1926 
with a degree in mechanical en- 
gineering. 

In 1928 he went to work with 
Chrysler Corp. as a draftsman, and 
among his early assignments was 
work on the first DeSoto engine. 
Subsequently he served in the car- 
cooling laboratories and later at 
Dodge Truck where he helped co- 
ordinate engineering and produc- 
tion activities. 

In 1932 Woolson became assistant 
to the chief engineer of Plymouth 
and in 1936 chief resident engineer 
for DeSoto. 

During the early part of World 
War II, Woolson was put in charge 
of engineering activities on De- 
Soto’s Curtiss Helldiver assignment 
and in July, 1943, was made fac- 
tory manager of the devision. 

At the end of the war, Woolson 
was placed in charge of reconvert- 
ing the manufacturing facilities of 
DeSoto from defense work to auto- 
motive production and in 1948 be- 
came operating manager. On Dec. 
21, 1950, he was made vice-presi- 
dent in charge of manufacturing 
and a director of DeSoto. 





ceed C. E. Bleich- | ;, 


the one they now have, dealers 
believe. 

The older dealers are reminded 
of the “good ol’ days” before World 
War II when it took some hard 
selling to move a car. The postwar 
dealers, they say, will face some- 
thing new in their experience—not 
just order-taking at the showrooms. 

+ * * 


LEVELAND dealers have ex- 

perienced a sales boom for the 
last three weeks. Each week, new- 
car transactions have grown, until 
for the week ended Sept. 27, 1,155 
et models were sold. 

The figure marks a three-month 
high, it was reported, and “sales 
were about equal to those of a 
year ago.” Sales for the week 
ended Sept. 21 totaled 979. 

Continuing high-level sales are 
expected in Denver, it is reported, 
and dealers there expect it to last 
for the next several months. How- 
ever, Henry Davidson, Pontiac 
dealer, said that one of the fac- 
tors controlling the new-car market 
there was price consciousness, and 
that more salesmanship is required 
to close a deal 

New-car sales are also climbing 
upward in New York, with 4,687 
units sold during the week ended 
Sept. 20. For the first time in sev- 
eral months, this is only 2.1 percent 
below the similar week in 1951. 


T BUFFALO, new-car sales are 
showing signs of tapering off, 
it was reported. Dealers say that 
the market is back on a selling 
basis, and that concessions are re- 
quired to make many trades. 
Good selling tactics are being 
employed to sell cars, the older 
dealers said, but there is an alive, 
underlying demand for new cars. 


Dealer supplies at Buffalo are 
spotty, it was reported, with dealers 
in the more popular makes operat- 
ing on very short stocks. Dealers 
in other makes, however, are able 
to offer a variety of models and 
colors. 


A total of 558 new cars were sold 
in Columbus (Franklin county), O., 
during the first 15 days of Septem- 
ber, which is a _ substantial rise 
over the similar period of August. 
Sales of new trucks were also up 
in the area, according to dealers. 

aa - * 


i THE farm areas of Lexington 
and Excelsior, Mo., however, 
dealers are reporting a serious de- 
cline in new-car sales, but are un- 





able to explain the economic tight- 
ness there. 

One dealer compared figures 
with a similar period in 1950, 
when four out of five of his sales 
were to farmers. Out of the last 
130 units this year, only four cars 
have been sold to farmers, he 
said. 

At Excelsior, some dealers are 
trying to match the cut-price com- 
petition from nearby Kansas City 
on used cars. In the new-car field, 
dealers say that the “well has gone 
dry,” and that the high price of 

(See SALES, Page 75, Col. 4) 
























North Dakota Dealers Pick New Officers— 


From left, the incoming officials of the Automobile Dealers Assn. of North Dakote 
are William C. Davis, Bismarck, NADA director from that state; C. H. Overvoid, 


Fargo, president; | 


. E. Stenso, Grafton, vice-president, and George Dixon, manager. 





Fowler Sees Curbs Till July 


By William Ullman 
Washington Correspondent 
WASHINGTON. — The most sig- 
nificant Washington development 
last week for the auto industry was 
Henry Fowler’s statement to Con- 
gress that chances of abandoning 
the controlled materials plan before 
next July 1 are very doubtful. 
Fowler, who is boss of the Office 
of Defense Mobilization and the 
Defense Production Administra- 
tion, voiced this opinion in appear- 
ing before the Congressional Joint 
Committee on Defense Production. 


The auto industry, long anxious 
to get rid of the controlled ma- 
terials plan yoke, fears its pro- 
duction will continue to be ruled 
by Governmental distribution of 
controlled materials for at least 
until mid-1958, if not longer. 
The industry has been clamoring 
for the elimination of controls over 
unit output, but has repeatedly 
pointed out that these unit con- 
trols should remain as long as CMP 
lingers. 

Undoubtedly the industry’s 1953 
outlook will be discussed in con- 
siderable detail at its next Indus- 
try Advisory Committee meeting 
with NPA, scheduled late this 
month. 

The truck manufacturers will 
convene here Oct. 27 while the pas- 
senger car meeting is scheduled the 
next day. These meetings were 
originally slated a week earlier, but 
were postponed so that the in- 
dustry can get a better picture of 
the steel-procurement problem. 

These two meetings will be the 
last at which Robert Cass, motor 
vehicle division director, will pre- 
side. He leaves the NPA post 
Nov. 1, at which time he will be 





DETROIT.—In a concerted drive 
to enlist the public’s support, Hearst 
newspapers, magazines and syndi- 
cates last week launched a nation- 
wide Better-Roads campaign. 

The campaign, using the theme 
of “Let’s Get America Out of the 
Traffic Jam,” will use all the 
Hearst properties to advise the pub- 
lic what traffic congestion means 
to everyone and what can be done 
to get the nation out of it. 

Enlisting the aid of automotive 

industry leaders, William Ran- 
dolph Hearst jr., was host to 125 
top motor executives at a De- 
troit Athletic Club luncheon Tues- 





day. 
William S. Lampe, managing edi- 








45 Dealers Pick Up Internationals— 


Approximately 45 International truck dealers arrived in St. Paul by plane from 
Spokane for the sixth mass driveaway of new International trucks to be held this year 
at the St. Paul Harvester truck transfer. This driveout pushed the 1952 total of new 
trucks distributed in this manner to over 1,400 units from the company's St. Paul 
transfer alone. The transfer distributes trucks in an eight-state area. 








Drive to Improve Roads 
Launched by Hearst 


tor of the Detroit Times, who will 
direct the 18 Hearst daily papers’ 
campaign, pointed out that the al- 
ternative to building more and bet- 
ter roads is restricting the use of 
automobiles—“which would bring 
about an economic depression for 
America.” 

Lampe declared the Hearst dai- 
lies will employ special articles, 
editorials, cartoons, photos and 
charts to drive home the Better- 
Roads message, “for years to come, 
if necessary.” 

The Hearst magazines, supple- 
ments, syndicates and radio sta- 
tions will carry similar messages, 
with emphasis on the national prob- 
lem. Each newspaper, however, 
will delve into local or community 
problems. 

While not affiliated with “Proj- 
ect Adequate Roads,” the Hearst 
campaign will cooperate with this 
all-industry project. Arthur But- 
ler, director of “PAR,” spoke at 
the luncheon and welcomed the 


rect deficiencies in our roads.” 

Lampe emphasized that the con- 
sumer is the vital cog in the Better- 
Roads campaign. 

“If we can prove to the consum- 
er that better roads will benefit 
him individually—if there is ‘some- 
thing in it for him’—he will gen- 
erally agree to buy it,” Lampe said. 
“We intend to stick to this theme, 
and forego all others.” 
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succeeded by a Government 
career man, George R. Davis, who 
has been serving as deputy direc- 
tor. 

Fowler emphasized that it is 
ODM’s purpose to maintain the 
momentum of mobilization, that we 
have passed only the half-way 
point in the three-year defense 
program, that the nation must not 
develop any false sense of security 
and complacency. 

In respect to the steel situation, 
he pointed out that the mills are 
making an amazing recovery. While 
he did not predict when supply will 
catch up with the demand, Fowler 
did say that efforts are being made 
to absorb the surplus of CMP 
tickets created by the lost produc- 
tion. He wants to put the CMP 
system back into complete balance 
by the second quarter with a 
normal carry-over for most forms 
and shapes. 

The ODM chief called the copper 
situation brighter, but added that 
the supply is still not ample to 
make greater quantities possible to 
all consumers. He said copper re- 
leased from the government stock- 
pile has yet to be returned. 

As for aluminum, Fowler said 
greater supplies of this metal are 
needed to meet the country’s 
needs. Aluminum production has 
suffered seriously as result of 
power shortages in the Pacific 
Northwest and in the Tennessee 
Valley. 

DPA last week announced that 
it is calling for an increase of 200,- 
000 short tons a year in primary 
aluminum production by expansion 
of facilities through tax write-off 
benefits. 

If the copper supply is not ap- 
preciably increased, experts say, 
the auto industry might have to 
rely more on the use of aluminum, 
provided it is abundant enough 
and the price is reasonable. It is 
already possible to make aluminum 
fins, and the day might come when 
radiators will be made of alumi- 








Inflates to 14 Lbs.— 


Development of a tire which uses 
only 14 pounds of air pressure was an- 
nounced last week by Howard A. Bellows 
(left), vice-president of General Tire. With 
him is A. R. Carr, manager of car tire 
sales. The new tire, known as Jumbo 14, 
was developed to “answer the need for 
an_ ultra-low-pressure tire which would 
give owners of small cars the riding com- 
fort of larger, more expensive cars," the 





company stated. 





num instead of copper, these ex- 
perts added. 

Fowler had this additionally to 
say in discussing CMP: 

“Considering the damage that 
can be done to the mobilization 
program by injudicious decontrol 
actions based on forecasts of some- 
what dubious reliability, it appears 
that CMP decontrol action should 
wait an actual balancing of supply 
and demand as evidenced by the 
new and unfilled order position in 
the steel, copper and aluminum in- 
dustries. This balance has not yet 
been achieved.” 

It is strongly apparent that 
Federal officials are definitely 
projecting their planning beyond 
mere defense mobilization, but 
are actually striving to 
strengthen the nation’s strength 
for sudden war. The Govern- 
ment’s expansion goals are all 
aimed toward this 
Materials shortages are likely to 
continue for a long time in view 
of the fact that the Government 
continues to clamor for strategic 
metals to expand its stockpiles, 
reliable informants say. 

There is active talk within NPA 
to amend or revoke altogether its 
30-day steel-inventory restriction 
imposed after settlement of the 
strike. Too many industries are re- 
porting that the regulation is too 
restrictive, and impossible to com- 
ply with. 





Auto-Lite Again 
To Stage Easter 
Parade of Autos 


NEW YORK.—This year’s Easter 
Parade of Stars Automobile Show 
will be held at the Waldorf-Astoria 
Hotel for six days during Easter 
week, according to Royce G. Mar- 
tin, president and chairman of the 
board of Electric Auto-Lite. 

Martin said that his company 
again would play host to automo- 
bile manufacturers in a _ spring 
showing of their latest models. 

A coast-to-coast televised view of 
the new styles will be provided 
Tuesday night, Apr. 7, to millions 
of viewers in this country. Films 
of the show will be distributed 
throughout the world, Martin said. 

Last years’ three-day automobile 
show attracted large crowds and, 
in addition, was televised coast-to- 
coast from the Waldorf. 


Ballot Push 


Utah Dealers Pay Staffs 
While They Register 

SALT LAKE CITY.— All mem- 
bers of the Utah Automobile Deal- 
ers Assn. are allowing employes 
time off—with pay—to register for 
the November elections. 

This is part of the “get-out-the- 
vote” campaign being waged in 
Utah in collaboration with dealer 
associations in other states, accord- 
ing to Elias J. Strong, secretary- 
manager. 

The association has printed a 
large amount of voting literature 
which will be distributed by mail. 
Nonpartisan showroom banners will 
be displayed. 


Ear’s Best Slogan 
DES MOINES.—Like many other 
states, Iowa has decided to adver- 
tise one of its chief virtues on 
motor-vehicle license plates. The 
state’s 1953 auto tags will carry 
the words: “The Corn State.” 







































HE longer I associate with auto- | 
mobile dealers, the more humble | 
For that reason I seldom} 
venture advice. However, some ob- | 


I feel. 


servations on the current situation 
will, perhaps, confirm your own 
thoughts and help you plan for the 
future. Plans are important. Plans 
are necessary before one can take 
action. 

We live in a changing world. As 
businessmen with considerable in- 
vestments, we must plan to take 
advantage of the changing condi- 
tions rather than to fall a victim 
to .them. 

Our past experience may not 
serve us too well. Automobile re- 
tailing will be considerably dif- 
ferent than before the war. In 
fact, the only major experience 
that will carry over is that there 
again will be plenty of all makes 
of cars for dealers to sell. That 
condition will be permanent, if 
we can avoid wars and industry- 
wide strikes. 

Competition will be more rampant 
than in prewar periods. In 1950, 
this industry had a capacity of nine 
million passenger cars a year. This 
was proved during June of that 
year when nearly three-quarters of 
a million passenger units were 
turned out. Since that time fac- 
tories have invested many hundreds 
of millions of dollars in the expan- 
sion of production facilities. It now 
appears that government controls 
will be eliminated after the first of 
the year, irrespective of what po- 
litical party is in office at that time. 

This means that the battle of the 

giants will be on, and dealers again 
will be under forced pressure to 
sell more and more new cars. 

+ . * 


Cleanup Problem 

HE industry has tentatively 

scheduled 1,365,000 passenger 
units for the last quarter of this 
year. Some factories will be mak- 
ing up the quotas they lost during 
the steel strike, while others will 
be borrowing on their 1953 quotas. 
This increased production for the 
last quarter probably won’t prove 
too much of a burden for the deal- 
ers who will be selling mostly 1953 
models. But the new models, to be 
announced early, will make it tough 
going for the dealers who are still 
to receive a large volume of 1952 
models. 

The competitive situation on new- 
car sales is the only part of auto- 
mobile retailing that will be similar 
to what has existed in the past. 
Otherwise, the future for automo- 
bile dealers will be considerably 
changed—changed both from the 
prewar period and the postwar 
period. 

Now automobile dealers have 
bigger investments than ever be- 
fore. These investments have been 
greatly expanded in the last few 
years. This expansion was more 
than justified on the basis of the 
profits available since the war, 
but they add considerably to the 
cost of doing business. Where 
these investments cover expan- 
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sion of service and parts depart- 
ments, they are sure to prove 
much to the future advantage of 
such dealers. But if the invest- 
ment was in buildings or grounds 
in the wrong locations, ill adopt- 
ed for the business, or if they 
included monumental display 
rooms, they are sure to prove a 
burden. 

The dealer no longer has to look 
for survival on the basis of new- 
car sales as he did in the early 
stages of this industry. There is 
now a backlog of 52 million owners 
who require the services that an 
automobile dealer can perform bet- 
ter than any other member of the 
trade. The potential income from 
these owners far exceeds the an- 
nual amount of new-car sales, and 
the profit from service income is 
less likely to be depreciated by 
competitive conditions. 

+ * * 


Service Potential 

N OTHER words, income from 

these owners means more to au- 
tomobile dealers than the profit on 
new-car sales. The parts and ac- 
cessories department’s potential has 
also expanded. Many dealers be- 
fore the war were not service- 
minded. They kicked the depart- 
ment around, lost money on it and 
were glad when owners went else- 
where for service. This attitude 
must be changed, if a dealer is 
going to prosper in the future. 

All dealers must become enthusi- 
astic about service department pos- 
sibilities. They must lay out, equip 
and staff a service department that 
is representative of their line. They 
must inspire the workers of the 
department, with the end result 
that the owners’ needs are taken 
care of promptly, efficiently and 
with economy. 

Then there is the used-car end 
of the business. Great possibili- 
ties lie there. We can’t take it, 
as so many dealers did in the 
prewar period, as a necessary 
evil to be kicked about. We must 
discontinue thinking of the de- 
partment as a losing enterprise. 
All dealers during the war period 
made money on used cars. Inde- 
pendent dealers made money on 
used cars all through the years. 

This evidence ought to convince 

any dealer in America, if he will 
set himself up to do and take the 
vroper attitude toward the job, that 
he can make the used-car depart- 
ment profitable. 

There is satisfaction in running 
a profitable used-car department 
because it is absolutely under a 
dealer’s control. It’s a place where 
he can benefit by his own merit. 
If he excels his competition in buy- 
ing, conditioning and selling used 
cars, he can cash in on his abilities. 

* * + 


Watch Your Costs 


LREADY, more used-car busi- 

ness is gravitating to the new- 
ear dealer. A lot of fly-by-night 
operators have already eliminated 
themselves from the market. The 
percentage of casual sales in most 
every territory is decreasing. But 
of even greater interest is the fact 
that the used-car market is much 
larger than the new-car market. It 
consists of millions of buyers who 
never have or never will buy a new 
car. 

The used-car business is on the 
ascendency. The market will in- 
crease with a greater ratio than 
the new-car market. With every 
new-car price increase, more 
families are forced to the used- 
car market to meet their trans- 
portation needs. Another factor 
in favor of. used cars is that cars 
are now made better, They last 
longer. They have more built-in 
miles than ever before. And, as 
ever, they have a price appeal to 
so many people who need cars 
but can’t afford new ones. 

So the used-car department can 
and must be run as a self-sustaining 
adjunct to every dealer’s business. 

Of course, we have to watch our 
costs. We have to follow up ac- 


counts receivable. We have to be 
(See MINN, Page 66, Col. 5) 
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| New Leaders for 3 States 
g 


New Leaders of Kansas Dealers— 


Returned to Office in New Jersey— 





Here are new officers of the Kansas Automobile Dealers Assn. From left are Roscoe 


Hambric, Topeka, secretary-manager; Byron Stout jr., Wichita, vice-president; Ralph 
Perry, Kansas City, president; Willard Noller, Topeka, treasurer, and R. D. McKay, 
Wichita, Kansas NADA director. 





New Jersey Automotive Trade Assn. officers—all reelected—are shown at the con- 


vention in Atlantic City. Seated (from left) are Walter F. Conover, Princeton, second 


vice-president; W. Chester Watson, Hackensack, president; and Hopwood Mullen, 
Wildwood, first vice-president. Standing are Otto P. Henneberger, Newark, business 
manager; William L. Mallon, Newark, secretary; Elmer Blauvelt, Montclair, third vice- 
president, and E. R. Crow, Westfield, treasurer. 


Wilcoxen Succeeds Hughes in Arkansas— 


Roland Hughes (left), 





Kansas Dealers 


Hear Lloyd Rap 
U.S. Controls 


WICHITA. — J. Saxton Lloyd, 
president of NADA, told the con- 
vention of the Kansas Motor Car 
Dealers Assn. that NADA cannot 
accede to government intervention 
in dealers’ relations with manufac- 
turers. 

“The pendulum of government 
interference swings first to the 
right, then to the left. In the left 
swing of the government pendu- 
lum, we may find ourselves 
caught in the morass of govern- 
ment regulation.” 

Lloyd criticized the common pro- 
cedure of relying on government 
for solutions to problems. This, he 
said, was the wrong approach. 

The reaction against government 
intervention in the auto-selling 
business was reflected in a resolu- 
tion asking for the rescinding of a 
section of an OPS order which re- 
quires the posting of prices and 
other information on automobiles 
for sale. 

The practice was not common be- 

(Continued on Page 75, Col. 5) 











tgoing president of the Arkansas Automobile Dealers Assn., 
presents the gavel to his successor, Searcy Wilcoxen, Chevrolet dealer in Hamburg 
and Crossett. Other officers are (from left): John Bale (Chevrolet), Little Rock, first 
vice-president; Walter Jennings (Chrysler-Plymouth), Little Rock, reelected treasurer- 
and George H. Benjamin, executive-secretary. 


~ ——<@e 





N. J. Parley Hits 
Factory Packing 
Of Territories 


Give Present Dealers 
A Chance, It’s Urged; 
Watson Is Reelected 


ATLANTIC CITY.—A plea for 
less haste in appointing new deal- 
ers is contained in a_ resolution 
directed at car makers by delegates 
to the 34th annual convention of 
the New Jersey Automotive Trade 
Assn. 

Additional dealers should be 
named only after a careful survey 
of market potential, New Jersey’s 
new-car dealers contend, and after 
present dealers have had a chance 
to protect their investments by 
“demonstrating . . . ability to sell 
and service any possible increased 
production in 1953.” 

In another action, the conven- 
tion called upon Gov. Alfred E. 
Driscoll and the State education 
commissioner to “make immedi- 
ate effort to have sufficient funds 
appropriated to support a man- 
datory course of student driver 
training in all the high schools of 

New Jersey.” 

All association officers were re- 
elected for another year. They are 
W. Chester Watson, Hackensack, 
president; Hopwood Mullen, Wild- 
wood, first vice-president; Walter 
F. Conover, Princeton, second vice- 


president; Elmer Blauvelt, Mont- 
clair, third vice-president; E. R. 
Crow, Westfield, treasurer; Wil- 


liam L. Mallon, Newark, secretary, 
and Otto P. Henneberger, Newark, 
business manager. 

Ransford J. Abbott, New Jersey 
highway commissioner, told dele- 
gates that the Garden State Park- 
way, when completed, will be “the 
safest road ever built.” All pos- 
sible safety features are being 
engineered into the roadway, he 
said, some of them for the first 
time. 

Among these, he described the 
“singing lanes” already in use on 
two sections of the parkway, 
totaling 37 miles. 

“The singing lanes are three feet 
wide and are made of corrugated 
white concrete,” he explained. 
“Small vertical surfaces reflect 
headlight rays back to the driver’s 
eyes at night. That means he will 
see the road edge as far as his 
lights will reach. 

“But in the event he drifts over 
to the edge of the road, he will 
also hear it. When tires run on this 
singing lane, a loud, resonant hum- 
ming sound is heard. This sound is 
loud enough to remind even the 
dozing driver of danger.” 

Carl M. Richards, field service 
manager for the Automobile 
Manufacturers Assn., called for 
substitution of an “investment 
approach” for the “horse-and- 
buggy thinking” he said had 
characterized our approach to 
highway and parking problems. 

Citizens must begin to ask if 
present waste and congestion can 
be afforded, rather than question 

(See N. J. PARLEY, Page 75, Col. 3) 

















On the House .. . 





Indicative of the deep concern auto leaders have over the highway 
mess we’re in, motor executives flocked in droves to the Detroit 
luncheon launching the Hearst publications’ nationwide campaign for 
better roads. I haven’t seen so many top auto brass 
under one roof in a long time, including Tex Col- 
bert, C. E. Wilson, Edgar Kaiser, Harvey Frue- 
hauf and all their aides (the Fords and Ernie 
Breech are in Europe, but their top aides were 


there)... 


Wemhoff 


banquet in Detroit. . 


association director . 
members. 


This serious approach to the traffic mess is not 
johnny-come-lately in the auto industry; every- 
one connected with the industry has realized the 
problem for years and has worked hard at it... 
But the mess is getting worse and more’s got to 
be done quickly, or else we may end up where the 
Planet Terra (in the comic strip “Twin Earths”) 
did 100 years ago and have to “abolish” autos 
on Planet Earth because of the congestion .. . 

DeSoto is being praised by Florida association for changing dates 
of its regional meeting to avoid conflict with state dealer convention 
. . . Dave Wilkie, Associated Press’ veteran auto editor, who’s cele- 
brating his 50th anniversary with the AP, was feted last week by 
Michigan Press Club; will be honored Nov. 24 at an auto industry 
. Dean Chaffin has been reelected NADA di- 
rector from Montana; Bill Robey jr., succeeds Guy Farley as Virginia 
. . Minnesota association now has reeord 1,200 


Pete WeMuorr, Editor, 
Automotive News 
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Soaring Insurance Rates 


c IS difficult to evaluate the arguments on whether auto 
insurance rates are too high or too low. 

Claims of the insurance companies that repair costs are 
up, accidents are more frequent and juries are allowing 
higher judgments on bodily injury sound convincing. And 
there has been a good deal of publicity lately on rackets in 
false and padded claims. 

On the other hand, Sidney Margolius, reported to be an 
authority on consumer problems, writes in Cavalier maga- 
zine that, while the frequency of accidents is up, there are 
more drivers on the road and the frequency of claims is 
actually at about the 1947 level and lower than prewar. 


Margolius also points to the high administrative costs of 
stock companies, placing it at 50 percent of the insurance 
dollar. 

Meantime, driver responsibility laws are forcing more and 
more drivers to carry insurance. We certainly aren’t argu- 
ing against that. Drivers should be held responsible for their 
actions on the highways. 

But auto insurance rates have gone so high that they 
are becoming a potential deterrent to auto sales. The sub- 
ject merits more study by the auto industry. 

As it stands today, with most companies the good drivers 
are paying the shot for the bad drivers. It seems that some 
method should be found to base premiums on the merits of 
the driver. This might result in rates so high for bad drivers 
that they would be ruled off the highways. : 

Would that be a bad thing? The highways certainly would 
be more efficient and safe without them. 


All Take, No Give 


eer to us that the recent suggestions by the UAW-CIO 
that the five-year auto contracts be reopened are designed 
to destroy the whole give-and-take basis of the contracts. 

The goal was to insure stability for a considerable period 
through a method for providing peacefully for an annual 
productivity raise and a means for allowing for cost-of- 
living factors. 

Now UAW officers want the annual improvement raise 
upped from four to five cents an hour, higher pensions and 
the transfer to hourly base pay rates of all but five cents 
of the escalator cost-of-living hourly raises—26 cents so far. 

The original deal was a a proposition. The 
latest proposal sounds like the union wants to take without 


giving. 
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© Audit Bureau 
of Circulation 
which 
means a lot to readers of AUTO- 
MOTIVE News and hundreds of 
other newspapers and maga- 
zines throughout the nation. 


Why? 


~) 

« Oo then? 
Well, ABC 

= 2 stands for 

? 


* * * 


| ge targa ABC publications, 

like Automotive News, are 
checked each year by ABC’s im- 
partial auditors who give a de- 
tailed, verified account of every- 
one who pays to receive a pub- 
lication. 

These official figures are 
then published so that every- 
one—reader and advertiser— 
knows exactly how many per- 
sons (and their occupations) 
subscribe to a publication. 

In this manner, the public 
knows if a publication is meet- 
ing the high standards its read- 
ers demand—if its editorial con- 
tent merits readership. 


* * * 


G= of the remarkable things 

about ABC, founded in 1914 
by publishers and advertisers, is 
this: 

It is a creation of independ- 
ent businessmen, NOT a gov- 
ernmental agency. 

In an era when the federal 
government regulates about 
everything, ABC's status is 
unique. Here is self-regulation 
of people engaged in advertising 
and selling, banded together to 
protect ourselves and our 
readers. 


There’s never been any need 
for a Federal Bureau of Circula- 
tion Audit. 


* * * 


WE AT Automotive News are 

very conscious of our edi- 
torial duty to our readers. We 
believe that editorial content is 
the guts of our publication, and 
we know that if there’s meat in 
the editorial pages, you readers 
will read Automotive News reg- 
ularly. 

The fact that you do read 
Automotive News—and renew 
your subscriptions at one of 
the highest rates (88.3 per- 
cent) in the entire nation—is 
attested to by ABC’s annual 
audits. 

If you readers ever show any 
slackening of interest in AvuTo- 
MOTIVE News, ABC will point up 
the fact and we’ll know it almost 
as soon as you do. 

That’s how ABC serves AuTo- 
MOTIVE NEwsS—and you readers. 


-— Letterbox 


‘Playboy Pictures Found...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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Jordan Photos 

In your Sept. 15 Letterbox, we 
noticed the request made by George 
Moffitt for pictures of the last 
Jordan Playboy. The writer has 
a few exceptional photographs of 
the car that formerly hung in the 
Jordan showroom on Broadway, 
which we will be glad to lend to 
Mr. Moffitt.—E. F. Noian, Nolan 
Motors, Inc. (Dodge- Plymouth), 
Bronx, N. Y. 

* * * 

Car Leasing 

It is our recollection that AurTo- 
MoTIVE News ran several compre- 
hensive articles dealing with car 
leasing. We have been unable to 
locate these articles in our existing 
copies. Can you give us the dates? 
—JoHN R. Scueere, Swanberg & 
Scheefe (Buick), Minneapolis. 

Eprror’s Note: Jan. 14, page 
one; April 7, page one, and June 
16, page 31. 

* * * 

Buys Antique Cars 

In answer to G. W. Kehrer’s ap- 
peal made in your Sept. 22 Letter- 
box: 

I buy antique automobiles, and 











10 Years Ago... 





The Big Story 


The OPA has announced that 37,000 new passenger vehicles may be 
released during October. An additional 13,000 vehicles are assigned 
. . lt was announced that ODT will take over the 
national gas rationing program. At the same time, it was revealed 
that the Baruch rubber report had recommended that ODT, rather 
than OPA, take over the rationing program . 
Co, announced the biggest war contract ever received by the company 
to build wings for the Curtiss-Wright Helldiver dive bomber. Pro- 
duction has started already, it was announced, and completed assem- 
blies in large volume will be made in the near future. 


to reserve posts . 


. . Hudson Motor Car 


—From the files of Automotive News. 











pay premium prices.—EuGENE Con- 
NELLY, 137 Ritzland Rd., Pitts- 
burgh, 35. 


* * * 


Kept Abreast 

This is not only to advise you of 
my change in address from the 
Coast Guard Cutter Yamaerou to 
Groton, Conn., but also to compli- 
ment you for the fine job you have 
done in helping me to keep abreast 
of the auto news while I was in the 
service. 

I especially enjoy John O. Munn’s 
column and his latest comments 
about dealer-factory relations and 
new contracts. I can’t understand 
why one of the more progressive 
factories has not negotiated such 
a contract with their dealers. I 
think it would be very advanta- 
geous to both parties—A. Epwarp 
WueetnHousse, U. S. C. G. Training 
Station, Groton, Conn. 

* * * 


The ‘People’s Car’ 


Several issues ago, there was a 
very constructive article on the 
“people’s car” that I would like for 
reference. However, my memory 
fails to recall the exact date of 
publication.—A. L. Manninc, Home 
Acceptance Corp. and H. A. Co., 
Salt Lake City. 

Epiror’s Note: Dealers Tell Me 
Column, July 14 issue, page 8. 

” * * 


G-P Clutches 

Can you give me the name and 
address of the company that used 
to manufacture clutches for Gra- 
ham-Paige automobiles? — P. D. 
CLeaNers, Manchester, N. H. 

Epitor’s Note: Long Mfg. Divi- 
sion, 12501 Dequindre Ave., De- 
troit 12. 
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have a One-lwo profit punch 








with a haymaker coming up _/ 





HE fabulous Hudson Hornet and the spectacular Hudson Wasp 
are high among the most talked-about cars on the highway today. 
They’re a great one-two profit punch for dealers. 


The fabulous Hudson Hornet—It’s America’s glamour car, exciting 
the public with its phenomenal stock-car race record. Almost a million 
people have cheered Hudson Hornets on to 38 victories in 45 starts, 
a record no other car can even approach. And people have discovered 
that the car with proven superior stamina, safety and performance 
is the car they want in their garages. 


The spectacular Hudson Wasp—Lower-priced running mate for the 
Hornet is a closing-room favorite with Hudson salesmen. This top 
performer, like all Hudsons, has more exclusive features to sell than 
any other make of car. 


And here’s the haymaker coming up! 


Hudson’s new, low-price wonder car—There’s never been anything 
like it before! It’s a sure-fire sensation, for the wonder car, with thrilling 
pickup and velvet-smooth sustained power, brings fabulous Hudson 
Hornet performance, luxury and durability to the low-price field. 


Possible only because of exclusive ‘“‘step-down” design, this trim, 
compact car glides over a washboard back road just as smoothly and 
surely as it does over a new parkway. It hugs the road tighter and is 
safer than anything except another Hudson. 


Of course, Hudson’s traditional stamina and durability will be an 
important part of the wonder car. 

It seats six comfortably and has the quality features and conveniences 
of cars costing thousands more. 


If you want action and a profitable“operation right now, look into a 
Hudson franchise today! 





C. A. J. Hadley, Sales Manager 
Hudson Motor Car Company 


A few choice dealer Seued 04, Mittens 


franchises are still 
available. For full 
and confidential in- 
formation on the 
Hudson franchise 


information is to be confidential. 





Send me complete information on the Hudson dealer franchise and 
advance details on the new wonder car. | understand that all such 











and advance de- ame 
tails on the new, ditt i een 
low-price wonder 
car, send in this Oi i ecceesininimiaiiiiis 
coupon now! 
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K. C. Area Dealers Voice Factory Gripes . . . 





Weak Demand Stirs Discontent 


By L. H. Houck 
Staff Correspondent 

EFFERSON CITY, Mo.—A pot of 

discontent with factory relations 
appears to be boiling at many deal- 
erships in this area and a weak 
demand situation seems to be add- 
ing fuel to the fire. 

This conclusion is based on 
talks with dealers in Missouri, 
Iowa, Nebraska and Kansas, 
within a 200-mile trading area of 
Kansas City. 

Offered anonymity, one dealer 
said: “You can use my name. I’ve 
told factory representatives every- 
thing I’ve told you.” 

Most of the more than 50 dealers 


Haake, Doyle Set 
As Speakers for 


Tennessee Parley 


NASHVILLE.—Program for the 
30th annual convention of the Ten- 
nessee Automotive Assn. for Oct. 
26-28 has been completed, Herbert 
G. Roberts, chairman of the con- 
vention committee, announces. 

Principal speakers will be heard 
at 10 a. m. Oct. 28 in the Noel 









fred P. Haake, 
economist; Larry Doy. 
sales and advertising 
Ford; D. C. Barnharf, assistant 
managing director of NADA, and 
John J. Hooker, senior partner with 
Walker, Hooker, Keeble, Dodson & 
Harris, Nashville. 

Other participants will include 
representatives of Federal price and 
wage-control agencies, the U. S. 
Department of Labor and the Ten- 
nessee title-law and taxation bu- 
reaus. They will appear on a forum 
Oct. 28 to discuss regulations af- 
fecting the automobile trade. 

A panel of NADA directors will 
be held Oct. 27. Topics and speak- 
ers will be: “Dealer-Factory Rela- 
tions,” H. Mead Norton (Buick), 
Oklahoma City; “Dealer-Employe 
Relations,” Turner A. Summers 
(Ford), Louisville; “Dealer Busi- 
ness Management,” Ernest Burwell 
(Chevrolet), Spartanburg, S. C., and 
“The Role of the Dealer in Public 
Affairs,” Alton M. Costley (Chev- 
rolet), East Point, Ga. 

James A. Ayres (Cadillac-Olds- 
mobile), Chattanooga, will be mod- 
erator. 


Boston Parts Firm 
Accused by NPA 


WASHINGTON.—NPA last week 
accused a Boston auto supply firm 
of failure to comply with controlled 
materials regulations. A statement 
of charges named Hub Auto Sup- 
ply, Inc., of 959 Commonwealth 
Ave., and its president, William B. 
Sandler. 

NPA said that the firm, a sup- 
plier of auto parts and accessories, 
had placed controlled materials or- 
ders bearing an allotment symbol 
for delivery of 45 tons of carbon 
steel, although the company was 
not permitted to use the symbol 
or to place such orders. 








interviewed are located relatively 
near Kansas City, from where their 
new cars are delivered by trans- 
port. 

* * * 

HEY report difficulty getting 

delivery during the first part of 
the month, and say an entire 
month’s quota is sometimes deliv- 
ered the last week of the month. 
This does not allow them time to 
service and deliver to the customer 
and get the business credited to 
that month. 

By the first week in the next 
month, they complain, they are out 
of cars until the last week in the 
month. Dealers have told factories 
about this condition, but the blame 
in the field is being placed on trans- 
port carriers. 

The carriers, the dealers claim, 
first make hauls to Oklahoma, 
western Kansas and other far- 
ther points first because these 
involve bigger payments. When 
the long hauls have been com- 
pleted, it is said, they finally 
make the short hauls. 

Contracts between factories and 
carriers reportedly prohibit dealers 
from going to the factory and driv- 
ing away cars. Formerly, a dealer 
could pay $5 and drive away his 
special orders. Driveaways of all 
kinds are said to be prohibited 
now. 

* * * 

NOTHER dealer complained 

about factory loading of acces- 
sories. He cited a unit, ordinarily 
delivering in the $2,000 class, which 
was so loaded with accessories— 
even to seat covers in the trunk for 
dealer installation—that it had to 
sell for $3,024. 

The dealer said he would never 
be able to sell it for that price 
in his territory before new mod- 
els come out, Further, he charged, 
he had not ordered the car but 
the factory required him to ac- 
cept this “special” with a quota 
of cars which he could sell at 
more attractive prices. 

This same dealer said that he re- 
cently went to a factory zone meet- 
ing where he was “requested” to 
buy $300 worth of new-sized spark 
plugs for new models. He refused, 
he said, because he gets only 36 
cars a year in which the plugs 
could be used. 

This dealer said his factory 
could effect a price reduction by 
eliminating $300 to $600 in accesso- 
ries, leaving the option to buy up 
to the customer. 

* oa * 


HE dealer also said he could 
make more net profit selling a 
car for $2,400 than for $3,000 be- 
cause of the extra time the loaded 
car stays on the floor and because 
he has to trade too high and shave 
his profits in order to sell it at all. 
One dealer said: “I’ve never seen 
a dealer go broke selling too few 
cars, but I’ve seen plenty go broke 
selling too many cars.” 

He said it is the practice of 
some factories to require dealers 
to take an extra loaded car or a 
slow-selling unit with every ship- 
ment of popular sellers. 

Another dealer complained that 
factory representatives have put 
pressure on him to hire one or two 





¥ 


South Carolina Slate Takes Office— 





—_— 


New officers of the South Carolina Automobile Dealers Assn., elected at the Sep- 
tember annual convention, are headed by J. W. Pickens, president of Pickens Olds 
Co., Orangeburg, who succeeds W. C. Hamilton, of Conway. The slate includes (front 
row, from left): W. Keys Welborn, of Anderson, director; E. H. Gaines, of Spartan- 
burg, vice-president; Pickens; W. E. Hancock jr., of Columbia, director, and W. C. 
Plowden jr., of New Zion, director. Back row A. W. Miller, of Florence; A. L. Breeden, 
of Bennettsville; L. D. Schley, of Hampton, anu Joe Parrish, of Georgetown, all direc- 
tors. Not pictured are Secretary-Treasurer R. C, Pulliam, of Columbia, and Director 


A, D. Attaway, of Greenville, 





more mechanics, and then get out 
and sell enough extra service busi- 
ness to keep them busy. 

* * * 


" HAT I wanted to do,” the 
dealer said, “was to cut down 

as much as possible—reduce over- 

head, reduce receivables to as near 
‘Continued on Page 70, Col. 4) 


How to Sell 
Chicago Firm Publishes 


Holler’s Advice 


CHICAGO.—A salesman’s pocket 
edition of “Now Is the Time to 
Step Out and Sell!” by William E. 
Holler, former general sales man- 
ager of Chevrolet division, is being 
made available by Dartnell Corp., 
4660 Ravenswood Ave., the publish- 
ing firm announced last week. 

The publication is a revision of 
Holler’s earlier book, “Step Out and 
Sell.” However, when Holler agreed 
to revise the book, he did so on two 
conditions, according to J. C. As- 
pley, publisher. 

The first condition was that the 
book should be produced at a price 
which would enable every sales- 
man in the U. S. to get a copy. The 
second was that the returns from 
the book be given to Stetson Uni- 
versity, Deland, Fla., for the Holler 
Fountain Fund. 

The book—priced at 50 cents— 
contains 79 pages of condensed 
sales advice and methods, and an 
introduction of the author by the 
publisher. 








Used-Car Bulletin from Detroit .. . 





Oct. 1 


(Dealers afraid to bid in view of 
the declining market, and sellers say- 
ing that they have too much in the 
cars to let them go. Sold 35 cars out 
of 62 units offered.) 


BUICK—’51 Super 4-dr., $1,935*. ’50 
RM. 4-dr., $1,410*, °49 RM 4-dr., 
$1,075. °'46 Super 2-dr., $590; Special 


4-dr., $505. 
CADILLAC—'48 (62) 4-dr., $1,450*. 
CHEVROLET — '51 SL Deluxe 2-dr., 
$1,505; SL Special 4-dr., $1,435. 
DeSOTO—’51 Custom conv., $1,800*. 
DODGE—’48 %-ton panel, $365. 
FORD—’52 Custom (8) 2-dr., $2,000*, 
"51 Victoria, $1,670; Custom 
, $1,425; Custom (6) 2-dr., 
"50 Custom (8) club coupe, 
’49 Custom (8) 2-dr., - 
4-dr., $800. '46 SD (6) 2-dr., 
KAISER—’51 Henry J (4) 2-dr., 
MERCURY-——'49 4-dr., $1,025*. 
OLDSMOBILE—’48 (98) 4-dr., 
"47 2-dr., $665; (68) 
$675°*. 
PACKARD—’49 4-dr., $835, $730. 
4-dr., $795. - 


coupe, $1,700*; 4-dr., 
lina, $2,100*, $2,150*. 
2-dr., $605; 4-dr., $630. 

STUDEBAKER — '49 Champion 4-dr., 
760. 


"48 


Chieftain (8) club 
$1,790*; Cata- 
47 SL (8) 


Sept. 24 


(Prices declining — particularly on 
late model stuff. Sold 54 cars out of 
107 offerings.) 

BUICK—’50 Special 2-dr., $1,300. ‘49 
Super 4-dr., $980; conv., $1,000*. '48 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday. ) 





*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 52-56 


Special 4-dr., $700 


CADILLAC — '51 (62) 4-dr., $3,210*, 
$3,300*. 

CHEVROLET—’51 conv., $1,625*; SL 
Deluxe 2-dr., $1,550*; 4-dr., $1,530*, 


$1,475. 
$1,305°*. 
conv., $1,020. 
CHRYSLER — '50 Windsor 2-dr., 
540*. ‘47 Windsor conv., $665. 
DeSOTO—’47 Custom 4-dr., $730*. 
DODGE—’50 Coronet club coupe, 


"50 SL Deluxe club coupe, 
’49 SL Deluxe 2-dr., $1,050; 
°46 SM 4-dr., $455. 

$1,- 


$1,- 


310. 

FORD—’52 Custom (8) 2-dr., $2,000*, 
$1,980. °51 Custom (6) 2-dr., $1,350. 
"50 Deluxe (8) 2-dr., $1,225. °49 De- 
luxe (8) business coupe, $700; Cus- 
tom (8) 4-dr., $890. °47 SD (6) club 


coupe, $480. 
HUDSON — '51 Commodore (8) 4-dr., 
$1,150. 


KAISER—’51 Henry J (6) 2-dr., $750; 
4-dr., $1,350*°. °48 4-dr., $410. °47 
4-dr., $290. 

MERCURY — '52 club coupe, $2,350°*. 
’51 4-dr., $1,930*. ‘50 4-dr., $1,205. 
’49 4-dr., $1,060. 

NASH—’50 Rambler conv., $1,110. 

OLDSMOBILE—’52 (98) 4-dr., $2,815*. 


51 Super (88) 2-dr., $2,000*. ’50 
(88) 2-dr., $1,560*. °49 (98) 4-dr., 
$1,150*. ‘47 (66) 2-dr., $675. °46 
(76) 2-dr., $450. 

PLYMOUTH — '50 Deluxe 4-dr., $910. 
'49 SD conv., $900. 

PONTIAC—’52 Catalina, $2,475*. ‘51 


Catalina, $2,195*; Chieftain (8) 4-dr., 

. '50 Chieftain (8) 2-dr., $1,- 
250. ‘°'48 SL (8) 2-dr., $780. °47 
Chieftain (8) 2-dr., $515. ‘41 4-dr., 
215. 


STUDEBAKER — '50 Champion 4-dr. 
(taxi), $640. °49 Commander 4-dr., 
$880. 














Truck-Quota Changes Due Soon 


WASHINGTON.—Changes in the 
current competitive position of 32 
truck manufacturers are under 
study by NPA to determine what 
revisions, if any, should be made 
in their percentage share of the 
industry’s total authorized quarter- 
ly level of production. 

Robert Cass, director of the 
Motor Vehicle Division, last week 
said the decision on percentages 
should be ready during the second 
week in October. The new percent- 
ages will become operative in the 
first quarter of 1953. 

NPA is evaluating current com- 
petitive position largely on the 
basis of factory sales during the 
11-month period ended May 31. 
June is being given only small 





Trailer Demand 
Seen Topping 751 


WASHINGTON.—Spokesmen for 
the truck-trailer industry have told 
the Government that their busi- 
ness now is running about 15 per- 
cent better than it was in the last 
half of 1951. 

One representative said his com- 
pany’s orders surpass its ability to 
produce, and the backlog is the 
greatest the company ever had. 

However, some representatives 
said business in their areas is just 
recovering from the effects of the 
steel strike. 

More than a usual seasonal rise 
in demand for trailers, it was’ said, 
has been noted in tobacco-growing 
areas. In the southwest, demand 
is said to be up as a result of the 
drought which forced the move- 
ment of cattle to places where 
there would be grass. 

Little change in demand was re- 
ported for the west coast. 





Exchange Chief to Speak 


Before Economic Club 

DETROIT.—The Economic Club 
of Detroit will hear G. Keith Funs- 
ton speak on “Can’t the Stock Ex- 
change Resign as ‘Whipping Boy?’” 
at its meeting today (Oct. 6). Funs- 
ton is president of the New York 
Stock Exchange. 





consideration because it was in that 
month that the nationwide steel 
strike began. 

On Aug. 12, NPA announced ad- 


NPA Airs Doubts 
On 4th-Quarter 


Copper Supply 


WASHINGTON. — The advisory 
committee for the brass-mill indus- 
try was told by NPA officials last 
week that “uncertainty exists about 
the overall situation in the supply 
of copper in the fourth quarter of 
1952 and the first quarter of 1953.” 

NPA said the factors contribut- 
ing to this uncertainty include: 

1. The extent of stockpiling ac- 
tivities. 

2. Absorption of the accumulated 
stock of copper in Chile. 

3. The labor situation among do- 
mestic producers. 

4. Varied prices which exist in 
the domestic copper market. 

Military demands for copper have 
reached a temporary “plateau” and 
little change is likely during the 





next two quarters, the committee | Reo 


was told. 

Complaints on the slowness of 
deliveries of Chilean copper were 
made, and the committee said it 
likely will affect brass-mill produc- 
tion if shipments are not improved. 

Beginning with the third quarter 
of 1952, allocations of copper were 
made on the basis of 60 percent 
of domestic against 40 percent of 
foreign. NPA said the record for 
the brass-mill industry in the third 
quarter was 54.9 percent of domes- 
tic against 45.1 percent of foreign. 

Shipments show some increase, 
NPA said, and it was reported that 
allotments of brass might be some- 
what higher in the fourth quarter 
of 1952 than in the third quarter, 
and that the first quarter of 1953 
would be about the same as the 


{third quarter. 


The committee recommended no 


| changes in the present copper allo- 


Speaker at the club’s meeting. 


next Monday will be Dr. W. A. 
Paton, professor of accounting at 


the University of Michigan, whose : 
“Shirtsleeve Economics | 30, jumping more than a million 


topic is, 
and Politics,” 


cation system and urged continu- 
ance of studies on plans for event- 
ual revision of controls. 

NPA said studies are being made 
for the elimination of controls on 
copper, steel and aluminum. 





Conn. Fuel Taxes Set Mark 


HARTFORD, Conn.—Connecticut 
gasoline tax revenue hit an all-time 
peak in the fiscal year ending June 


dollars to $21,440,923. 





justments in percentages for man- 
ufacturers of passenger cars. Fac- 
tory sales during the same 11- 
month period were used to arrive 
at the new percentages. These go 
into effect with fourth-quarter 1952 
production. 

Truck percentages are divided 
into three classes, according to 
weight classifications — light, me- 
dium and heavy. Present percent- 
ages follow: 


Light Medium Heavy 

EE 6. gos casas ee re 1.83 
Available ~~ son -13 
Brockway ........ e i 1.83 
MED 5-60:0:6 0000-00 vas e 15 
Chevrolet ........ 34.94 33.20 oe 
Corbitt ane oes 17 
Crosley .09 eee coe 
Diamond T cae -98 3.25 
MEE 6 ¥0.00:00.6.0.06:8 61 -30 eee 
Dodge ... 13.44 12.25 13.15 
Duplex P an ee 10 
Federal : oe -10 1.38 
ee 21.03 26.87 13.00 
Freightliner ...... sok eee 18 
Sephaececsts. 0s -20 -74 
General Motors ... 7.28 6.70 12.44 
Hendrickson ...... aa ee 12 
My dhesece<esces SD 12.60 27.29 
Kenworth ........ hea can -70 
ee 19 9.40 
Mn tbese 60s ese 26 Ses 
Oshkosh ......... ae 19 
. _. ae ae .30 
EE ig 6 ak a's hat 18 a6 ose 
TAS Cecae a xa cae -74 2.83 
Sterling ....... ose “8, 44 
Studebaker ... 4.63 5.23 eke 
\ Pe exe . 15 
Ward LaFrance eos -10 
Saree ape 38 10.10 
Willys 9.00 000 ean 





Bendix Air Brake 
Advances Kimball 


ELYRIA, O. — Appointment of 
Dexter S. Kimball jr. as general 
manager of Bendix - Westinghouse 
Automotive Air 
Brake Co. has 
been announced 
by D. O. Thomas, 
president. 

Kimball joined 
Bendix - Westing- 
house in 1945 as 
factory manager 
and has_ super- 
vised all manu- 
facturing depart- 
ments, methods, 
inspection stand- 





r\ 
D. 8S. Kimball Jr. 
ards, production control, plant en- 
gineering and industrial relations 
since that time. 

Prior to moving to Elyria, Kim- 
ball was plant manager of the 


camera plant, Ansco division of 
General Aniline and Film Corp. 
Binghamton, N. Y., and held execu- 
tive positions with other companies 
in Chicago; Marion, Ind.; Akron; 
Dundalk, Md., and Muncie, Ind, 
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There are more than 20,000 businesses run- 
ning fleets of 50 or more trucks. Together 
they operate at least a million and a quarter 
vehicles. Maybe more. 


They’re the cream of the truck market. But 
how about the milk? Kids grow good on 
milk. You, too. 


Besides, there’s lots more milk. 


Yeah, lots more. After all, 85 percent of all 
trucks are in fleets of less than ten. 


How many trucks? Seven million, three hun- 
dred thousand trucks. 


Who owns them? Retailers. Wholesalers. 
Builders and contractors. Bottlers. Com- 
mercial bakers. Truckers. Folks like that. 


Thousands of firms. Thousands of sales 
calls. How can you cover them? Not enough 
salesmen. Not enough time. 


mass coverage of business management 


Use mass advertising. Use the Saturday 
Evening Post. You do? Good! It’s your best 
buy. Automotive leader for at least 50 years. 


What else can you do? Use Nation’s Busi- 
ness. Why? 


Because it has more standing with more 
businessmen than any magazine except the 
Post. 


Because it’s read by more truck dealers and 
more servicemen than any other book but 
the Post. 


Because NB readers own and operate more 
than a million trucks under 112 tons—more 
than a million over 114 tons, too. 


Because 718,000 of these trucks are at least 
4 years old and ripe for replacement. 


Because the new National Analysts Truck 
Study reveals a lot of new assets for Nation’s 


Business and its 800,000 paid businessman 
audience that you ought to know about. 


What did you say? If Nation’s Business is 
so nifty, who’s using it in your business? 


Studebaker. Nine years! 
Dodge. Nineteen years! 
Chevrolet. Twenty-nine years! 


Want more? Or would you just rather take 
a good long look at the new National An- 
alysts Truck Study? 


Write or phone the Nation’s Business office 
nearest you .. . Detroit, Cleveland, Chicago, 
New York, Washington, D. C. 


Nation’s Business 


A GENERAL MAGAZINE FOR BUSINESSMEN 
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Makers Recruit Workers 


Women Being Hired and Agents Beat the Bushes 


As Detroit Feels 


By Ed Howard 
Staff Writer 


hh short weeks ago, 185,000 in- 
dustrial workers were sitting at 
home in the Detroit area while the 
steel strike played havoc with the 
auto industry’s economy. The sit- 
uation was much the same in Flint, 
South Bend, Toledo — wherever 
steel-sensitive auto production cen- 
tered. 
Look at it now. 

Detroit - area unemployment 
plummeted to an estimated 37,000 
in the six weeks from the end of 
July to Sept. 15—just 20 percent 
of the July peak. Production 
zoomed to more than 100,000 cars 
and trucks a week as auto plants 
sought to recoup strike losses. 
Most firms are preparing for a 
fully competitive market in 1953. 

And workers, who were drawing 
unemployment compensation a few 
weeks ago, are writing down home 
to Cousin Joe to come on up to 





Detroit, because auto plants still 
want 23,000 more workers. 


| 
| 
Manpower Pinch | 


« * * 


ESULT of all this has been four-| 44 


fold: Hiring of women, recruit- 
ing, special training programs and | 
additional shifts. At least three 


plants, Ford, Pontiac and Cadillac, | © 


are hiring women again. Packard | 
is thinking of it. Ford, possibly 
hardest pressed for help, has re- 
cruiters in Kentucky and Pennsyl- 
vania, drawing restful green pic- 
tures of Detroit dollars, and is also 
delaying the retirement of some of 
its older workers. 

Chrysler is using training 
schools to produce some desper- 
ately needed skilled workers from 
its semi-skilled employes. Cadil- 
lac resorted to hiring women 
after raising its work force 15 
percent in a year and working 
8%-hour days. Dodge Truck was 
forced to discard plans for a sec- 
ond shift now, because of lack of 
manpower. Studebaker has start- 





a : 


Souped-Up Packard Costs $14,900— 





Chester E. Brunner, Packard dealer in Manchester, Conn., converted this $14,900 
car from a stock model. Powered by a custom-built 207-horsepower engine, it has air 
scoop to dual carburetors, dual exhausts, continental rear end and power brakes. The 
finish consists of 42 coats of lacquer. The car is 230 inches long and is said to be 
able to reach a speed of 135 miles per hour. 





ed a partially staffed second 
shift. 

On other labor fronts, news was 
spotty last week. 

Three dealerships were struck by 
the AFL International Assn. of Ma- 
chinists in Fayetteville, Ark. Vio- 
lence marred a back-to-work move 





at International Harvester plants. 
The Borg-Warner strike continued, 
but workers went back to Lincoln- 
Mercury’s Metuchen (N. J.) plant. 
Dave Beck was being boomed for 
another try at the presidency of the 
AFL Teamsters union. 

A Texas congressman said he was 
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Perfect Circle's 2-in-1 Chrome Piston Ring Set assures positive oil con- 
trol... without shaving the cylinder walls on each stroke! Solid chrome 
plating, applied to BOTH top compression rings and oil ring rails 
gives the 2-in-1 Chrome Set more than twice the life of ordinary sets! 


What's more, the 2-in-1 Chrome Set is actually two sets in one—because 
two expander springs are included with every Chrome Oil Stopper, 
giving mechanics a choice of spring pressures for every installation. 


You'll get maximum performance, with sustained power, whether 
cylinders are tapered or straight, round or out-of-round! Perfect Circle 
Corporation, Hagerstown, Indiana. 


Periect Circle 


Lhe Standard of Comparison 


PISTON 
RINGS 





ready for another try at outlawin 
industry-wide collective bargainin 
in the next session. Treasury off 
cials were reported to be eyein 
the tax possibilities of growin 
“fringe” benefits. And the last pos 
sibility of a 1952 coal strike of an: 
proportions faded as all but a hand 
ful of southern soft coal operator 


|signed up with John L. Lewis anc 


his United Mine Workers. 

+ + > 
TOURTEEN IAM member: 
4 walked out in Fayetteville afte: 
a breakdown of contract talk: 
which had been stalled since Jul) 


'| 23. Affected were Lyle Bryan Pack 
ard Co., Green Chevrolet Co. anc 


Goff-McNair Motor Co. Attorney: 


‘|for the three firms charged that 


the union was demanding a closed 
shop, which they said is illegal in 
Arkansas. Employes of other Fay- 
etteville dealers failed to endorse 
the IAM in an organization drive 
last March. 

Violence flared in International 
Harvester plans in Richmond, 
Ind., Rock Falls and Rock Island, 
iL, and Louisville, as foremen 
made progress in their house-to- 
house appeal for the workers to 
come back to their jobs. More 
than 1,700 had appeared for work 
at the latest count. Thirteen pick- 
ets were arrested for disorderly 
conduct at the McCormick plant 
in Chicago. Workers at these 
plants are members of the Farm 
Equipment - United Electrical 
Workers Union. 

Meanwhile, Harvester officials 
accused the government of pulling 
its inspectors out of the Melrose 


Park (Ill.) plant, after protests 
from 4,000 striking CIO United 
Auto Workers employes. Super- 


visory employes, who have con- 
tinued to turn out armored person- 
nel carriers since the strike began, 
have 12 of the vitally needed ve- 
hicles ready for inspection, the 
firm said. 

_ No progress was reported toward 
settlement of the Borg-Warner 
strike. It had become apparent, 
meanwhile, that so far auto mak- 
ers have been successful in finding 
alternate supply sources for parts 
they had been getting from B-W, 
and no serious production diffi- 
culties were seen developing in the 
foreseeable future. 

* ao + 

T METUCHEN, where health 

and welfare factors had been 
the bone of contention between 

L-M and its 1,800 employes, settle- 
ment terms for the 19-day-old 
strike were not announced. 

Long-distance truck drivers from 
23 states, members of the Central 
States Drivers Union and the Sou- 
thern States Conference of Team- 
sters—both affiliated with the 
AFL-Teamsters — have voted to 
support Dave Beck against aging 
Daniel J. Tobin for presidency of 
the international union. Their 
membership totals 180,000. How- 
ever, Chicago-area locals, with 138,- 
000 members, are pledged to stick 
with Tobin, now 76. Tobin has been 
president for many years, while 
Beck has been vice-president for a 
long period. 

Wemocratic Congressman Win- 
gate H. Lucas of Texas told the 
American Mining Congress last 
week that he intends to re-in- 
troduce his bill to outlaw indus- 
try-wide collective bargaining, a 
move defeated in the past session. 
The prohibition was contained in 
the original Hartley bill, but was 
removed by the conference com- 
mittee which adjusted differences 
in the bills of Rep. Hartley and 
Sen. Taft. 

Lucas recalled that auto indus- 
try officials warned, when the orig- 
inal Wagner Act was adopted, that 
it would produce labor monopolies, 
“but the warning was looked upon 
as another of managements un- 
justified fears,” he said. 

The Treasury’s interest in fringe 
benefits was reported heightened 
by a U. S. Chamber of Commerce 
report which showed that such 
“finges” averaged $644 per employe 
in 1951, more than $53 a month. 
Tax increases are not considered 
likely in the near future, but reve- 
nue agents looking for loopholes 
to plug in the battle against grow- 
ing deficits, are giving incomes a 
close inspection around the fringes 





Pallay-Pierce Moves 


Steve Pallay, of Pallay-Pierce, 
Inc. (Packard), Cleveland, has an- 
nounced that he has moved his op- 
erations to a new location at 14720 
Lorain Ave. The used-car lot will 
be retained at 10503 Lorain. 
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... Our meeting place! 


e How come well over half the automobile dealers are 
located in towns like this? Because Country-Side* fam- 
ilies, the families who live in and around the Main Street 
towns, own well over half the nation’s cars. The Country- 
Side market is America’s biggest automotive market. 


e We cover the Country-Side market as no one else can, 
for we editorially serve Country-Side families, farm and 
non-farm, as no one else does. 


e To help you reach and sell the farm families of the 
Country-Side market we developed the largest, most 
successful farm magazine in America—FARM JOURNAL. 


e To meet the non-farm interests of Country-Side fam- 
ilies we built the only dual appeal magazine which 
majors in the non-farm side of the Country-Side market 
— PATHFINDER. 


e Like the people of the Country-Side market, farm and 


non-farm, PATHFINDER and FARM JOURNAL belong side- 
by-side. Now you can buy them that way—a 4-million 
package buy at a package price—the Country-Side Unit 
—a powerful approach to America’s biggest automo- 
tive market. 


%The 19 million families, more than 
half the people of America, who live 
in trade centers of less than 10,000 
population, in crossroads villages, down 


country lanes and on farms. 


Farm Journal, Inc. 
Washington Square, 

Phila. 5, Pa. 

GRAHAM PATTERSON, Pablisher 
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Jewish Award Given to Ford's Williams— 


Walker A. Williams, Ford vice-president of sales and advertising, accepts the first 
annual humanitarian award of the United Jewish Appeal of Greater New York from 
Samuel C. Dretzin, president of Surrey Motors Corp. (Lincoln-Mercury) and honorary 
chairman of the UJA new-car dealers’ division. Looking on are John F. Connors, New 
York district sales manager for Ford; A. H. Crowley, manager of product promotion 
and distribution for Lincoln-Mercury, and C. J. Seyffer, northeastern regional sales 
manager for Ford. The award was presented to Williams in recognition of ‘qualities 
of mind, heart and spirit . . . for work he has done for his fellow men regardless 
of faith, creed or background.” 
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Philadelphians, Plaving 


PHILADELPHIA. Philadelphi- 
ans are accustomed to seeing the 
names of their dealers mentioned 
in connection with constructive 
civic projects, a recent survey by 
the Philadelphia Automobile Trade 
Assn. reveals. 

The survey indicates that more 
than three-quarters of new-car 
dealers in the association are active 
in civic clubs, while almost half— 
48.7 percent—have held office in 
these organizations. 

All these activities, one dealer 
believes, fit into what he calls a 
constructive public relations pro- 
gram that helps to put “charac- 
ter” into a business. 

“Public relations is an important 





Dealers Step Out Front 


Prominent Civic Roles, 


Build ‘Character’ of Business 


| part of business management,” ac- 
cording to J. Eustace Wolfington 

(DeSoto- Plymouth). “When the 
public has been educated to under- 
| stand a business, it appreciates the 
| business and the men who run it. 
| After you have captured the good- 
will of the public, you have an 
asset that competition cannot un- 
dersell or destroy.” 

The PATA survey showed its 
members belonged to Rotary, Ki- 
wanis, Lions and Optimist clubs, 
the Chamber of Commerce, Ameri- 
can Red Cross, American Cancer 
Society and United Fund, among 
others. 

Outstanding examples of dealer 





participation in community affairs 





This Coupon 


MAKES IT EASY to get a ) 
TRICO SALES-MAKER CABINET —<‘ 








ENS of thousands of these handsome metal 
Trico Cabinets now are making money for 
dealers nearly everywhere. 

To get yours, you need invest only in a 
modest, balanced stock of Trico’s new Soft- 
Rubber Wiper Blades and Arms. Send us the 
coupon and we'll have your Jobber show you 
how you can own a Stock Organizer Cabinet 
‘D-102, without extra charge. 

The new blades fit ALL FOUR types of 
wiper arms without adaptors. No more fumb- 
ling on the’shield! The Cabinet puts the right 
blade or arm at your finger tips. No more 
fumbling on the shelf. 

Mail the coupon to Trico today! The big 
blade season is just ahead. No obligation. 





Trico Products Corporation, Buffalo 3, N. Y. 





Firm Name 
Individual 
Street Address_ 
Town or City___ 


(My Jobber is: 
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TRICO PRODUCTS CORPORATION, Buffalo 3, N. Y. 






Please have a Trico Jobber show me the new Trico metal 
Cabinet D-102 and submit the cost of a stock of blades and 
arms especially selected to fit my needs. 




















were supplied by A. A. Martin 
past president; E. J. Ronan, cur 

rent president; William T. Plach 
ter, secretary; R. Scott Smith, D 

Roy Fowler and David G. Rees« 

Martin, in addition to heading tle 
Germantown Businessmen’s Ass ., 
is vice-president of the board of 
managers of Germantown Hospitil 
and vice-chairman of the safety 
council of the Philadelphia Cham- 
ber of Commerce. 

Ronan has headed the Philade|- 
phia chapter of the Knights of 
Columbus, and has directed several 
charity campaigns. Plachter, active 
in many northeast Philadelphia 
civic groups, headed PATA’s scrap 
metal drive last winter. 

Smith has headed the auto sec- 
tion of the United Fund drive for 
several years, and both Reese and 
Fowler have been active members 
of local service and businessmen’s 
groups. 

Besides giving their time, Phila- 
delphia dealers have joined others 
in the state in digging into bank 
accounts to help charitable organ- 
izations. Nationally, auto dealers 
last year contributed more than 
$48,000,000 to charity. Pennsylvania 
contributions alone were more than 
$2,500,000. 

Wolfington points out that “pub- 
lic relations resolves itself into sell- 
ing the ideals behind the business. 
An ideal business is a business with 
character. Without this all-impor- 
tant factor, a business cannot sur- 
vive in our free-enterprise system 
that serves as an economic pattern 
for the nation.” 


Dodge Dealers 
To Open Factory 


Session Tuesday 


DETROIT.—The 28 Dodge deal- 
ers comprising the national com- 
mittee of the Dodge dealers’ advis- 
ory conference will convene here 
Tuesday (Oct. 7) for their two- 
day semi-annual meeting. 

C. M. Bishop, of Bishop, McCor- 
mick & Bishop, New York, nation- 
al chairman, will preside. Other of- 
ficers include James A. Mason, of 
Hodges Auto Sales, Inc., Ferndale, 
Mich., vice-chairman; Ed Fisher 
jr., of Fisher Motor Co., Collings- 
wood, N. J., recording secretary, 
and D. G. Kelly, of Valley Motor 
Co., Grand Forks, N. D., chairman 
of public relations. 

E. C. Dock, general sales man- 
ager of Dodge, and L. J. Ouellette, 
director of the conference, will con- 
fer with the national committee. 

The conference was formed in 
1951 “to promote the best possible 
public relations for both dealers 
and Dodge and to promote the best 
possible factory relations.” The 
present committee consists of 21 
regional chairmen, each elected by 
one of 21 Dodge sales regions, and 
seven other dealers appointed by 
Dodge from among Dodge dealers- 
at-large, as provided for under the 
charter. 

Twenty-two regional chairmen 
will be elected when Dodge dealers 
vote in November, as a new Mil- 
ocd region was created recent- 
y. 


New Duties Given 
Stickel at White 


CLEVELAND.—H. R. Stickel has 
been named assistant to the presi- 
dent of White Motor Co. in charge 
of public relations 
and national fleet 
sales, it is an- 
nounced by Rob- 
ert F. Black, pres- 
ident. 

Stickel has been 
fleet sales man- 
ager at White for 
the past seven 
years. 

Black said: “We 
expect to enlarge 
the scope of pub- 
lic relations activities at White in 
keeping with the broadened diversi- 
fication of our company’s produc- 
tion and sales activities. Under 
Stickel’s direction, the program wi! 
coordinate Cleveland headquarters, 
regional and branch sales offic: 
public and press relations.” 












x 


H. KR. Stickel 





Driggs Motors 
The secretary of state has issued 
a charter to Driggs Motors, Inc., 
of Delaware, O. Capital is $5,000. 
Incorporators are H. LaVerne 
Driggs, Aletha Driggs and Edward 
C. Jerkins. 
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LE DEALERS IN THE AKRON AREA JOIN THE SWING 
TO UNDERWOOD SUNDSTRAND ACCOUNTING MACHINES! 


| 3. BECAUSE... you get completed FINAN- . 
| Underwood Corporation yessvess 








Another part of the country 


is heard from: 
“Tho Underw . . | 4. BECAUSE . . . you receive lowest oper- 
2. *The Underwood Sundstrand Accounting | ating costs to better your salamat 


CIAL STATEMENTS the first of the 
month . . . in HOURS . . . not days. Accounting Machines... Adding Machines... 
Typewriters... Carbon Paper... Ribbons 


One Park Avenue, New York 16, N. Y. a- 
imited, Toronto 1, Canada _ the Origine! 
Teuch Methed 


ooo 
ooo 
ooo 





Underwood L 














Machine and System is a ‘good deal’ in every : 595 
way!” say the auto dealers of the Akron area. tive position. — Ps 
Thus they echo the sentiments of auto 5. BECAUSE .- - - your work duplication — Sales and Service Everywhere Keyboard 
dealers all over the country who have is eliminated. | Copyright—Underwood Corporation ieee 
adopted Underwood Sundstrand. | 6. BECAUSE. . - you need no specially ee 2 
Here are seven of the big reasons why trained personnel for these machines. ¢ 
dealers everywhere are so enthusiastic | 7. BECAUSE... you can have ‘Day by | Underwood Corporation, One Park Avenue, New York 16, N. Y. 
about the Underwood Sundstrand Account- Day’ Accounting Control. | Send me your illustrated folder, FormS-1328, describing the Underwood 
ing Machine and System. ; a Sundstrand Automobile Dealers Accounting Machine and System. 
1. BECAUSE . . . your daily control of You owe it to yourself ---t0 yur busi- | ‘ Nome and Title 
i every accounting operation is really | ness . . + t0 investigate the Underwood 
P : . Sundstrand Accounting Machineand System. Name of Company 
simplified. | ea 
9. BECAUSE... your savings will pay for Send the coupon for the new illustrated 
folder... today. - Zone State 


the machine itself. 








12 





AUTOMOTIVE NEWS, OCTOBER 6, 1952 





Record Crowd at Parley... 





Clements Gets Gavel 
Of Minnesota Assn. 


MINNEAPOLIS.—With a record 
attendance of 719 new-car dealers 
from all parts of the state, the Min- 
nesota Automobile Dealers Assn. 
staged its 33rd annual convention 
here last week. 

M. D. Clements, of St. Paul, was 
elected president of the associa- 
tion to succeed Victor N. Giere, 
of Willmar, who will remain on 
the board of directors. Other 
officers named at the convention 
were A. C. Furos, of Zumbrota, 
first vice-president; W. C. Ste- 
phens jr., of Minneapolis, second 
vice-president; Clare Fischer, of 
Rochester, secretary, and Chris 
Rinkel, of St. Paul, treasurer. 

Elected to the board were George 
Ziesmer, of Mankato, who is also 
state NADA director; George 
Brandt, of Duluth; E. W. Boyer, of 
Minneapolis; Steward Mills, of 
Brainerd; L. W. Forstrom, of Fair- 
mond; Norman P. Peterson, of 
Thief River Falls; Robert Dudgeon, 
of Fergus Falls, and Henry Swan- 
son, of Grand Rapids. 

Leo B. Faricy, general manager, 
attributed the exceptionally large 
attendance to well-planned advance 
publicity given the convention. 

“All members were given advance 
notice of a program calculated to 
be of interest to everyone,” Faricy 
said. “We took especial interest in 
making sure that all the members’ 
wives were included in the plan- 
ning. A telegram was sent to each 
wife urging her to attend along 
with her husband.” 

He said that attendance was up 
25 percent over previous years, 

At a special awards meeting, 
177 members received hand-let- 
tered parchment scrolls honoring 
them for their contribution to 
highway safety. These dealers 
contributed a total of 207 auto- 
mobiles to high school driver- 
education classes throughout the 
state. 

Another feature of the awards 
meeting was presentation of leather 
billfold-notebooks to 54 county ad- 
visors who aided in increasing ADA 
memberships. 

Leading off the speaking pro- 
gram was Charles F. Farrington, 





STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, AND CIRCULATION 
REQUIRED BY THE ACT OF CON- 
GRESS OF AUGUST 24, 1912, AS 
AMENDED BY THE ACTS OF MARCH 
3, 1933, AND JULY 2, 1946 (Title 39, 
United States Code, Section 233) 

Of Automotive News, published weekly at 

Detroit, Michigan, for October 1, 1952. 

1, The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: 

Publisher: Slocum Publishing Company, 
2666 Penobscot Bidg., Detroit, Mich. 

Editor: B. J. Wemhoff, 2666 Penobscot 
Bldg., Detroit, Mich. 
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Slocum Publishing Company, 2666 Penob- 
scot Bidg., Detroit, Mich. 

Estate of George M. Slocum, 2666 Penob- 
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and other security holders owning or hold- 
ing 1 percent or more of total amount of 
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4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, 
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40,766. 
B. B. CRIGHTON, 
Business Manager. 
Sworn to and subscribed before me this 
First day of October, 1952. 
ELEANORE L. WILLIAMS. 
(My commission expires June 5, 1956.) 








assistant to the NADA president, 
who discussed “What’s Ahead in 
Washington.” Farrington strongly 
urged that everyone exercise his 
right to vote, pointing out that 
“all too often those who complain 
about policies of government have 
taken little or no interest in elect- 
ing men to office whose views coin- 
cide with theirs.” 

Bill Gove, sales - development 
manager of Minnesota Mining 
and Mfg., spoke on “Serve and 
Sell.” Gove stressed the advan- 
tage of closer association between 
salesman and customer, with the 
former looking for ways to im- 
prove his service. 

Dr. Kenneth McFarland, educa- 
tional consultant to General Mo- 
tors, delved into the effects of a 





Sawyer Appoints 
13 as Highway 
Safety Advisors 


WASHINGTON. — Secretary of 
Commerce Charles Sawyer last 
week named 13 top business and 
industrial executives as a business 
advisory committee to assist him 
in his capacity as general chairman 
of the President’s Highway Safety 
Conference. 

The advisory committee will hold 
its first meeting in Chicago Oct. 17 
in connection with a meeting of 
the President’s conference there 
Oct. 17-18, at which Sawyer will 
preside. 

Remarking that the traffic death 
toll this year may amount to 40,- 
000, with a million persons already 
injured, Sawyer said, “The enlist- 
ment of wider business and civic 
support for highway safety pro- 
grams ... is urgently needed if 
we are to reduce the toll on our 
nation’s highways.” 

Members of the business advisory 
committee are: 

Harlow H. Curtice, General Mo- 
tors; John D. Biggers, Libbey- 
Owens-Ford; Eugene Holman, 
Standard Oil of New Jersey; John 
L. Collyer, Goodrich. 

James S. Knowlson, Stewart- 
Warner; John L. McCaffrey, Inter- 
national Harvester; T. S. Peterson, 
Standard Oil of California; S. 
Bruce Black, Liberty Mutual Insur- 
ance; C. R. Cox, Kennecott Cop- 
per; Lou E. Holland, Holland En- 
graving Co.; Robert I. Catlin, Aetna 
Casualty & Surety; John Cowles, 
Minneapolis Star & Tribune, and 
Robert Woodruff, Coca-Cola. 


Fiber Sales Office 


Opens in Detroit 


DETROIT. — Establishment of a 
district sales office here by Pitts- 
burgh Plate Glass’ new fiber-glass 

: division has been 
announced by 
Robert A. Mc- 
Laughlin, division 
sales director. 

McLaughlin 
stated that fiber- 
glass production 
at the firm’s Shel- 
byville (Ind.) 
plant will begin 
this fall. A major 
reason for locat- 
ing the fiber-glass 
plant in Indiana was its proximity 
to the Detroit and Chicago mar- 
kets, according to McLaughlin. 

Charles E. Barby will serve as 
district sales manager for the De- 
troit office. He has been with 
Pittsburgh Plate Glass since 1939. 





Cc. E. Barby 





Plastic Patching 

WASHINGTON.—Latest develop- 
ments in plastic patching for steel 
piping, and an improved technique 
for developing better diesel fuels, 
are described in government reports 
reviewed in the September issue of 
the Technical Reports Newsletter 
just released by the Office of Tech- 
nical Services, U. S. Department of 
Commerce. 





defense economy in his speech, 
“Fathoming the Fifties.” be 

The final speaker was Rep. Wal- 
ter H. Judd, Minnesota Republican. 
Judd, who has had long experience 
in the Far East, evaluated the U.S. 
Government’s foreign policy in his 
talk, “Present Trends in Govern- 
meht.” 


5 Get Promotions 
In Chevrolet’s 


Purchasing Dept. 


DETROIT.—Chevrolet has made 
five promotions from the ranks in 
the purchasing department, it is 
announced by E. F. Gormsen, di- 
rector of purchases. 

E. J. Furbacher, purchasing agent 
at the gear and axle plant in De- 
troit, is named purchasing agent in 
the Chevrolet central office, the 
position from which Gormsen re- 
cently was promoted to director of 
purchases. Furbacher started with 
Chevrolet in 1929 as a clerk. 

Milton J. Schemm, assistant pur- 
chasing agent in the central office 
since 1949, is appointed purchasing 
agent at the gear and axle plant. 
He started with Chevrolet as a 
stenographer-clerk in 1933, 

George B. Ford is appointed as- 
sistant purchasing agent in the 
central office. Ford started as a 
stock checker at the Saginaw 
(Mich.) grey iron foundry in 1935, 
serving as purchasing agent there 
since 1949. 

Kenneth B. Daniels started with 
the central office as an assistant 
stock checker in 1941, and became 
purchasing agent at the Chevrolet 
manufacturing plant in Toledo in 
1949. His new appointment is to be 
purchasing agent at the Saginaw 
foundry. 

Robert A. Kraft, a divisional 
product buyer in the central office, 
succeeds Daniels as _ purchasing 
agent at Chevrolet-Toledo. Kraft 
joined Chevrolet in the materials 
department in 1935. 


Nash Says Sales 
Stress Inequity 
Of NPA Limits 


DETROIT.—Nash Motors sales 
continue to support the company’s 
claims of unfairness on the part of 
NPA in fixing percentage-of-in- 
dustry production quotas, accord- 
ing to H. C. Doss, vice-president 
in charge of sales. 

Official registration figures just 
released show Nash sold 4.26 per- 
cent of industry production in July, 
compared with 3.42 percent allotted 
by NPA beginning Oct. 1, Doss 
said. 

“This sales record clearly sub- 
stantiates our claim that the ac- 
tion by NPA in reducing our allot- 
ment—instead of increasing it as 
we had expected—was arbitrary 
and unfair,” he said. 








Evers Moves 


Ted Evers, a service manager for 
Omaha automobile dealers since 
1927, has joined the Packard deal- 
ership in Omaha as service man- 
ager. Louis M. Wells was appointed 
sales manager. 








Beauty Does Bif— 

Making her first official appearance 
outside of New York City, “Miss America 
of 1953"' appeared in Cleveland to pre- 
side at the unveiling of a new commer- 
cial trailer introduced by Trailmobile. She 
later was honor guest at a dinner given 
by the company. Above are “Miss Amer- 
ica’’—Neva Jane Langley, of Macon, Ga. 
—and William A. Burns, president of 
Trailmobile, holding a floral centerpiece 
depicting a Trailmobile. 


Atlanta’s UCDA 
Insists Title Law 
Would Cut Thefts 


ATLANTA. — Countering conten- 
tions that an automobile title law 
would have no effect in reducing 
car thefts in Georgia, Austin Ab- 
bott, chairman of the automobile 
title-law committee of the Atlanta 
Used Car Dealers Assn., last week 
declared: 


“I can say with full authority 
that all the law-enforcement 
agencies and officers of Georgia 
insist that a title law would 
greatly help them in reducing 
auto thefts and in recovering 
those cars that are stolen. 

“Also, I am reliably informed 
that all the insurance companies, 
banks, finance companies and 
used-car dealers, and quite a num- 
ber of new-car dealers, in Georgia 
are strongly in favor of such a 
law.” 

Objectors to the title law claim 
that it would cost $1,000,000 to ob- 
tain titles for the 1,000,000 cars in 
Georgia. But Abbott declared that 
“on the basis of only $1 per car, 
it would be a very small cost for 
a satisfactory title on every auto 
in the state.” 








Buffalo Dealers to Air 


Part in Vote Drive on TV 

BUFFALO. — A panel of four 
members of the Buffalo Automobile 
Dealers Assn. will appear on a 
local television program Oct. 27 to 
discuss the automobile dealers’ part 
in the national get-out-the-vote 
campaign. 

Buffalo residents who are unable 
to get to the polls because of lack 
of transportation will be urged by 
panel members to contact their 
nearest new-car dealer, who will 
provide such transportation. 





Auto Tax Cutback | 
Hinted in Canada 


Dealers on Guard 


OTTAWA.—There is a _ stronz 
possibility that Canada’s taxes o1 
automobiles will be reduced in the2 
next Federal Budget and dealers 
reportedly are on the alert to avoi i 
carrying large stocks when and if 
the tax change is made. 

Many believe that the Canadian 
Government may move to lower the 
taxes in the coming pre-election 
parliamentary session opening here 


Nae 9 
ANOT,. Sb. 


“One of the most obvious prin- 
ciples of government in a demo- 
cratic country is that of maintain- 
ing equal treatment to all under 
the law,” Finance Minister Douglas 
Abbott recently told the Federation 
of Automobile Dealers Assn. “It is 
no secret that automobiles are be- 
ing taxed exceptionally heavy 
right now.” 

There are also hints that cor- 
poration and income taxes may be 
cut. This would be beneficial to 
dealers, since those who are op- 
erating as corporate firms present- 
ly are taxed 52 percent out of every 
dollar above $10,000, and 22 percent 
out of the first $10,000. 

“That is drastic taxation and 
should not be continued for more 
than a short period,” declared Ab- 
bott. “Both corporation and in- 
come taxes should be reduced as 
soon as conditions make it prac- 
ticable.” 

Dealers are expected to make ef- 
forts to avoid being caught with 
large stocks on hand. Many lost 
heavily when excise taxes were re- 
duced from 25 percent to 15 per- 
cent because no provision for re- 
funds was made in the last budget 
despite attempts by the dealers’ 
federation. 





Auto Anatomy 
Fiberglas Display to Show 
‘Vascular’ System 


DETROIT.—The use of Aerocor 
and other Fiberglas products in 
automobile manufacture provides 
the theme for an exhibit prepared 
by Owens-Corning Fiberglas Corp., 
Toledo, for the meeting of the 
American Society of Body Engi- 
neers at the Rackham Memorial 
Bldg. in Detroit Oct. 29-31. 

The display is highlighted by an 
illuminated outline of a passenger 
car, which points up the many 
places in the modern car in which 
Aerocor insulation, Fiberglas bat- 
tery separators and cable insula- 
tion, and other products can be 
utilized, the company said. 

Owens-Corning representatives 
who will attend the engineering 
sessions include John R. McCord, 
sales manager, appliance and equip- 
ment products division; Vincent 
DiMaio, manager of the division’s 
manufacturer direct-sales depart- 
ment, and F. D. Allen, manager, 
exhibits and displays department. 


Gross Celebrates 25th 


T. W. Gross, operator of High- 
spire Garage, Highspire, Pa. is 
celebrating his 25th anniversary 
as a Chevrolet dealer. Gross man- 
ages the dealership with his two 
sons, Harry H. and Robert C. 








aa 





Canada's Auto Dealer Federation Names 19 Directors— 


Shown above are the new directors of the Federation of Automobile Dealers Assns. of Canada named at the organization: 
recent annual convention. Front row, from left: Cecil Connelly, New Liskeard, Ont.; H. Ward Murdock, Truro, N. S.; Dan Mclear 
Vancouver, B. C.; A. J. Cameron, Moose Jaw, Sask.; Howard B. Moore, Toronto; D. A. Amory, Montreal; Basil V. French, Calgar 
Alta., and George W. Hogan, Toronto. Back row: E. H. Jones, Prince Albert, Sask.; Perley E. Roy, Newcastle, N. B.; Jean Char 
poux, Quebec; J. C. MacDonald, Brandon, Man.; H. E. Larman, Montreal; A. E. Stedelbaver, Windsor, Ont.; C. R. Howell, 
Toronto; S. S. Rafuse, Bridgewater, N. S.; P. O. Messier, Montreal; W. S. Kickley, Montreal, and H. |. Wilson, Calgary. 
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‘Down East’ 


Despite Losses 





BOSTON.—Despite the losses of 
textile plants, New England’s econ- 
omy is strong and will expand in 
the future, a panel of 11 research 
experts declare. 

The panel, made up of represen- 
tatives of Arthur D. Little, Inc., 
Cambridge research and engineer- 
ing firm, reported practical oppor- 
tunities for industrial growth in 
electronics, plastics and fiber-glass 
products. The survey found that a 
large cement plant is a crucial 
need. 

Losses in textiles and two other 
industries have been more than 
offset by gains in electrical ma- 
chinery and transportation, it was 
said. 


The panel, which took almost a 
year to conduct the survey, report- 
ed its findings in a session at the 
Federal Reserve Bank of Boston, 
attended by about 100 leaders of the 
area’s business and industry. Joseph 
A. Erickson, president of the bank, 


Looking Up 


New England Industrial Survey Forecasts Growth 


in Textile Field 


told the meeting that the survey 
was made under a research grant 
as part of the bank’s continuing 
study of the New England economy. 

Harold D. Hodkinson, chairman 
of the bank board, said the report 
would constitute “a blueprint for 
future industrial progress in New 
England.” 

In this light, the survey reported 
on “growth industries” and cited 
fiber-glass products as showing par- 
ticular promise. Several mills are 
now making fiber-glass curtain ma- 
terials. It was also found that New 
England held an advantage with its 
background in textile printing and 
virtual monopoly in certain aspects 
of textile printing. 

“In the field of electronics 
alone,” the report said, “the sur- 
face has been barely scratched. 
New England’s position in this 
industry is favorable because a 
large share of the original devel- 
opment stemmed from the six- 





state area. This industry deserves 
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Packard Conference in Dixie— 


Added efficiency, more profitabie accounting procedures and business management 
for Packard dealers of four southern states were the objectives of a three-day business 
management conference at Roanoke, Va. Top score on a quiz which concluded the 
session was scored by R. G. West, of Rutrough Motors, Roanoke. He is shown above 
(seated, extreme right) after receiving a pen and pencil set as a prize from B. F. Mar- 
nocha (center), Packard business manager, Washington zone, and Hugh P. Cherry, dis- 
trict manager. Dealership representatives from West Virginia, Virginia, Tennessee and 
North Carolina attended. Pictured from left around the table, are Reba G. Vencill, 
Bluefield, W. Va.; Louise Lockhart, Tazewell, Va.; Miss W. E. Crumley, Bristol, Tenn.; 
Cherry; Marnocha; G. H. Yeager, service representative; F. B. Hoffer, Charlottesville, 
Va.; Vaughn Horne, Grundy, Va., and West. From left, inside table, are Dorothy W. 
Moore, Danville, Va.; Blanche Tripp, Greenville, N. C.; Rebecca Hahn, Roanoke, Va., 
and Carolyn Tripp, Greenville, N. C. 





in electronics contribution, the 
panel displayed products of a mill- 
ing machine powered by electronics 
which was devised by the Massa- 


more careful attention from those 
concerned with the future of New 
England.” 

To attest the area’s preeminence 





MODEL 


POWER WRECKER 


The Ashton Model 10-D demountable wrecker is 
designed for mounting on any %4-1 ton pickup 


having a 4-speed 


springs. It is ideal for emergency calls ranging 
from tire changes to passenger car tow jobs... 
it does many lifting jobs in the yard or in the shop 
... or with the boom, 
moved there is plenty of clear space in the 
box for ordinary pickup work. The 10- 
D has ample winching power, safety 
controls, safety boom lockpins, 
safety chains plus the Ashton 
spacer and lift bar assembly. 


MODEL 10-D 


MODEL 34-10 EXB 


Maximum strength and effi- 
ciency are featured 


powerful wrecker. 


features include: Forward mounted, 
solid steel "A” frame, telescopic ex- 
tension boom which can be raised or 
lowered from 0° to 80°. Boom extends from a 


normal 82’ (towing 


line cable suspension gives essential support at 


center and end of 


tons, power winch 15 tons, hand winch 5 tons. 
Self centering boom head. Standard and extra 
heavy duty spacer and lift bar are standard 


equipment. 





transmission and helper 


supports and tow plate re- 


in this 
Mechanical 


position) to 14’. New four- 


boom. Boom capacity 10 


























This Ashton wrecker mounts on 112-2 ton 
chassis and is equipped for heavy lifting and 
recovery work. The 3% ton capacity crane 
and 7% ton winch safely handles the load. 
The features include: Extra strong, forward- 
mounted, all steel A’ frame which gives 
maximum weight distribution and more 
usable body space. Four-line cable sus- 
pension. Hand winch, improved power 
take-off and drive linkage plus 
safety chains, remote controls, 
and the Ashton spacer and lift 
bar equipment. 


MODEL 19-51 BW 


MODEL 19-51 EXB 


America’s most versatile power 
wrecker and mobile crane. The 
extension boom quickly recovers 
difficult wrecks without complicated 
rigging, raises heavy loads 14’ high. 
Ideal, dual purpose unit for construction 
and municipal jobs. Features include: Solfti;. 
forward-mounted "A” frame, telescopic bogm * 
raises from 0° to 80°, self-aligning boom head, 
new double cable suspension, with sheaves at 
center and end of boom. Power winch 7'/2 tons 
safe load, 2 ton hand winch, all-steel all-welded 
body, safety tread floor, Ashton spacer and lift 
bar assembly. Remote control levers. 








chusetts Institute of Technology 
This machine cuts down the tim« 
of an ordinance-milling operatio: 
for the Air Force from 30 hours t 
2%. 

New England also is the center o 
skilled help in plastics making, th 
experts reported. 

Anticipating the day of atomi 
power as a generator of electricit; 
the survey recommended that “a 
least one team of New England in 
dustrial companies work unde 
Atomic Energy Commission con 
tracts for the commercial develop 
ment of atomic power so that th 
results of this work could be rapid 
ly applied to New England.” 


Truckstell Doubles 
Capacity of Mass. 
Dual-Axle Plant 


CLEVELAND. — Expansion of 
Truckstell Mfg. Co. was announced 
last week by Donald W. Meyer, 
president. 

Plant and machinery facilities 
have been _in- 
creased to double 
the capacity of 
the plant at 
Townsend, Mass., 
where Truckstell 
manufactures 
dual -axle drives, 
used to convert 
standard’ trucks 
into six-wheeler 
units. 

“The increasing 
demand for six- D. W. Meyer 
wheelers—-for off-the-highway and 
on-the-highway trucking — has 
made this expansion imperative,” 
Meyer said. 

A growing number of truck op- 
erators are finding that they must 
have six-wheelers to maintain prof- 
its, Truckstell asserted. “As axle- 
load laws become more restrictive, 
six-wheelers are proving necessary 
to keep payloads up to money- 
making levels,” he said. 

Truckstell manufactures and sup- 
plies all the components of a com- 
plete dual-axle conversion unit. It 
consists of a three-speed power di- 
vider and a full articulating sus- 
pension system. The units install on 
two and three-ton truck chassis us- 
ing standard axles. 

Truckstell acquired Baumis Mfg. 
Co. several years ago. Baumis— 
originally Warford Co.—introduced 
the first dual-axle drive, for 1%- 
ton trucks, in 1928. 


Sideline Grows 
Selling of British Cars Now 


$2 Million Deal 


HAMPTON, Va.—A firm selling 
domestic cars has developed its 
former sideline of British-car im- 
portation into a $2,000,000 business 
in 18 months. 

Last month, Imperial Car Dis- 
tributors, Inc., imported 310 cars 
and 40 more were needed to fill 
orders. Originally the distributor of 
Nuffield cars in six southern states, 
Imperial has also been appointed 
distributor for the Rootes Group 
and Rover cars. 

Imperial has two haulaways for 
shipping cars to dealers and three 
fulltime sales and service repre- 
sentatives on the road. “Our sales 
by the end of this year will exceed 
$2,000,000,” David Higgins, execu- 
tive vice-president, predicts. 








Davies Named Carlson Aide 


In Eaton Axle Division 


G. W. Carlson, chief engineer of 
Eaton Mfg. Co.’s axle division, 
Cleveland, announces the promo- 
tion of John Davies to assistant 
chief engineer, succeeding the 
late Harry H. Hooker. Chester 
D. Christie was appointed staff 
engineer, 

Davies, who joined Eaton’s axle 
division as a draftsman in 1923, 
had been serving as assistant to 
Hooker since 1945. Christie joined 
the service department of the 
axle division in 1939, and was 
appointed technical service engi- 
neer in 1946. 


Parma Moves U.C. Sales 


Parma Motor (Kaiser - Frazer), 
Cleveland, has moved its used-car 
sales department from 5221 Ridg« 
Rd. to a lot at Ridge and Pear 
Rds. The company is building a 16 
car addition to its service depart 
ment. 








oey 








eee Ph 


‘ons 


ma 

































SOLD! Customers Other Magazines Miss. Non-farm magazines 
Gentleman sells the better-income, bigger-buying rural families fail to reach Country Gentleman readers ... 2 out of 3 women 
in your own trading area. It is the best-read magazine in do not read any leading women's magazine—4 out of 5 men do 
2,300,000 rural homes throughout America. not read any leading weekly magazine. 


PROOF THAT ADS IN COUNTRY GENTLEMAN SELL GOODS FOR YOU 


1. READ THE ADVERTISING in Country Gentleman in 
96.2% of homes 


2. GET BUYING IDEAS from the advertising in 3 out 
of 4 homes 





SOLD! Your Best Rural Customers. Advertising in Country 







A nationwide survey shows 
that men and women heads 


of Country Gentleman homes 


The Family Magazine for 
Better Farming - Better Living 
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Reports from Various Areas .. . 
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Auto Market Page 


Columbus, O. 


A total of 558 new vehicles was 
sold in Columbus (Franklin 
county), O., during the first 15 days 
of September, it has been an- 
nounced by the Columbus Automo- 
bile Dealers Assn. This represents 
a substantial rise over the first 15 
days of August, when only 394 new 
cars were registered. 

Sales of new trucks also 
climbed during the period, with 
71 listed through Sept. 15, as 
compared to 59 in the similar 
August period. 

By makes, new cars were sold 





Pontiac Names Dealer 


Don R. Stuart, Pontiac San Fran- 
cisco zone manager, has announced 
the appointment of Carroll A, Olson 
as Pontiac dealer at Marysville, 
Calif. Olson formerly was general 
manager of Weltner Motor Co. in 
Redwood City. 





as follows: 
Cadillac, 13; Chevrolet, 108; Chrys- | 
ler, 23; DeSoto, 9; Dodge, 22; Ford, | 
111; Henry J, 3; Hillman, 1; Hud- 
son, 13; Jaguar, 2; Kaiser, 1; Lin- 
coln, 3; MG, 2; Mercury, 29; Nash, 
11; Oldsmobile, 29; Packard, 9; 
Plymouth, 68; Pontiac, 30; Stude- 
baker, 21, and Willys, 3. 


* * * 


Buffalo 


Demand for new cars is showing 
signs of tapering off in the Buf- 
falo market despite continuing 
shortages in a few of the more pop- 
ular models. 


Veteran dealers report that the 
market as a whole is back on a 
selling basis again and that con- 
cessions are required on many 
trades. One dealer likened the cur- 
















und te 


om half-way 4 


Austin, 2; Buick, 42;|rent market to that of fall of 1940 | 
“pretty | 
| 


or 1941, 
normal.” 

There is a good underlying de- 
mand for cars, but dealers have 
to employ good old-fashioned sell- 
ing tactics to close deals. The old- 
timers are taking it in stride be- 
cause they have had to sell be- 
fore. But some of the newer deal- 
ers, accustomed only to order- 
taking, are finding the adjust- 
ment a difficult one. 

The new-car supply picture in 
Buffalo is spotty. A couple of the 
most popular makes continue very 
tight, and customers are forced to 
wait weeks for certain models and 
colors. Other makes are available 
for almost immediate delivery. 

The overall supply of new cars 
here remains light but is expected 
to mount steadily from now on due 
toa sharp upturn in factory ship- 


describing it as 








\2— putesth 
“Just a word about this car be- 
fore you decide to go elsewhere.” sf 





ments since the end of the steel 
strike. 

The used-car market has con- 
tinued fairly strong. Demand is 
holding at a pretty good level, and 
the market is bolstered by the fact 
that used-car stocks in general are 
small. Curtailment of new-car sell- 





ar’s success story “af AR bh 


_ FUEL PuMPs ~ 





Throughout the world, thousands of business-wise 


dealers are boosting sales with Carter — the 


precision fuel pump that gives longer-lasting, 


better service. 


TODAY — contact your nearby Carter distributor 


and ask him to show you how you can make 


LD) | 


CARTER CARBURETOR CORPORATION 


mn 


more money selling Carter Power Center 


Fuel Pumps. 


Saint Louis 7, Missouri 


Division of American Car and Foundry Company 


|ing during the strike cut the used 


| 
| 
| 
| 
| 


|car stocks in most dealers’ hans 
| —(George E. Toles.) 


* * * 


New Orleans 

The shortage of cars produced dy 
the steel strike depressed August 
car sales in the Crescent City to the 
lowest point in 3% years. 

Only 612 passenger cars pass:d 
title, 567 through authorized dealers 
and 45 through unauthorized out- 
lets. This compares with 943 regis- 


|trations in July and 1,285 for the 








corresponding month of last year 

August sales were the lowest re- 
corded in New Orleans since Jan- 
uary, 1949, when 517 was registered. 

Truck sales also took a dip in 
August, with 127 registrations as 
against 222 in July and 226 for the 
corresponding month of last year 

Passenger-car sales by inai- 

vidual makes through authorized 
dealers were: Ford, 91; Chevroiet, 
79; Buick, 60; Pontiac, 54; Nash, 
44; Vouge, 31; Mercury, 30; We- 
Soto, su; Studebaker, 28; Plym- 
outh, 18; Cadillac, 17; Oldsmopile, 
17; Packard, 16; Chrysler, 12; 
Kaiser, 11; Henry Jd, 8; Willys, 6; 
Lincoin, 5; Crosley, 2; Hudson, 3; 
Hillman- -Minx, 2; Austin, 1; MG, 
1, and Renault, L. 

Passenger-car sales by individual 
makes through unauthorized out- 
lets were: Chevrolet, 23; Plymouth, 
6; Oldsmobile, 5; Dodge, 4; Hudson, 
2; Pontiac, 1; Willys, 1; Buick, 1; 
Cadillac, 1, and Chrysler, 1. 

Truck sales by individual makes 
through authorized dealers were: 
ford, 30; International, 21; Dodge, 
19; Chevrolet, 17; GMC, 16; Stude- 
baker, 15; White, 4; Diamond T, 3; 
Willys, 1, and Mack, 1. 

Truck sales by individual makes 
through unauthorized outlets; Chev- 
rolet, 2; Dodge, 1, and Willys, 1.— 
(Gordon Hebert.) 


Pittsburgh 


In districts catering to both mill 
workers and white-collar clientele, 
the used-car market is relatively 
good, although softening a little. 
Clean cars bring the price any 
time, but junkers are a drug on the 
market. 

New-car sales were restrained 
during the steel-strike period 
more by purchasers’ mental atti- 
tude toward the uncertain labor 
picture than anything else, deal- 
ers agree. Now, lack of some 
makes of cars is limiting dealer 
sales. 


Purely mill areas expect steel- 
strike effects to be felt through 
Christmas. Children must have win- 
ter clothes, and holiday needs are 
presenting themselves again. 

Check of a Kaiser-Frazer dealer- 
ship in a large new community de- 
velopment showed new cars moving 
well. Used cars were slowing down 
because many wives already had 
purchased used models for trans- 
portation. Buses aren’t traveling in 
the areas yet.—(Leon Leffingwell.) 


* . * 


Omaha 


The low-slung roadsters from 
England made their first strong 
appearance in Douglas County 
(Omaha) new-car registrations in 
August when two MGs and two 
Jaguars were reported 

Again Ford led in new-car sales, 
with 124. Chevrolet followed with 
74; Plymouth, 55; Pontiac, 42; 
Oldsmobile, 33, and Buick, 31. 
Other domestic makes added up 
for a total of 515 new-car regis- 
trations, against 756 for July. 

In trucks, Chevrolet led with 32 
sales, and International was close 
behind with 31. Ford registries were 
29; White, 12, and Dodge, 11. The 
August total of 135 was 65 fewer 


| than July’s.—(Arthur R. Oleson.) 


Cleveland 


An upsurge in all types of auto- 
motive sales marked the arrival of 
pre-fall transactions in the Clev- 
land area. For the week end:d 
Sept. 20, new-car sales jumped 0 
979, the largest weekly turno.-r 
since July. 

Used-car sales mounted te 2,! 
considerably higher than the ‘°- 
tals of the previous two wees. 

In used-truck turnover, a new 
(Continued on Page 58, Col. 1) 
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Nothing’s changed but the car and the clothes 


AUTOMOTIVE NEWS, OCTOBER 6, 1952 








When a man bought a car in 1912, it was pretty serious 
business. Should it be powered by gasoline or steam? Did he 
want to pay extra for one of those new-fangled self-starters? 


9 
. 


Did he want solid or pneumatic tires? 


And, since all this was strictly masculine stuff, he—not 


the Mrs.—made the decision. 


Buying acar in 1952 is still pretty serious business. Next 
to a man’s home, his car is usually his costliest possession. And 
today, as always, he does the deciding. Friend Wife may 
choose the color. But 9 times out of 10 (and these are proven 
figures!) the male of the family has the final word about what 


make to buy. 


Now where should your advertising go to have the 


greatest influence over men? 


Naturally, in a magazine specifically edited for men. 








faq 


And why ESQUIRE over all the other men’s maga- 
zines? Let’s let the facts speak for themselves: 
1. The ESQUIRE reader has the money to buy! He makes 
$10,472 a year... more than 3 times the national average! 
2. The ESQUIRE reader likes new things. And 8 out of 10 
bought their cars new! 
3. 22.5% of ESQUIRE readers own two or more cars! 
4. l out of every 4 ESQUIRE readers is planning to buy a new 
car in the next 6 months! 
5. 25% of these ESQUIRE readers are undecided about which 
make to buy! 

Bob Saltsman, of our Detroit office, has plenty of inter- 
esting facts to back up these provocative figures. Why not 
take a few minutes, when he calls on you, to hear the whole 


ESQUIRE story? 


UULL. 


THE MAGAZINE FOR MEN 





DETROIT PUBLIC LIBRARY 


A 


——— 
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Note to 
Automotive Advertisers... 
Interested in reaching men? 


Quick does it! 
Here are 7 perfect examples. 











QUICK PUTS TKE 
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1 Cluett, Peabody for Arrow .. . Using 
4-color back covers for three years for Arrow 
Gabanaro sportshirts . . . have now added 
another product, Arrow shorts, in Quick. 


2 Reliance Manufacturing Company 
for Yankshire Sport Denims 
. . «Results well beyond expectations.” 

A repeat advertiser in Quick. 


3 Knothe Brothers for Expanso Belts 

. . . Two to three times more requests than 

from any of the other five magazines used.” 
A repeat advertiser in Quick. 


4 Brentwood Sportswear for Hobby 
Jeans... .“‘Amazed at the flood of consumer 
inquiries that poured in.” 

A repeat advertiser in Quick. 


5 Adler Company for Adler Sport Socks 
. . .““More consumer inquiries from Quick 
than from any other publication in the im- 
pressive list.” A repeat advertiser in Quick. 


6 Knapp Brothers for Aerotred Shoes 
. . “Number of inquiries practically double 
any of the other leading magazines. ..cost per 
inquiry lower.” A repeat advertiser in Quick. 


7 Brown Shoe Company for Pedwin 
Shoes... Find Quick the best-pulling 
magazine they’ve ever used, 

Pedwin campaign exclusive in Quick. 
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| gone up 70 percent while at the | 
same time we are losing 5,000 miles 
of roads a year.” He explained that 
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Sishways & Safety . 















1) POINT DE 










| every year 5,000 more miles of roads | ad 
ta ea ers aunec | go bad than are built. 4 \ 
“Inflation, in the meantime, has BW A W A k \) 
| cut the road-building dollar in t> 
half,” he asserted. 7~ 


“We aim to | 
work on every problem confront- | 
ing the motorist—whether it be 
politics in road commissions, need 
for greater revenues or more 
equitable distribution of the gaso- 
line tax dollar.” 


Better-Roads Drive 


By Ed Janicki 
Staff Writer 
ANY Automobile dealer associa- 
tions throughout the country 


local groups for improvement of the 
pes road system and parking mat- 
|ters,’ Walter B. Cooper, Colorado 
director of NADA, stated. 


are stepping up campaigns for im- 
provement of highways in their 
states. 

One of the lat- 
est groups to join 
the “big push” is 
the Utah Automo- 
bile Dealers Assn., 
which has set in 
motion a detailed 
program spon- 
sored by NADA 
for “regaining the ground we have 
lost in road building in the past 10 
years.” 

The Utah association, at a recent 
meeting, organized a 'better- roads 
committee to work on “every prob- 
lem confronting the automobile 
driver.” 

“We will work with the state and 








| 
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Leaders ie Naneod 


CC told the dealers that 
4 “automobile registration has 





Colo. Road Blocks Cut 


Traffic Death Toll 

Colorado’s Gov. Dan Thornton 
has ordered the highway patrol 
to set up road blocks to cut 
down the state’s highway death 
rate. The action was the result 
of an emergency meeting with 
members of the highway safety 
council. 

Motorists will be checked for 
driver’s license, sobriety and 
condition of cars. Officials cred- 
ited last year’s road blocks with 
reducing the death toll. 


Homer C. Warner, manager of 
Bennett Motors, Salt Lake City, 
was named chairman of the asso- 
ciations new highway and safety 
improvement committee, and Ed- 
|mund B. Browning, vice- president 
lof Arch Browning, Inc., was ap- 
| pointed vice-chairman. 

* e + 


Detroit Dealers 
Lauded for Help 
To High Schools 


Behind-the-wheel driver-training 
in seven Detroit public high schools 








went into high gear in September, 
with members of the Detroit Auto 


¥ 


Va. Nash Dealer Honored— 


manager. 





Shenandoah Transportation (Nash), Harrisonburg, Va., recently was awarded Nash 
Motors’ 10-point select dealer award. Shown at the presentation of the 10-Point plaque 
are (left to right) Lloyd Myers, parts and accessories manager; V. J. Myers, proprietor 
and operating manager of the dealership, and H. L. Walters, 


Washington, zone 





Dealers Assn. supplying 36 cars for 
the present school year. 


DADA members have been fur- 
nishing cars to the schools for five 
years, and the association has of- 
fered to supply autos for all Detroit 





public schools when they are able 


to give behind-the-wheel instruc- 
tions. 

Gordon Graham, supervisor of 
safety education for the Detroit 
public schools, lauded the “civic- 
minded dealers in Detroit” for the 
part they have played in the pro- 
gram. 





“The dealers have made a major 
contribution to the success of the 
Detroit driver-training program,” 
he said. “The best solution to the 
youthful driver problem is behind- 
the-wheel instruction in high 
school. Last year we trained 1,500 


in our day school and 1,400 in eve- 
ning school classes.” 
* * * 
Road Construction 
e 

Costs Hit Peak 

The cost of highway construction 
rose to an alltime high for the sec- 
ond quarter of 1952, according to a 


report on “Price Trends for Fed- 
MODEL V-9812 


eral-Aid Highway Construction” re- 
leased by the Bureau of Public 
sp % ae 


15 H.P.—TANK MOUNTED 
TWO-STAGE— AIR-COOLED 


tf 


me. 
= 
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average equals 100) for a 1.6 per- 
cent increase over the first quarter 
of this year. In terms of 1940 dol- 
lars today’s highway construction 
dollar is worth 41.7 cents, and in- 
dications are that this value will 
continue to decrease, according to 
the BPR. It now takes $239.80 to do 
the work of $100 in 1940, the report 
states. 


Lookin’ a-Head 
Auto Club Admonishes 


Swivel-Neckers 


The talkative driver who turns 
his head to look at his traveling 
companions is sharply criticized by 
the Keystone Automobile Club. 

“The number of such drivers,” 
said Edward P, Curran, public 
safety director of the club, “and 
their deadliness has yet to be com- 
puted by statisticians. No one 
knows how many accidents have 
been caused by this foolhardy yet 
common practice.” 


Keystone safety engineers em- 
phasize the hazards involved in this 
practice by showing the distance 
covered at various speeds. 

The driver who takes his eyes off 
the road to gaze at companions for 
“just a second” is actually driving 
blind over 58 feet of road at 40 
miles per hour; 66 feet at 45, and 
73 feet at 50. 









Features that make the V-9812 truly outstanding: 





Two-Cylinder Compressor — less friction and 
less oil consumption. 

Vibration Free — smooth operation 

Self Oiling by positive Centro-ring method 
a eee 6 | Timken Main Bearings — provide easy 

‘ = external adjustment 

ert Other CURTIS Equipment Known for Quality aed Four section Finned Intercooler — effective 


and Rapenteniity cooling between stages 


soamenpemennnee mca: seceessgneam 
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= : 6. 120-gallon ASME — Air Tank — Automatic ; oe 

ey Electric Weld. 200-lb. pressure Overnight Parking Fines 

os 7. Automatic Start and Stop Control, with Stiffened by Chicago 

‘ positive vacuum-type starting unloader Parking viclation fines. which 

; 8. Precision Built — assures long life and were raised two years ago from 

% minimum maintenance $2 to $3 for first offenses, have 

es : just been further increased to $7 
9. Experience — Backed by 98 years of here when motorists leave their 





cars on main traveled streets be- 
tween the hours of 4 and 7 a. m. 
Motorists have registered nu- 
| merous complaints against the 4 
| to 7 a. m. ordinance, stating that 
| spaces are limited and public 
| garages frequently too far dis- 
tant as well as crowded. 
| Proposals to utilize vacant lots 
on a fee basis for parking have 
been made. A city council sub- 
committee last week recommend- 
| 
| 
| 
{ 
| 
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“Know-How” 


ee 


CURTIS FULL HYDRAULIC TWO-POST SHOP 
LIFT—for Passenger Cars, Trucks and Busses 


| 
HYDRAULIC CAR WASHER (300 Pounds Pressure) | 
l 


For better and faster car washing; more cars are | 
washed per day — more profits for you. 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1976 Kienlen Avenue, St. Lovis 20, Missouri 





| | 1! am interested in items checked: 
| (AIR COMPRESSORS [j AUTO LIFTS (Single Post) —] Two Post 
|] POWER CAR WASHERS 





ed a $50,000,000 program for park- 
ing garages in and near the 
downtown area, supplemented by 
hundreds of smaller garages and 
lots in the outlying business and 
residential sections, Projected are 
accommodations for 50,000 cars 
in a five-year program to solve 
the parking problems, 


Name 





See your CURTIS jobber or use this coupon... j 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1976 Kienlen Avenue + St. Lovis 20, Mo. 
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AUTOMOTIVE WASHINGTON 








Hoffman Credits Auto 
With America’s Rise 


_ AUTOMOTIVE NEWS, 





By William Ullman 

Washington Correspondent 
N CELEBRATION of its 50 years of existence, the Ameri- 
can Automobile Assn. staged a Golden Jubilee meeting 
here Sept. 22-25 with a flourish that took in the whole dio- 

rama of automobiles from 1902 to ’52. 
It was a whale of a gathering that not only recounted the 





first days of the automobile 
but also the many things that 


yet remain to be done to 
make motoring safer, more pleas- 
ant and less expensive. 

Authorities on every phase of 
motoring participated. The cars 
themselves, the roads they travel 
on; the fuel that makes them go; 
the “rubber shoes” they wear; laws, 
rules, taxes and all else of direct 
and indirect interest to the car 
owner came in for profound dis- 
cussion, 

There was a lot of play and fun 
during the Golden Jubilee conven- 
tion. Also, there was a lot of seri- 
ousness and hard 
work. The speech 
of Paul Hoffman, 
former Studebak- 
er president and 
now director of 
the Ford Founda- 
tion, was loaded 
with interest for 
the automotive 
trade. Therefore, 
this column this 
week could. be 
William Ulimaa used for no better 
purpose than to present, in part. 
Hoffman’s address. It was titled 
“U. S. A—Not Confidential.” Here 
are some highlights: 








“If we could, by some magical | 
means, turn the clock back and | 
find ourselves in the year 1902, we | 
would be struck by what we saw. 
We would find horses everywhere. 
Automobiles would be conspicuous | 
because there were less than 15,000 | 
in America at that time. 

“In sharp contrast to the situa- 
tion in 1902, we have today very 
few horses, but there were regis- 
tered in 1951 a total of almost 52 
million automobiles, trucks and 
buses, and four million tractors. 

s @¢ ® | 
Living Transformed 
“——— biggest change of all has 
come in the way the people 
live today. We find in the workers’ 
homes the same kind of gadgets 
we find in the homes of the 
wealthy. We find in his garage an 
automobile and, more often than 
not, we find him as well-informed 
and as independent in his judg- 
ment as his boss. 

“After the first World War, 
there was scarcely a worker at 
the Studebaker factory who 
earned enough to buy one of our 
products. In 1920, Studebaker 
empleyes were averaging about 
$1,200 a year, and as purchasers 
of our products the workers at 
Studebaker were conspicuously 
among the missing. 

“But after World War II one 
of the most serious problems I 
faced as president of Studebaker 
was that of convincing 10,000 of 
our 13,000 employes that they had 
to stand in line with a great many 
other car-hungry Americans and 
wait their turn for new automo- 
biles. We had that many orders 
from Studebaker employes for 
Studebaker cars at that time. 

a + 


Wage Gains Noted 

“"INHE reason? In terms of 1920 
dollars, the average wage of 

our employes was well over $3,000 

a year. That is, the real wages of 

these men had come up more than 

2% times. 

‘I would like to contemplate 
what the automobile has done to 
our character as a people. It has 
knit together the most heterogene- 
ous and geographically varied na- 
tion on the face of the earth into 
a giant, unified whole. 

“I do not believe that any ma- 
terial factor has contributed so 
much to a breakdown of section- 
alism in the country as the auto- 
mobile. 

“Now it seems to me that if the 
automobile in America had nothing 





else in its favor, this binding of 


the nation together and its spread 
of understanding have alone al- 
tered our destiny. 

* * . 


Industry’s Productivity 
‘TMHE automobile industry has 
contributed so much to the 
forward progress of America that 
it would be difficult to select that 
which is most significant. However, 
T’ll take a bold plunge and name 
two. 
“The underlying reason for ma- 


ie 
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Latest L 


» 


oad Packer from Gar Wood— 


A new Load-Packer, featuring 15 major improvements for more sanitary and lower- 
cost refuse collection, has been announced by Gar Wood Industries. Capacities of the 
three new models have been increased to 10, 13 and 16 cubic-yards. These increased 
capacities have been engineered to maintain minimum wheel base requirements for 
greater maneuverability in narrow alleys. In addition to the larger rated capacities, 
the new Load-Packer insures even greater loads and fewer trips to the disposal point 
by more effective compaction which exerts a more direct line of force against the 
material being compressed into the body, the company states. 
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terial progress made by the U. S. 
in the last 50 years is increased 
productivity. Our industry has 
led the way in increasing output 
per man-hour. In 1900, we had 





an average of about three fourths 
of a horsepower behind every 
factory worker. Today, we have 
eight horsepower. 

“As a result of this sharply in- 


cite 


creased output per man-hour, with 
one-fifteenth of the world’s people 
and one-fifteenth of this globe’s 
natural resources, the United 
States turns out approximately 
one-third of all the world’s goods 
and approximately one-half of all 
its manufactured goods. 

“The second example I would 
is Mr. Ford’s announcement 
in the year of 1914 that he was go- 
ing to pay at least $5 a day to 
every employe in his factory. That 


announcement made the world 
gasp. 

x cd * 
Ford Created Market 


x R. FORD'S action was based 
. on a very simple idea: He 
couldn’t sell all the cars he hoped 
to sell unless a lot of people had 
enough money to buy them. He had 
no use for a class market. He was 
looking for a mass market. And if 
he wanted a mass market, he had 
better begin to create it himself. 


“The automobile industry has 
given to the world a convincing 
demonstration both of how to 
create wealth and of how to dis- 
tribute that wealth equitably. 


“I propose to be rash again and 
select four examples of cooperative 





(Continued on Page 61, Col. 1) 
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For top-quality roller bearings, and the 







fastest, most dependable service . . . get Bower 
roller bearings from your Federal-Mogul jobber! 
Get highest-accuracy tapered and straight 
roller bearings in ONE line—the Bower 

line! They’re brought to you by the biggest 


service network in the bearing business... 


you can depend 
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> ted would you like to join me 
in a jet-propelled flight into 


November, 1956, just four years 
from now? Okay ... tie your hat 
on, kid. 


We can leave the old folks be- 
hind, including Aunt Minnie, grand- 
ma and grandpa, to take care of 
the little ones . . . step into that 
Skyrocket and go “hoopy-hoo” into 
the future of America. 


Just leave the “old folks” with 
their mixed emotions and memor- 





ies of what may be the last exhibi- 
tion of “the greatest show on 


earth” ... the televised version of 
two national political conventions 
in Chicago. 
Poor grandma, can she ever 
forget? She was just about to 
pull the roast out of the oven 
when ...a deep voice yelled... 
“Just a moment... the guards 
are clearing the roadway for the 
arrival of President Harry Tru- 
man” .. . Then, some “goof” 
challenged the vote of Pennsyl- 
vania ... Sam Rayburn scowled 
as if he wanted to say something 
else ... but the clerk started to 
poll those seeming hundreds of 
delegates and alternates .., every 
one of whom had prepared and 
practiced his speech before the 
mirror, in anticipation of his 
great moment in the sun. 
“H-m-m-m, Joseph Henry Dope, 
Junior, delegate from the fourth 
district of the great state of Penn- 
sylvania, casts one-half of one vote 
for the man who. the man 
who... 
“Gee whiz, grandma, 
Whadda yuh say?” 
* + + 


Ideas Conquer World 
EW Americans seem to realize 
the speed at which new ideas 
are moving... and many of those 
ideas are just panting for the 


let’s eat. 


} 
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Longs 


New Home of Kizzier-Anderson Chevrolet— 


Latest facilities for sales and service are built into this new home of Kizzier-Ander- 





son Chevrolet Co., Holdredge, Neb. The building contains the newest mechanical aids 
to service, parts display and storage. 












sound of the starter’s gun. 


If Stevenson or Eisenhower has 
the vision to forget their political 
pals long enough to fire that 
shot, you'll see a great cloud of 
dust behind the sprinting feet of 
and young 
men and women who are fed up 
with the lethargy and fear which 
has dominated the actions of the 
leaders of the past generation. 

A new spirit of optimism is 


American’ industry 


America. 


to Europe. 





abroad. The markets of the world 
are yawning for the products of 


You can’t buy the kind of pres- 
tige we need with charitable gifts 


They will call you suckers and 
any intelligent child can prove it. 
Genghis Kahn tried it with savage 
horsemen with spears . . 
ander the Great followed his ex- 


. Alex- 
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Associates 





COMMON 
SENSE 
BUILDS 
BUSINESS 


When you recommend 
Associates’ Insured Payment 
Plan, you definitely give them 


i) a service they won't forget. 


7 \ And you win their apprecia- 


».| tion, good will, repeat busi- 
ness and referrals...for 
you’ve taken the worry out of 
automobile buying. Equally 
important to you is the fact 
that the dividends from this 
service will come in sooner 


than you had expected! 
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ample . . . Hitler tried it with lies 
and men who walked the goos: 
step ... Stalin has been workinz 
the same racket. He thinks th: 
American people are fools who ar> 
led by men who keep the voters 
scared. He is probably laughing in 
his sleeve. 

We can only dominate the worl: 
through honest trade... and nev 
ideas are the essence of trade. 

So-o-o-h, here we are in 1956. . 
don’t forget your parcels. 


* * = 
TV De-Sexed 
ELEVISION .. . quite the rage 


four years ago, is now pretty 
much an old hat. I ’spose Mont- 
gomery Ward started the decline 
when they de-emphasized sex in 
their catalog. 

They found that when the girls 
took off everything there was 
nothing left that anyone thought 
was necessary to pay money for 
. . « So they began showing the 
merchandise they had to sell 
without the legs. Good merchan- 
dising. 

Another lady was cancelled out 
of low-necked television because 
I ’spose the boys and girls who had 
been to Minsky’s thought she didn’t 
show enough. 

I’m tellin’ yuh, sex was never 
what it was cracked up to be in 
the old days of 1952. Yuh know... 
it got too common. Show me a good 
trim, almost invisible ankle step- 
ping off the bus and I’m in the 
market for a mink coat. 

Marriages are increasing because 
the men have not found out every- 
thing before they strike up Men- 
delssohn. 

The effect upon the advertising 
copywriters has been marked. 
The sponsors are beginning to 
leave a few things to the artist 
and writer’s imagination. (And 
... do they have plenty of that?) 
I remember, back there many 

years ago, when I spent $1,000 for 
a beautiful drawing of an automo- 
bile ... but . . . the old-fashioned 
sponsor said he didn’t like it be- 
cause the trademark on the hub 
cap was “just a bit off center.” Just 
like one of my mother-in-laws who 
never smoked a cigaret until she 
was over 70. Then you ought to see 
her wrestle that cocktail shaker. 

I ’spose . . . back in 1952, we 
were just passing through a phase 

. or was it a maze? 

* a 


od 

American Youth in Saddle 
Now . in just a few short 

years, the new ideas, originated 
in America are traveling at super- 
sonic speed around the world. Of 
course ... it was too bad that a 
few old timers had to pass away 
before we got into our stride. , 
But, youth and new ideas always 
win. 

Very often they are just old ideas 
that no one seemed to know how 
to promote a few years ago. Men 
who had some most valuable idea 
that was sure to meet with accep- 
tance around the world were har- 
rassed by politicians who wanted 
to investigate them . . . harrassed 
by taxes, collected to pay the idle 
millions on the government pay- 
rolls, or just harrassed ... by men 
who didn’t know any more about 
business than they did about “a 
hole in the ground.” 

Well . . . in 1956, some of those 
oldtimers have been given a fond 
farewell ... and American youth 
is in the saddle . .. In every 
laboratory new ideas are being 
developed which will make life 
simpler. Boys and girls who have 
never been to the Stork Club or 
El Morocco . . . couldn’t tell a 
phychosis from a campus intel- 
lectual, are working nights and 
holidays to satisfy that urge to 
do something worthwhile, 

Many of them have been given 
their chance bv the wise policies 
of the corporations who would 
rather pay large sums for the de- 
velopment of boys and girls with 
brains than to give a nickel to 
finance some unproductive  poli- 
tician who is always insulting the 
intelligence of the American people 
by trading upon their too prevalent 
trait of apathy. 

P.S. I chose the year 1956 for this 
first experimental journey because 
it seems that every four or five 
years a new generation rises to 
view the world with new hope and 
new vision. If there is a bright boy 
or girl in your family . . . who 
knows, he or she may have a new 
idea . . . bright enough to become 
a leader in the new aristocracy of 
accomplishment or capacity. 
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GM. Ford in Nation’s ‘Big 10°... 





Auto, Oil, Tire Firms 
Dominate 100 Biggest 


NEW YORK. — Thirty-four auto, 
truck, oil and tire firms account | 
for 47 percent of the assets repre- 
sented by the nation’s 100 largest 
manufacturing companies, says a} 
report of the National City Bank. 

The 34 firms have assets totaling 
$29,024 million, compared with a 
grand total of $61,614 million for 
the entire 100. 


Three industrial giants con- 
tinue to top the list—Standard 
Oil of New Jersey, General Mo- 
tors and U. S. Steel, in a multi- 
billion-dollar class of their own, 

In all 13 firms are in the billion- 
dollar class: Standard Oil (N. J.), 
$4,707 million; GM, $3,672 million; 
U. S. Steel, $3,141 million; Standard | 
Oil (Ind.), $1,801 million; Socony- | 
Vacuum, $1,792 million; du Pont, 
$1,599 million; Texas Co., $1,549 
million; Bethlehem Steel, $1,542 
million; Gulf, $1,512 million; Ford, 
$1,469 million; General Electric, 
$1,460 million; Standard Oil (Calif.), 
$1,366 million, and Westinghouse, 
$1,004 million. 

The automotive industry’s Big 
Three, GM, Ford and Chrysler, 
rank, respectively, second, 10th and 
20th in the financial firmament. 
Chrysler’s assets are reported as 
$758,000,000. Figures for all firms on 
the list are for Dec. 31, 1951, ex- 
cept for Ford. The Ford figure is 
for a year earlier, 

Nash - Kelvinator ranks 95th 
with assets of $190,000,060. Inter- 


Allison Merger 
With Aeroproducts 
Effected by GM | 


DETROIT.—General Motors ai 
week consolidated its Aeroproducts | 
division at Dayton, O., with the} 
Allison division of Indianapolis. 

GM President C. E. Wilson said | 
that purpose of the consolidation is | 
to “effect a further coordination of 
activities between General Motors 
aircraft engine and propeller op- 
erations.” 

“Aeroproducts is a leading de- 
signer and supplier of propellers for 
reciprocating and turbine engines 
while Allison is America’s largest 
designer and builder of gas turbine 
engines for aircraft,” he noted. 

All employes of Aeroproducts will 
be transferred to Allison, which is 
under the direction of E. B. Newill, 
general manager of Allison and a 
GM vice-president. 

Newill explained that under the 
consolidation it will be possible to 
facilitate engineering developments 
of engines and propellers through 
the closer coordination of engineer- 
ing staffs and the joint use of com- 
plex and costly test facilities at 
both divisions—including a new 
major test facility now under con- 
struction by Allison at Indianapolis. 

“It is contemplated that a por- 
tion of Aeroproducts manufactur- 
ing facilities will be used to make | 
parts and sub-assemblies for Alli-| 
son engines, Newill added. 











Spray School Held | 
For 150 in Calif. 


SANTA CLARA, Calif. — More 
than 150 students attended the 
spray-painting classes, conducted at 
the University of Santa Clara dur- 
ing the summer, by George I. Stod- 
dard, DeVilbiss Co. instructor. 

Laboratory periods of the eight 
classes were conducted at the com- 
pany’s Santa Clara plant. Students 
included industrial firm supervis- 
ors, armed forces members and lo- 
cal DeVilbiss representatives. | 

Stoddard pointed out that the} 
number of spray operators on the | 
West Coast had multiplied because | 
of the region’s rapid industrial ex- 
pansion. He now has returned to} 
Toledo and resumed regular classes 
at DeVilbiss’ main plant. 


Radosta Picks Sales Chief 


Johnny Radosta, owner of Sti- 
Rod Motors, Inc. (Kaiser-Frazer), | 
2035 Poydras St., New Orleans, has | 
announced the appointment ot] 
Dave Maddox as sales manager. 





national - Harvester is 16th with 
assets of $909,000,000 and General 
American Transportation is 94th 
with $195,000,000. 

Among others closely related to 
the automotive industry are Borg- 
Warner, 83rd, $229,000,000; Amer- 
ican Radiator, 85th, $216,000,000, 
and Bendix Aviation, 87th, $210,000,- 
000. 

In all, 20 oil producers and re- 
finers are listed in the top 100, with 


total assets of $19,345 million. Ten} 


basic steel firms show assets total- 










Borc-Warner 


ing $8,061 million. Assets of the 
four big auto and truck firms total 
$6,089 million; six chemical com- 
panies have assets totaling $4,412 
million. 

The major tire manufacturers, 
their rank and assets, are: Good- 
year, 26th, $659,000,000; U. S. Rub- 
ber, 34th, $463,000,000; Firestone, 





36th, $459,000,000, and Goodrich, 
44th, $416,000,000, 

Remaining oil firms on the list 
include, with rank and_ assets: 
Cities Service, 15th, $973,000,000; | 
Sinclair, 17th, $880,000,000; Shell, 
18th, $792,000,000; Phillips, 19th, 


$780,000,000; Atlantic, 31st, $482,000,- 
000; Union, 53rd, $381,000,000; Sun, 
55th, $379,000,000; Pure, 63rd, $332,- | 
000,000; Tide Water, 64th, $328,- 
000,000; Continental, 67th, $312,000,- 
000; Standard (Ohio), 73rd, $278,- 
000,000; Ohio, 77th, $265,000,000; 
Skelly, 80th, $234,000,000, and Rich- 
field, 91st, $202,000,000. 











ASD erage 


Lights Dramatize $75,000 Miami Salon— 


Waco Motors, which handles Rolls-Royce and other foreign cars in the Miami (Fla.) 
area, took advantage of Miami's night life in designing its $75,000 salon. This picture 
shows how Frankie Watts, head of Waco, uses lighting effects to display his expensive 
imported cars to advantage. Lights remain burning until 3 a. m. The night illumination 
has resulted in a marked reduction in losses from thefts, the owner states. 


) constantly devoted to designing 
isparts for Motor Cars, Trucks, Buses, Air- 
ered Marine Craft. 





ggemorg-Warner Production of these parts is geared to match 
the combined assembly line requirements of all important fac- 


tors in the Automotive, Aircraft, and Marine fields. 


Yes—modern transportation presents a challenge 


to Borg-Warner from land, sea and air— 


and the answer is— 


B ENGINEERING MAKES IT WORK 


THESE UNITS 


FRANKLIN STEEL 


PESCO PRODUCTS 





PRODUCTION 
L 


LONG MANUFACTURING CO.,LTD. « 
MECHANICS UNIVERSAL JOINT » MORSE CHAIN e MORSE CHAIN CO., LTD. » NORGE ¢ NORGE-HEAT 


Bi PRODUCTION MAKES IT AVAILABLE 


FORM BORG-WARNER, Executive Offices, Chicago: BORG & BECK 


BORG-WARNER INTERNATIONAL « BORG-WARNER SERVICE PARTS ¢ CALUMET STEEL « DETROIT GEAR 


e INGERSOLL PRODUCTS «+ 
MARBON e 


INGERSOLL STEEL « LONG MANUFACTURING 
MARVEL-SCHEBLER PRODUCTS 


¢ ROCKFORD CLUTCH ¢ SPRING DIVISION e¢ WARNER AUTOMOTIVE PARTS 
WARNER GEAR e WARNER GEAR CO., LTD. « WOOSTER DIVISION 
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are essential—for the woman 
driver. 














;}are completely sold on the desir 
|ability of automatic driving bu 


| 


FOB FACTORY The driver will be able to set the | who find themselves somewha 
hand lever so he can go through | handicapped under certain drivin 
. ° | first or second or third speeds as | conditions. 
Improved ‘Transmissions | asic corain tne a 
| conditions. e transmission will be | ‘ oi 
fully automatic but the driver will, | At Driver’s Will 
if he wishes, be able to overrule | TRANSMISSION of the typ: 
A Constant Target a i aaa wag 3 pictured here would do every 
oe es thing the driver wants it to d 
Hydra-Matic automatically. Merely by changing 
Epitor’s Note: This is another article in a series on an engineer’s the position of the hand lever, the 


conception of the car of tomorrow. 


i be ILLUSTRATE, the new Hy- 
dra-Matic transmission built by 


i ie business of designing and building a better automo-/| General Motors permits this kind 
bile is never finished. One of the best examples of a 

continuing research effort, say the engineers, is the trans- 
mission. Present transmission designs are reasonably satis- 


factory, it is conceded. At the 


improvement. This year, for® 


example, will undoubtedly see 


substantial changes in the 
transmissions on at least two and 
probably more of the 1953 models. 

Most engineers agree that the 
present automatic transmission is 
merely a transitory design. Better 
transmissions are coming. Today, 
the industry is finding out what 
the public wants in a transmission. 
Tomorrow, the public’s wants will 





same time, there is room for 
be built into the new unit. This is 
a never-ending objective. In addi- 
tion, there is a constant struggle 
against rising production costs. 
The next few years, say many 
engineers, will see the introduc- 
tion of transmissions that will 
permit the driver to operate his 
car as a “hot rod” or with fully 
automatic features. The latter 
features, it is argued, are par- 
ticularly desirable —in fact, they 


|}of driving in the top speed range. | 


|It is proposed that this driving 
choice be extended to all of the 
speeds in the transmission unit. 

This is a long-range objective 
—not something that will happen 

in the near future, Also, a trans- 
mission will have to be designed 
aml built that is not as complex 
as the present automatic driving 
devices. 

Such a transmission would per- 
mit driving a conventional car like 
a sports car. The car would meet 
every highway challenge—from 
jackrabbit getaway at a red light 
to starting on slippery pavement. 


Such a transmission might also 














Pallet Roller— 


Trucks, trailers and semis can be loaded 
and unloaded easily and efficiently with 
the new Stevedore King pallet roller, 
claims its manufacturer, Frank L. Robinson 
Co., Latham Square Bidg., Oakland 12, 
| Calif. The rolls are heavy gauge, large 
| diameter and have crowned ends for free 
| rolling and floor protection, says the com- 
pany. 





gear under very icy conditions. 
This flexibility would be welcome, 


provide for starting the car in high | it is believed, by many drivers who 











AT THE TURN 


OF THE 





PERFECTION 



















This truck moved over rugged roads 
streets, carrying very li 
it was one of the forerunners of the huge, 
present trucking industry — an industry 


that now carries 75% 
freight. At the end of 


increased payloads. 





lend a. 





trucking was an important, expanding 
industry, with a mounting demand for 


payl 


of ALL general 
World War |, 


























HELPED PIONEER AND 
EXPAND AN INDUSTRY 











of materials. In 


lowed, PERFECTION established their 
~ leadership in meeting the increasing 


special purpose 


Back of PERFECTION 1952 Bodies and 


Hoists is over a 


engineering and manufacturing 


experience. 


34 years ago PERFECTION began to 
design and build a variety of sturdy 
bodies and hoist units with capacities 
for hauling and dumping many kinds 


the years that fol- 


needs of this field. 


third of a century of 














|car would respond perfectly to the 
driving situation. Visionary? Not 
so, say the best informed Detroit 
|transmission engineers. These ar+ 
|the kind of transmission develop- 
|ments the motorist can look for ir 
the years ahead. 

| Transmissions will have to be 
| built at lower cost. Progress in this 
|direction is often painfully slow 
However, more efficient torque con- 
verters and constant displacement 
pumps are being developed. 

These improved devices will 
eventually be translated into fully 
automatic transmissions that can 
be built at lower cost. All torque 
converters being built today cost 
too much, it is often argued in 
automotive circles. 

Another possibility is to move 
| the transmission back to the differ- 
|ential. This feature has been in- 
corporated in an Italian racing car. 
There are several advantages for 
such an arrangement, including 
better road-holding ability, elimi- 
nation of the “dog house” in the 
front seat and less spining of the 
right rear wheel. 


| 





Lloyd to Address 
Old Timers Fete; 
Six to Be Cited 


NEW YORK.—J. Saxton Lloyd, 
president of NADA, and Arthur 
|Godfrey will be guests of honor at 
| the thirteenth an- 
niversary dinner 
of the Automobile 
Old Timers at the 
|Hotel Astor on 
| Thursday eve- 
‘ning, Nov. 13, it 
|is announced by 
John J. Schuman 
| jr., dinner chair- 
man. ; 
Lloyd will be 
|the principal 
speaker. 

Distinguished Service Citations 
will be awarded at that time by J. 
E. Henry, president of Automobile 
|Old Timers, to the following six 
| personages of the motor car world: 

John L. Collyer, chairman and 
| president of the B. F. Goodrich Co.; 
|George W. Mason, president of 
| Nash-Kelvinator Corp. and presi- 
|dent of the Automobile Manufac- 
|turers Assn.; Albert L. Pope, who 
served as president of the Pope 
Mfg. Co., established by his father, 
Col. Albert A. Pope; Col. Willard F. 
Rockwell, chairman of the Timken- 
Detroit Axle, Standard Steel Spring 
/and Rockwell Mfg. companies; 
|Schumann, president of General 
Motors Acceptance Corp.; Russell 
E. Singer, executive vice-president 
of the American Automobile Assn. 


| Frederick H. Elliott, executive 
| vice-president, expects that well in 
}excess of 1,000 members and their 
| guests from the states and Canada 


will attend the dinner. 


J. Saxton Lioyd 





Boxcar Shortage 











Photo shows a PERFECTION 
Heavy - Duty Asphalt Dump 
Body with No. 825 Heavy- 
Duty Hoist. Body is 4%-yard 
capacity, double shell con- 
struction with ¥%2” thick as- 
bestos liner. 










Booms Truck Use 


BUFFALO. This city’s giant 
flour-milling industry is turning to 
trucks for flour transportation be- 
cause of a critical shortage of rail- 
road boxcars. 

Richard J. Harrington, vice-presi- 
dent of Russell Miller Milling Co. 
said his mill has started to us« 
trucks to transport flour to a num- 
ber of outstate cities and has had 
to resort to trucking of flour t: 
team tracks on several occasions. 

“The boxcar shortage has been 
terribly severe,” said Harringto: 
“At one time, we nearly had t» 
close down.” 

Mill Manager Laverne K. Mitc’:- 
ell, of International Milling Co., 
said, “We’ve been hit very hard )y 
the boxcar shortage, but we’ve used 
a lot of trucks.” 


For literature write Dept. A-102. 
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Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY COMPANY 


Galion, Ohio, U.S. A. 
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Equipment Men Eve Dealer Harmony ... 





Sales Formula Sought | 


pew truck- body and_ truck-| 
Yi equipment distributors will 
view 1953 with considerable mis- 
giving unless some equitable coop- 
erative sales pattern is set up 
among distributors, equipment 
makers, field outlets and truck 
dealers. 

They know that unless some 
radical development takes place, 
next year will see the truck 
manufacturers going all-out for 
high production. As seen from 
the present market standpoint, 
this must lead to a highly com- 
petitive year. 

Already some of these body and 
equipment outlets claim that deal- 
ers are approaching them to give a 
little longer discount because the 
truck dealer has traded away most 
or all of his profit in the chassis 
to get the truck deal. 


Under this type of pressure, these 
old-line outlets can foresee a return 
to the dog-eat-dog competitive 
status that prevailed in prewar 
years when a percentage of the 
equipment and body outlets came 
to ignore totally the truck dealer 
in their selling plans and “cut the 
truck dealer’s throat” not only in 
the matter of discounts to the 
truck dealer but in their dealings 
with the ultimate buyer. 

* * - 

4 panne outlets also recognize the 

merit in a statement made by 
one of the speakers at the recent 
Truck Body & Equipment Assn. 
convention to the effect that “pay- 
ing a commission where a service is 
not rendered is commercial black- 
mail.” 


On the other hand, these body 
and equipment outlets also recog- 
nize that the truck manufacturer 
is rightly concerned with the profit 
potential of his dealers and if such 
a cutthroat practice became com- 
mon, the truck manufacturer, with 
his vast resources, could well re- 
turn to the days when he supplied 


| prices. 





a wide range of bodies and equip- 


ment to dealers at very competitive 


No one in the transportation end 
of the automotive industry wants 
to see such a situation return. 

The truck-equipment and body 
makers and leading distributors 
policed their industry very effec- 
tively right after the last war 
and were able to get a basis of 
cooperation established between 
the truck dealer and the equip- 
ment distributors that has pre- 

vailed on a fairly happy basis up 
to this time. 

There is no reason why a formula 
equitable to both the truck dealer 
and the body and equipment out- 
lets cannot be established and ad- 
hered to—a formula that will elim- 
inate both the evil of being forced 
to pay a full commission to the 
truck dealer who does no work on 
a deal, or be forced to cut or elim- 
inate the discount to the truck 
dealer who is cooperative in selling 
a fully equipped truck. 

* x BS 

UCH a policy must have as its 

basis, it is recognized, a sliding 
scale of discount based wholly on 
the effort put forth by the truck 
dealer or his salesmen in the work- 
ing of the deal. 

The discount to the dealer who 
offers full cooperation must not 
be greater than the wholesale al- 
lowance that is set up in the re- 
tail price of the product by the 
equipment or body maker. Yet it 
must protect the truck dealer 
who does put out a modicum of 
selling effort in the sale of the 
equipment or body to the pur- 
chaser of the truck cab and 
chassis. 

During the past 10 years, several 
large and well-established truck- 
equipment distributors have suc- 

cessfully held to such a sliding 
scale of discounts to the dealers 
with whom they work. Every dealer 
has received a percentage payment 
based entirely on the degree of ef- 





they should buy. 


one-ton vehicles. 


turers shall build. 





Output Dictators Ignore 
Truck Users’ Needs 


It is high time the government stopped denying truck 
users the right to acquire the type of vehicle which best 
suits their individual needs, by means of regulations which 
force manufacturers to channel certain portions of their 
truck production to specific weight categories. 

By no stretch of the imagination does there at present 
appear to exist any emergency sufficient to justify dic- 
tating to the hauling public what size and type of truck || 


Yet, from every corner of the nation AUTOMOTIVE 
NEws gets reports of a serious shortage of light trucks, 
in the midst of an abundant supply of medium and heavy 
units. In agricultural areas, farmers are faced with one of 
the greatest crop movements in years. Dealers report they 
are helpless to supply the need of farmers for half-ton and 


Meanwhile, government planners point to stocks of 
medium and heavy trucks to defend their position that 
enough trucks are being built. 

The nation’s great hauling fraternity is still trying to 
shed the effects of the early postwar period when truckers 
had to buy what they could get. 

It is time the government returned to the buyer the 
right to dictate the size and type of trucks that manufac- 


The need for “braintrusting” is over. Let’s give the 
truck user the type of vehicle he wants, and at the same 
time lift the yoke of “sleepers” from the dealers’ neck. 











fort he or his salesmen put forth 
in cooperating with the distributor 
or ether equipment outlet in the 
working of the deal. 

This sliding scale provides for a 
minimum payment or 5 percent to 
every chassis dealer on the sale of 
any body or equipment mounted 
on a new truck sold in the area. 

* * * 

Aa of 10 percent is 

made to the truck dealer where 
he or his salesman brought in a 
deal to the distributor and worked 
with the distributor in the sale of 
the body or equipment, even though 

(Continued on Page 29, Col. 1) 


ATA Convention 
Opens Today with 
Speech by Farley 


EW YORK.—More than 2,500 

trucking industry leaders and 
their guests, representing every 
state, are expected to attend the 
19th annual convention of the 
American Trucking Assn. at the 
Waldorf-Astoria hotel here Oct. 
6-10. . 

James A. Farley, president of 
Farley-GMC Truck Co., Inc., New 
York, and former U. S. post- 
master-general, addresses the first 

general luncheon meeting today 
to open formally the five-day 

meeting. 

Industry leaders will tackle prob- 
lems they believe have combined 
to impede the natural progress of 
truck transportation: The question 
of adequate highways, current pro- 
posals in some quarters for new 
taxes against the industry, and 
propaganda attacks by anti-truck 


interests. 

A CONVENTION highlight will 
be a panel discussion Thurs- 

day morning on the nation’s high- 

way problem, with six highway 

engineers participating. 

They are B. D. Tallamy, of Al- 
bany, superintendent of the New 
York department of public works 
and president of the American 
Assn. of State Highway Officials; 
D. C. Greer, of Austin, Texas state 
highway engineer and former presi- 
dent of AASHO; C. R. McMillin, of 
Columbia, S. C., chief highway 
commissioner for South Carolina 
and president of the Southeastern 
Assn, of State Highway Officials; 
E. W. Kilpatrick, of Trenton, New 
Jersey state highway engineer; W. 
A. Bugge, of Olympia, Wash., state 


(Continned on Page 28. Col. 3) 


* * * 


By Bernie Thomas 
Associate Editor 

MAJORITY of the nation’s truck 

producers are blasting away in 

Washington at the apparent inten- 

tion of the government to keep in 

effect, through the first quarter of 

1953, all existing controls over their 
output. 

They want government plan- 
ners at least to kill the require- 
ment that manufacturers must 
build certain portions of their 
total allowable production in spe- 
cific weight classes. 

Up until Oct. 1 this year, the gov- 
ernment required that 58 percent of 
total truck production be devoted 
to light trucks, 29 percent to medi- 
ums and 13 percent to heavy units. 
Effective Oct. 1, the government has 
revised those percentages to 61, 27 
and 12 percent, respectively. 

7 * * 
AM except a few producers con- 
tend there is no longer any 
justification for not letting market 
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--- by Jack Weed 











{ ip industry has gotten the old 
“tear-yourself-apart” merry-go- 
round out of storage, dusted it all 
up and given it a preseason oiling- 
and I’m on board as usual. In fact 
this fall I have already been on 
some practice runs before the show, 
that to me, signifys the official 
opening of the grand circuit. As 
you read this spasm, I’m already 
at the American Trucking Assns.’ 
annual three-ring circus, which is 
one of the three tough ones for me 
on the fall and winter circuit. 

I caught no fish at my northern 
Michigan “hideout” up near Tra- 
verse City, where I combined a 
short reprieve from that darn 
annoying telephone in my office 
while attending the Michigan 
Trucking Assn.’s meeting. Other 
than being introduced to this 
alert association’s advertising 
program to sell trucking to Michi- 
gan, I had a good time recovering 
from a lot of fruitless fly casting 
and trolling. 

While chewing the fat with my 
friend of long standing, Gerry 
Arnold of Northern Auto Parts, I 
did however run into one way in 
which fleet owners who operate 
their own garage can lick their 
mechanics-shortage problem. 

cd * * 


How It Works 

OING on the basis that 80 per- 

cent of practically all automo- 
tive repair jobs does not call for 
skilled workmanship, Gerry has put 
three helpers with each of his top 
mechanics. He not only pays these 
top men better than prevailing me- 
chanic wages in his town, but has 
a profit-sharing bonus deal as well 
which rewards them for extra 
effort and good management. To be 
successful Gerry claims, the me- 
chanics picked for an operation 
like this must be able to organize 
their work and manage the helpers, 
since each mechanic heads a team. 

The helpers do the “grease” 
work and are paid helper’s wages 
which about levels off the earn- 
ings of the team to that of four 
ordinary mechanics. 

Of course, the proof of the pud- 
ding is in the eating. Last year this 
shop with the same number of me- 
chanics grossed only about 7‘ per- 
cent on customer labor. This year 
to date, in addition to turning out 


nearly 40 percent more jobs, elim-' 


inating “comebacks” and com- 
plaints, it has grossed over 50 per- 
cent. 

+ ok * 
Have Common Problems 

HEN I ran down to St. Louis 

for three days to sit in with the 

Truck Body and Equipment Assn.’s 
fifth annual convention, where I 
really run into a hassle. 

These men, composed of body and 
equipment makers as their associa- 
tion title indicates, are doing a 
mighty good job for a young asso- 
ciation, in my opinion. But to ade- 
quately cope with the problems 
that they can see coming up in the 
industry right fast, they should also 
have the support of the dump body 
makers and the school bus body 
builders. , 

Since most of the serious prob- 
lems confronting these makers 
and distributors now are in the 
realm of merchandising, and 
since the dump body and school 
bus body men sell through about 
the same channels and are faced 
with about the same problems, 
they should all belong to one as- 
sociation to get a full meeting of 
minds, I believe. 

Today both of these other groups 
have their own associations, al- 
though many of their distributors 
Sell all three lines and several of 
the larger distributors belong to 
the TB&E group. 

* * 


a 


At Disadvantage 

T WAS several of these outstand- 

ing: distributors who, in the main, 
brought up the need for all three 
makers belonging to the one group. 
Several manufacturers of dump 
bodies and school buses agreed that 
there would be a distinct advantage 
if all of them were confronting 
some of these serious problems as 
one group, rather than from three 
different viewpoints. 

One of the things brought out in 
discussing the subject, for instance, 
was the confusion that resulted in 
the sale of dump bodies and hoists 
when they are sold through equip- 
ment distributors, contracting 
equipment distributors and 
branches of the body makers with- 
out a basic sales policy being 
adopted for the industry. 

The truck equipment distribu- 
tors and most of the company 
(Continued on Page 27, Col. 1) 








Regimentation Hit 


conditions dictate the weight cate- 
gories in which each maker will 
produce. 

As a result of such restrictions 
having been in effect since the 
outbreak of war in Korea, it is 
charged, a field stock situation 
has been created whereby the 
country is suffering from a seri- 
ous shortage of light trucks in 
the midst of an abundant supply 
of medium and heavy units. 

As a result, contend those mak- 
ers who account for most of the 
industry’s light truck output, to- 
day’s prospect for a new truck 
finds it almost impossible to pur- 
chase a vehicle that will best suit 
his needs. 

If the prospect is in the market 
for a light truck, it is contended, 








Truck Highlights 


Pa. Truckers Fight Back......Page 55 
New Products ............Pages 34, 44 








the supply situation forces him up 
into the medium weight field, neces- 
| sitating an unnecessary extra cash 
outlay, or forces him to delay buy- 
ing until some dealer can make a 
light truck available. 

> * * 


HOSE truck makers most active 

in the lightweight field take the 
position that government regula- 
tions in their present form com- 
pletely ignore a growing demand 
for their lighter vehicles, as shown 
by recent sales trends. 

Much of this increased demand, 
they claim, stems from the fact 
that today’s light truck will do the 
job for which it formerly required 
the services of a medium unit. 

Because the National Produc- 
tien Authority has limited the 
building of light units to 58 per- 
| cent of allowable truck produc- 
| tion, factory sales officials say 
| that dealers in agricultural areas 
have been unable to supply the 
| (Continued on Page 26, Col. 1) 
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Controls Ignore . | 
, Truck Sales Trend by Weight G | 
Buyers’ Needs, __ ruc ales [Tren e! roups 
. Sales Sales Pct. of 
(Continued from Page 25) Pet. of Pet. of Pet. of Pet. of Jan, 1- Pct. of dan. 1, Sales 
1948 1948 1949 1949 1950 1950 1951 1951 July 31, 1952 1948-July 31, Since 
vehicles needed for one of the | Sales Sales Sales Sales Sales Sales Sales Sales 1952 Sales 1952 1948 | 
country’s biggest crop movements Light Trucks 602,739 58.23 668,609 69.50 789,036 69.07 661,899 65.94 287,614 61.08 3,009,897 65.23 | 
in years. Medium Trucks 379,320 36.64 256,022 26.62 291,493 25.52 277,068 27.60 148,724 31.58 1,352,627 29.32 
They point out that although|| Heavy Trucks 53,115 5.13 37,330 3.88 61,778 5.41 64,833 6.46 34,545 7.34 251,651 5.45 
light trucks accounted for only < a 
58.23 percent of all truck sales in TOTALS 1,035,174 100.00 961,961 100.00 1,142,307 100.00 1,003,850 100.00 470,883 100.00 4,614,175 100.00 
1948, the ratio jumped to 69.50 in 
1 9.( i , 
mead os om counted for 61.08 percent of all | for that great a share of sales since | could sales of medium trucks ever|never in postwar justified the 1: 


* * * 


Medium units accounted for 36.64| percent in 1951. And, they add, only 
URING 1951, which found truck percent of total sales in 1948. How- | because buyers have been forced up 
production under control from : ever, in 1949 they dropped off to/into that bracket, have sales of 
July 1 on, light trucks still ac-| Until this month, the government | 26.62 percent; and in 1950, to 25.52|medium trucks this year been ac- 


the 58 percent production ratio 
permitted under regulations. | 





counted for 65.94 percent of total} has required truck makers to de-| percent. counting for 31.58 percent of total 
U. S. truck sales. vote 29 percent of production to +_ * * volume. 
Through the first seven months |medium units. Until this year, | NLY dictated by government Sales of trucks in the heavy 





of this year light trucks ac- ‘medium trucks had not accounted ' 


regulations, say some makers, ' classification, it is charged, have 
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Buy a truck 
without a starter? 
Of course not !... 
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...()ra modem truck without Hypoid 
axle gearing? Certainly not! 


When you buy a truck today you take for granted such modern im- 
— provements as the self-starter. But don’t take too much for granted! 
Make sure the trucks you buy are equipped with modern, cost-cutting 
Timken-Detroit Hypoid gearing! No other heavy-duty axle gearing 
gives you so much day-to-day ruggedness and dependability with 
so little maintenance cost. 
Designed, engineered and produced for heavy-duty motor vehicles 
by Timken-Detroit, Hypoid gearing has been proved by billions of 
a of trouble-free, on-the-job eee Moreover, this ape 
gearing steps up performance— provi lenty of strength 
power both on the highway and off. " 
The next time you buy trucks look for, and insist on, the mark of a 
modern truck—Hypoid gearing! It’s available on all trucks equipped 
with Timken-Detroit Axles and Brakes. 







MODERN 


The offset Hypoid pinion is bigger 
More are in contact, reducing 


Go loading per unit of contact area. 
Torque-transmitting capacity is T | a he 


HYPOID _ | precacal without lose of strength 








A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 


Only Timken-Detroit offers Hypoid Gearing in all three types of DETROIT 32. MICHIGAN 


final drives . . . single-reduction, double-reduction and two-speed 
double-reduction . . . in a complete range of capacities. 


WORLD'S LARGEST MANUFACTURER OF AXLES 
FOR TRUCKS, BUSES AND TRAILERS 





PLANTS AT; DETROIT AND JACKSON, MICH. © OSHKOSH, WIS. © UTICA, N.Y. © ASHTABULA, KENTON AND NEWARK, OHIO © NEW CASTLE, PA. 


truck sales, or much closer to | 1948. have jumped to a rating of 27.60] percent production rating decreed 
| 


by the government, or even its re 
vised 12 percent rating, effective 
Oct. 1. 

Heavy trucks accounted for 
5.13 percent of total sales in 1948; 
3.88 percent in 1949; 5.41 percent 
in 1950; 6.46 percent in 1951, and 
7.34 percent through the first 
seven months of this year. 

Statistics show that manufactur- 
ers shipped 84,224 heavy trucks to 
the domestic market during the 
first seven months of 1952; but only 
34,545 of them were registered. 

+ * * 

i> THE light category, shipments 

during the same period totaled 
337,961, while registrations totaled 
287,614. Some truck makers think 
it significant that the discrepancy 
between shipments and sales in 
both categories is about the same, 
despite the fact that light units 
were shipped in much greater vol- 
ume than heavies. 

In the medium field, sales 
through the first seven months 
of this year totaled 148,724, as 
against shipments of 158,374 units. 
Some makers say those figures 
show clearly the extent to which 
people, who might have wanted 
light trucks, were forced to resort 
to a heavier weight classification. 
Aside from allegedly denying buy- 

ers the right to purchase the ve- 
hicle of their choice, some truck 
makers charge that production 
controls in their present form deny 
manufacturers the right to _ set 
their own market goals. 

It should be pointed out that all 
truck makers do not entertain that 
opinion. Unofficially, some makers 
are satisfied with production con- 
trols. 

* * + 

HOWEVER, one large maker calls 

it “asinine” for the government 
to permit a competitor to produce 
as much as 20 percent of his total 
output in a specific weight cate- 
gory, when that competitor has 
never heretofore channeled more 
than 15 percent of his production 
to such a market. 

In the truck field, as in the pas- 
senger car field, complaints fly 
back and forth that certain makers 
are not building up to the produc- 
tion levels authorized by the gov- 
ernment because their volume of 
sales does not warrant it. 

Complaints like that are heard 
most from those makers who 

| build trucks in all of the various 
| weight classes. 

No truck maker thinks that con- 
trols have brought any competitive 
benefits to him. On the other hand, 
most makers think that controls 
| have been working to the advan- 
| tage of principal competitors. 

Some makers think certain of 
their competitors enjoy unjustifia- 
bly high production ratings because 
they furnish production figures to 
the government which vary widely 
from their factory sales figures. 

Whether there is merit in that 
charge or not, NPA has decided 
to change its methods of comput- 
ing the competitive positions of 
individual companies. 

From now on, NPA has ordered 





j/truck makers to furnish it with 


factory sales figures that have been 
purged of any plus business, for 
which extra materials are allocated 
or received from government claim- 
ant agencies other than the De- 
fense Transport Administration. 


Eastern Chevrolet Deal 
Taken Over by Edwards 


Jerome H. Edwards, in the aut: 
business 25 years, is the new Chev 
rolet dealer in Westfield, N. Y, 
taking over from F. B. Jones. 

A former general manager for 
the Don Allen organization in Lock- 
port, N. Y., Edwards will have as 
his assistant Edward J. Bartley, 











also formerly of Don Allen. 
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(Continued from Page 25) 


branches dealt through and with 
the truck dealers, while the con- 
tracting equipment houses went 
direct and ignored the truck 
dealer entirely, as a rule. 

In a highly competitive market, 
this put the truck equipment dis- 
tributor at a disadvantage. In fact, 
in some instances, these distribu- 
tors claimed, the contracting equip- 
ment houses were giving fleet 
operators a longer discount than 
that which the distributor could 
give the truck dealer. 

? + * 


Ways to Handle 


F THIS is true, and I have no 
reason to doubt the two men who 
told me, then this is something that 
the special equipment men of the 
big five had better get their nose 
into. Maybe it is time that even the 
truck sales managers of these firms 
should angle an ear toward this 
practice, because it will be almost 
impossible to expect the truck 
equipment distributor to hold the 
line and play ball with their deal- 
ers if a competitor, selling through | 
a contracting equipment house, | 
continually under-cuts on price. 
Of course, the truck dealers | 
and the fleet men of the vehicle 
factories have means of handling | 
such a situation, if it should | 
really get out of hand. But in the 
business today there is no justi- 
fiable reason for such bad-faith 
tactics existing. 
Such selling indicates either weak 
management, weak selling, or both. | 
* * * | 


Under the Skin | 

N THESE “tuneup runs” I have | 

been taking, I have also “sung 
for my dinner” at the South Dakota 
dealers association annual “whing- | 
ding’”—and have I found that Sioux | 
Falls, S. D., is one dickens of a 
town to get into and out of, from | 
Detroit, at least. 

I don’t mind so much having | 
to give up most of Sunday to get 
to Sioux Falls by way of Minne- | 
apolis, except that for the first | 
time this year the bass in my 
lake have started to hit floating 
bugs. But to have to spend all of 
the day after the meeting and 
way into the night getting from 
there to International Harvester’s 
dedication of its new engineering 
building at Ft. Wayne, Ind., really 
got under my skin a little. 

It is hard for a fat man to stay | 
crotchety very long, especially | 
when a fine bunch of guys like that | 
Harvester gang put a driver and 
car at the disposal of a couple | 
other newshawks and myself to| 
“ride” us to Detroit after their) 
shindig was over. That’s top press | 
relations for my book. 

* * * 


Brockway Is 40 
EPT. 1 Brockway Motor Co. | 
celebrated its 40th anniversary | 

in the truck manufacturing busi-| 

ness at Cortland, N. Y. This is the 
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GM Aide Predicts | 
Power Steering | 


In Farm Tractors | 


MILWAUKEE. — Fred M. Ison, 
general sales manager of the Sagi- 
naw steering gear division of Gen- 
eral Motors, told those attending 
the Society of Automotive Engi- 
neers National Tractor Meeting re- 
cently that power steering units 
would undoubtedly be developed for 
farm tractors in the near future. 

Ison pointed out that tractors 
were driven about 634 hours per 
year on the average farm, or eight 
hours a day for three months. 

“With power steering,” he stated, 
“the physical beating a tractor op- 
erator gets is greatly reduced, and 
the hydraulic unit absorbs most of 
the shock or kickback. Younger 
sons, daughters and even wives 
could handle the family tractor 
equipped with such a unit. 

“Moreover, in reducing fatigue, 
power steering brings a greater re- 
turn for a given amount of effort 
expended—important in these times 
of reduced labor forces and in- 
creased production demands. 

“The safety-minded farmer will 
find power steering a big help in 
reducing costly accidents where 
they often occur—on the farm 





tractor,” Ison declared, 


company that many of you will re- 
member Bob Black came from to! 
take White out of the red. } 
I remember back when George | 
Brockway used to head up this old- 
time company. He had formerly | 
been the head of the W. N. Brock- | 
way Carriage Works in Homer, | 
N. Y., but when he decided to get | 
out of the dying horse and buggy 
business and into this new internal | Anyone Can See This ‘Top’ Bargain— 
engine propelled transportation| Womble Olds, 1211 19th St., Lubbock, Tex., uses this modernistic building ad- 
field, he went over to Cortland and) yontageously to promote the sale of new and used cars. A used-car bargain is 
bought out the Ellis Omnibus &| displayed on the top of the marquee that protects the cars underneath. A pylon in 
Cab Co. | the center attracts attention and customers. 
When I wrote the Timken maga- | a 
zine, Brockway was only one of|of my knowledge, Brockway and|their salesmangers to the truck 
about a dozen truck makers in the| Mack are about all that is left of |sales managers meetings. 
state of New York. Now to the best! that brave array that used to send Now that I am down in New 











York, where I will be easy to get 
at if he wants to do anything 
about it, I want to warn whoever 
is elected first vice-president of 

ATA for the upcoming year that 
he had better start working on 
Walter Cary right now, or Walt 
is likely to set a precedent that 
the next prexy of ATA may not 
like to follow. 

Walt pulled one out of the bag 
for the incoming prexy of Michigan 
Truckers to handle when he gave 
the chairman of each of his oper- 
ating committees a beautiful desk 
clock as he sang his swan song as 
head of that group. I hope that 
these clocks had alarms on them 
for three of his chairmen and good 
friends were late to the “giving.” 


No telling what Walt will do to 
make the boys remember that he 
was head of the national body when 
he steps down from the rostrum a 
year from today. 





fora tactoty-type replacement job... 





Are your trucks Timken-Detroit-equipped? 
If so, make sure they stay that way! Install 
only genuine Timken-Detroit Replacement 
Parts when your axles and brakes need parts. 
Many genuine Timken-Detroit Axle Parts 
are packaged in convenient kits which con- 





tain all the essential related parts to do a 
factory-type repair job. Specialized kits for 
many different axle and brake replacement 
jobs are available—every part identical with 
the original equipment. Maintenance is 
easier, longer-lasting, more complete. 
Always insist on genuine Timken-Detroit 
Axle and Brake Replacement Parts when 
new parts are needed. Buy them in protec- 
tive, money-saving kits. You'll find them 
wherever the Timken-Detroit Axle Parts 
sign is displayed. 
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l-H's Super-Duty in Initial Run— 

An International model LFD-320 super-duty truck, the company’s off-highway con- | 
tribution to the rugged logging industry, packed a record-breaking 23,000 board 
feet of redwood logs in its initial northern California performance. Shown above as it 
proceeded over Masonite Corp.'s picturesque private logging road toward the firm's | 
mill here, the mammoth truck and logging trailer shouldered a payload of 115 tons. | 
Combined load and vehicle weight was in excess of 139 tons. It was believed to be 
the largest single log cargo ever hauled over the special 36-mile woods-to-mill access 
highway. 








New York. More than 90 drivers 
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ATA Studies Threats 


Anti-Truck Attacks, Tax Proposals Highlight 


American Truck 
(Continued fr 


director of highways in Washing- 
ton, and Karl Fritts, vice-president 
and chief engineer for the Automo- 


John V. Lawrence, ATA manag- 
ing director, will serve as modera- 
tor for the panel. An open-forum 
discussion will follow presentation 
of a brief statement by each par- 


| ticipant. 
yeni pe this discussion, Fred 

Burggraf, director of the High- 
way Research Board, will outline 
the scope and relationship of the 
various road tests conducted or 
planned in various parts of the 
country. 

The convention also will fea- 
ture the 12th National Truck 
Roadeo, a skill-driving competi- 
tion among some of the nation’s 
safest and best truck drivers. 
State roadeo champions from all 
parts of the country will compete 
in the national finals Thursday 
night at the Kingsbridge Armory, 


* * * 











ing Assn. Parley 
om Page 25) 


are expected to be on hand for 
the semi-finals, which begin to- 
day. 

Ray G. Atherton, ATA general 
manager, announced that advance 
registrations for the convention 
were sold out. They total 2,100 offi- 
cial registrations, the maximum 
permitted by hotel facilities. In ad- 
dition, however, several hundred 
other persons are expected to at- 


tend. 

\ EETINGS of the ATA confer- 
‘Yi ences, organizations which 
represent the different types of 
carriers, are scheduled for today. 
They include the Regular Common 
Carrier, Irregular Route Common 
Carrier, Contract Carrier, Private 
Carrier, Film Carrier, Automobile 
Transporters, and Oilfield Haulers 
Conferences and the National Tank 
Truck Carriers, Inc. 

A new conference representing 
munitions carriers also will meet, 
and the question of its formal 
affiliation with ATA will be con- 


* * * 





Schrader Contributions to the Tire Industry 


.-. You made us the only 
tire valve manufacturer 


with 2 Fall line! 











WE’RE ALWAYS ADDING TO OUR 
LINE BEZAUSE AS THE LEADERS 
IN OUR FIELO TIRE MANUFACTURERS 
TURN TO SCHRADER WITH THEI2 
PROBLEMS AND THE SOLUTION 
USUALLY MEANS SOME 
NEW SCHRADER 



















WE'VE 60T EVERYTHINS / YOU'RE RIGHT, AN? 


YOU NEE? To THAT'S WHY WE LOOK TO 
MANUFACTURE SCHRADER NOT ONLY FoR 
AND SERVICE TIZE VALVES BUT ALL 






RELATED (TEMS AND 
S, SERVICE. 














NOT ONLY VOES SCHRADER 

MAKE A COMPLETE LINE OF TIRE 
VALVES ANP THE IMMEDIATELY 
RELATED ITEMS, BUT WE MAKE 
EVERYTHING CONNECTED WITH 
PROPER SERVIZLING 
AN? MAINTENANCE. 


FIRST NAME 












Schrader business is built on 


‘M AWARE OF \7 
THE FACT THAT 
SCHRADER 
SUPPLIES OUR. 
REPLAZEMENT 
Mp PARTS... A 
f NOT ONLY THAT 























>» _ 
BUT 
WE MAKE GAUGES, 
QUILKACTING 
COUPLERS, AIR 
CHULKS,,, ALL TYPES 
OF AIR SERVICE 
ACCESSORIES. 








the basis of com- 


plete service to the tire industry. That’s why we 
must maintain a complete line—you require it 


of us! We want to help you ma 
better service and last lon 


enced research and manufactu 


other new Schrader product? 


IN TIRE VALVES 








REG. U S PAT OFF 











ike your tires give 
ger. That’s why 


Schrader offers you the largest and most experi- 


ring facilities. 


Is the solution to your tire valve problem an- 


A. SCHRADER’S SON, 470 VANDERBILT AVE., BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


sidered by the board of directors 
later in the week. The conference 
meetings will continue through 
Tuesday. 
| E.R. Jelsma, staff director of the 
| Senate Interstate and Foreign Com 
|}merce Committee, will deliver 
forecast on trucking legislation for 
1953 at the Contract Carriers Con- 
ference meeting today. 
| The conference also will hear 
|Charles B. Roeder, general traffic 
| manager of American Home Foods, 
Inc. His topic is, “The Vital Place 
of Contract Carriers in the Trans- 
portation Picture.” 

7 * * 

RED S. BURROUGHS, national 

secretary of the distribution di- 
vision of the Oil Heat Institute of 
America, Inc., will address the tank- 
| truck carriers’ meeting on “Trans- 
ports and Heating Oil—Teammates 
for a Nation’s Comfort.” 

The annual conference of man- 
agers of the state trucking asso- 
ciations affiliated with ATA was 
held last week at the Waldorf- 
Astoria. The National Automo- 
bile Transporters Assn. was host 
to the managers at a breakfast 
Friday, and ATA was host at a 
reception and cocktail party Sat- 
urday evening. 

The ATA “President’s Dinner” 
for presidents and managers of the 
state associations was held Sunday 
evening, with Walter F. Mullady, 
ATA president, presiding. 

Entertainment features during 
the ATA meeting include a recep- 
| tion sponsored by Firestone today: 
a general luncheon, International 
Harvester, Tuesday; a dinner-dance, 
|GMC Truck and Coach division, 
Tuesday evening: a general lunch- 
eon, Goodyear, Wednesdav;: a ladies’ 
luncheon and fashion show, Reo 
Motors, Thursdav, and a cocktail 
varty and reception, White Motor, 
Friday evening, just prior to the 
ATA annual banquet which formal- 
ly closes the convention. 
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New Models Join 
Reo’s F-23 Line 
Of Diesel Trucks 


LANSING. Addition of new 
| diesel-powered truck models to in- 
{clude all standard wheelbases in 
| Reo’s F-23 series, plus introduction 
of the 468-cubic-inch Buda Super- 
Diesel engine as an extra-cost op- 
tion, have been announced by A. L 
Struble, ‘vice-president in charge of 
sales for Reo Motors. 

Reo entered the diesel field re- 
cently with the F-23DT. a fast 
truck-tractor nowered bv the new. 
lightweight Cummins JBS-600 diesel 
j}engine. The Cummins engine has 
a piston disnlacement of 401 cubic 
inches. 

Originally confined to the 130- 
inch wheelbase model, Reo’s new 
diesel line now covers standard 
wheelbases up to 185 inches, Struble 
said. Both the Cummins and the 
larger Buda (Model 6-DTS-468) en- 
gines are available in all F-23D 
models. 

The Buda, Struble said, is a high- 

| speed, supercharged, automotive- 
|type diesel which develops 150 
horsepower at a governed speed of 
2,400 revolutions per minute and 
370 foot pounds of torque at 1,500 
r.p.m. 
“Road and dynamometer test re- 
sults with the Buda engine have 
been very satisfactory,” he said. “In 
tractor operation, it does an ex- 
ceptionally good job when loaded 
to our rated gross combination 
weight.” The F-23D series covers a 
|weight range from 26,000 pounds 
GVW to 50,000 pounds GCW. 

The Buda engine is a six-cylinder 
valve-in-head power plant with 
13:1 compression ratio. 

Struble said that all of the new 
| diesel-powered Reo trucks weigh 
well under the 10,000-pound mark, 
“a significant advantage for weight- 
conscious truck onerators.” Cab and 
chassis weight of the Cummins- 
powered Model F-23DA, 130-inch 
wheelbase, is only 8,710 pounds. 


a 





American Motors Opens 


| Hartford U.C. Branch 


American Motors, Inc. (Kaise 
Frazer), West Hartford, Conn., h 
opened a used-car branch in ne: 
by Hartford. The branch, Ame: 
|}can Motors Co., Inc., will operat: 
| 100-car parking lot. 
| Officers of the parent firm 
Richard and Eleanor Russell, °» 
Alice and Michael Lewandos. O'* 
cers of the new concern are Ri’! 
ard Russell, Michael Lewandos * 
Myer Druckman. 


s 
a 











ar 
fic 


ce 
1S- 


ial 
di- 


\k- 
1S- 
tes 


r” 


re- 


ion 
1ds 


ler, 
\ a 


ew 
igh 
rk, 
ht - 
und 


nc 


re 
id 
é *j- 
h- 
oad 

















Trade Seeks Harmony. . 
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Sales Formula Sought 
For 1953 Market 


(Continued from Page 25) 


the distributor mounted the equip- 
ment and handled the financing ma 
any was involved. 


A full discount is paid the isiitle| 
dealer who handles the complete 
deal within his own organization 
and where the truck dealer buys 
the body or equipment from the 
distributor or other outlet and bills 
the buyer for the complete truck. 

In many cases, a full discount 
is paid such a truck dealer even 
though the equipment outlet may 
have to do some saleswork on 
the deal and even though the 
engineering of the product takes 
abilities which the truck dealer 
or his salesmen do not possess. 

No distributor or other outlet 
worthy of the confidence of the 
truck dealer objects to giving such 
advice and aid in the sale of a 
product that needs such sales or 
engineering aid to provide an eco-| 
nomic and well-engineered installa- 
tion. Such equipment outlets recog- 
nize that the reputation of the 
product in the field is vital to the 
success of the dealer’s business and 
that such service rendered him is 
worth the cost and effort in the 
sales promotion. 

* x * 


VEN in today’s market, how- 

ever, the average equipment 
distributor is finding that he can- 
not afford to pay a full commission 
to a truck dealer and still have to 
do all of the selling and engineering 
work. 

Such a situation is recognized as 
not being equitable by most truck 
dealers and by all special equip- 
ment managers of the vehicle 
makers. Dealers who are fair in 
their transactions with equipment 
distributors do not ask for such 
remuneration. 


They know that the sale of 
much truck equipment in par- 
ticular takes considerable time 
and effort and in many cases 
considerable research in order 
that the equipment will meet the 
needs of the user. 

They know that the cost of this 
service must come out of the gross 
profit in the equipment and that) 
if it is added to the normal dis-| 
counts, such added costs might well 
make the particular equipment pro- | 
hibitive in price or out of line 
pricewise in a highly competitive 
market such as the industry is 
now entering. 

* * * 

\ ANY distributors, therefore, are 
+~"4 now finding themselves in the | 
“squeeze” of being asked for such | 
discounts by truck dealers who in 
turn offer little or no aid in the 
Selling of the body or equipment. 
These truck dealers seem to take 
the stand that the body and equip- 
ment outlets should make up in 
discounts the loss that they them- 
selves take because of their own 
lack of selling effort or “know- 
how.” 

Then, too, far too many dealers 
who sell both passenger cars and 
trucks have been too prone to 
“sluff” their cab and chassis sales 
and have not tried to furnish 
their buyer with a completed 
truck that is equipped for the job 
it is being bought to do. 

Some of these dealers, it is sad 
to admit, have shown so little in- | 
terest in the truck end of their 
business that even in normal times 
they would rather sell a long dis- 
count on the vehicle than make any 
effort to provide the purchaser with 
the type of vehicle he should have 
for his business. 

Why should any such truck 
dealer be recognized by the equip- 








Memphis Haulers Test 
New Traffic Plan 


MEMPHIS.—In a move to ease 
traffic congestion at peak hours, 64 
of the city’s 69 truck lines have 
agreed to take their trucks off the 
Streets during rush hours. 

They plan stopping pick-up or- 
ders at 2:30 each afternoon, which 
Should give the firms time to fill 
orders by 4:30 and have the trucks 
back into terminals before 5 o’clock. ! 


ment outlet in a remunerative 


manner? 
* * * 
HERE are several sound and 
economic reasons why it pays 
to give even dealers such as these 
the minimum discount, much as it 
hurts. 

In the first place, dealers are in 
business for profit and several such 
payments might awaken a desire 
on the part of many such dealers 
to participate more fully in the wel- 
comed extra profits that the sale 
of special bodies and equipment 
can provide. 

Such payments also demonstrate 
to the factory home-office and field 
men that the distributor is trying 
to play ball with the vehicle dealers 
in his area and thus earn their 
cooperation on many deals where 
they might be 





GET 50% 
MORE 
PROFIT 


ON YOUR 
UNDERCOATING 


JOBS 


LION 


50% More Jobs 
Per Drum 


Nokorode is concentrated—no excess 
solvent. You spray Nokorode to 1 /16” 
thickness —and it dries to almost 
1 16”. It’s made entirely by Lion un- 
der U. S. Patent 2393774, assuring 
controlled uniformity, controlled qual- 
ity. Nokorode goes 50% farther, yet 
costs no more than ordinary under- 
coatings. That means 50% more pro- 


fit for you. 


Made and Guaranteed By 


LION OIL@. = 


EL DORADO, 





ignored otherwise. | 












Elected by Truckers— 


Newly elected officers of the National Automotive Transportation Assn. board of 
directors are (from left): Secretary Louis W. Mohlenkamp, president of Central Truck- 
away System, Indianapolis; Treasurer H. G. Rice, president of Square Deal Cartage 


Co., Detroit; 


Board Chairman Forrest E. Wolverton, president of Eastern Automobile 


Forwarding Co., Buffalo, and Vice-Chairman Walter E. Bronston, president of Fleet 


Carrier Corp., New York. 





This breeding of confidence with 
the truck dealers and their sales- 
men can multiply the sales force 
of the distributor many fold. 
Recognition of the vital part 
that the truck dealer plays in the 
field of automotive transportation 
will go a long way toward the 
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Easier Application 
Lower Labor Cost 


Nokorode is uniform for smooth ap- 
plication—no troublesome “blobs” 

. lows freely permitting steady pres- 
sure in the gun. There’s no lost time 
due to lost pressure. 


Nokorode is stable, made of highly 
compatible materials—won’t separate 
in storage, won’t clog guns or hoses. 
You avoid unnecessary clean-up jobs 
——you save man-hours and money. 


COMPANY 


prevention of “dog-eat-dog” sales 
tactics creeping into the distribu- 
tor’s sales area. 

In a highly competitive market, 
such _ recognition separates the 
“sheep from the goats” in the 
equipment-outlet ranks and defi- 


nitely establishes” the distributors 





Name. 


= | relations. 


— dealers—now that a good 





Pees eneeeeeeseeeees ee eeeee 
FREE! Details on how to increase 
undercoating profit. 


LION OIL COMPANY 
El Dorado, Arkansas 


Please send information on higher 


profits with LION NOKORODE. 


| with whom the truck dealer can 
j}expect fair and equitable business 


5 | 


* * 


many are getting back into 


| active truck selling and are build- 


ing up an adequate sales force—- 
can aid mightily by recognizing and 


' | working with only those distribu- 
| tors who do show an intent to work 
| with the truck dealer on this ac- 
_ | knowledged, equitable basis. 


The truck dealer, however, must 


| be fair in his judgment of the per- 


centage of the body or equipment 
sale to which he is entitled. 


He must also recognize that his 
participation in the profits of the 
sale of bodies or equipment 
should be based upon the amount 
of effort he puts into the selling 
of the product. 

He must also be ready, when 
occasion demands, to agree to work 
with the distributor on an agreed 
basis on those sales where the deal 
runs into dirty competition and 
prices must be cut in order to get 
the business, or when dealing with 
certain vocational buyers such as 
the milk and ice cream men, who 
are accustomed to certain estab- 
lished discounts. 

—Jack WEED 
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Address 





City 





State 
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Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 

Ten automotive, tire and oil firms 
were among the 75 largest advertis- 
ers in general and farm magazines 
newspaper sections, and network 
TV and radio in the first half of 
the year, according to a tabulation 
by Publishers Information Bureau 
The list is based on companies that 
spent $1 million and upwards. 

General Motors, fourth in the 
roll—same as last year—is cred- 
ited with $9,383,087 in the four 
types of media. Ford landed in 
the 12th spot with an outlay of 
$4,703,055. Chrysler laid out $3,- 

833,683, which placed it 21st. 

Among the rubber corporations, 
Goodyear’s total was the highest- 
$3,740,799—for 22nd. Texas Co. was 
the first oil outfit to appear, with a 
rating of $2,815,142, which gave it 
27th position. 

Firestone Tire & Rubber placed 
$2,059,568 on the barrelhead and 
wound up 34th. U. S. Rubber paid 
$1,800,597, which made it 40th, and 
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These two types of Wagner Air Brake sys- 
tems offer many operating advantages. The 
STRAIGHT AIR system for cam type 
foundation brakes provides plenty of con- 
trollable power and the AIR OVER 
HYDRAULIC system combines many ad- 
vantages that result in a material reduction 
in maintenance and operating costs. These’ | 
Wagner systems meet the requirements of 


all types of vehicles 
braking efficiency. 


ALL WAGNER AIR BRAKE SYSTEMS 
HAVE THE ROTARY AIR COMPRESSOR 


In every Wagner Air Brake System you get the 
famous Wagner Air Compressor, known for its 
long life, dependability and high efficiency. It is 
of the Rotary type—thousands of small overlapping, 
air compression impulses occur per minute assur- 
ing an abundance of air under all operating con- 
ditions. Simple in construction, easy to install and 
repair, the Wagner Rotary Compressor will give 


| Nash-Kelvinator piyments of $1,- 

| 742,731 ranked it 43rd. 

B. F. Goodrich picked up a tab 
for $1,435,795 for 47th place, while 

; Gulf Oil’s $1,007,983 placed it in the 

| 72nd spot. 

Total ad bills for all the 75 lead- 
ers were $278,951,780 in maga- 
zines, Which corapared with $251,- 
789,367 for the oorresponding pe- 
riod a year ago. 

Network TV ccst $88,731,250, ver- 
sus $55,098,126 in the 1951 period, 
but radio declined to $83,457,170 
from $95,525,232 in the first half of 
last year. 


* * * 
It’s Geyer Advertising Now 
The name of Geyer, Newell € 
Ganger has been changed to 
Geyer Advertising, B. B. Gever, 
president and chairman, has an- 
nounced. Early: this month, 


agency joined forces with the W. 
Earl Bothwell agency under the 
G. N. & G. name. The firm. will 





Ain Brakes 
ARE 
AVAILABLE IN 


4 Air-Over-llydraulic 
2. Straight Air 


SYSTEMS 


now operate uiider the new name. 
The company has two offices 
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| Oldtimer Trades in '22 Dodge Touring— 


R. £. Broe, president of R. E. Broe, Inc. (Dodge), Springfield, Ill., delivers a new | 


Now SEE THE VA,:UE WINNER? 


VW 52 EOD 





; 


610-315 


| car to Charles H. Taff, 79, of Rochester, Ill., who traded in his 1922 Dodge touring 


| old Dodge has given him. “It was most depenable. Rain or shine, it kept going all | 


| car he bought 30 years ago. Taff said 


he has been very satisfied with the service his 


| the time.'' Other than tire repairs, batteries and one head gasket, he has spent no 


money for maintenance in the 30 years, Taff says. 
| 


the 


in New York, with the erecutii 
contact and creative groups 
745 Fifth Ave., and the 


at 711 Fifth Ave. 


e, 
at 
medi 
accounting and checking groups 
Other offices 


ere at 14250 Plymouth Rd., De- 
troit; 931 Third National Bldg., 
Dayton, O., and 1680 N. Vine St., 
Hollywood, Calif. 

The Can Manufacturers Insti- 
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™ 
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1. AIR-OVER-HYDRAULIC SYSTEM 


and assure highest 


years of dependable service and provide real 
economy in Preventive Maintenance. Be sure of 
your brakes—Install Wagner Air Brakes on your 
present vehicles and always specify WAGNER 
when ordering new equipment. Catalog KU-201 
gives complete information. Mail coupon for 3 


your copy. 





LOCKHEED HYDRAULIC BRAKE PARTS and FLUID 
WoRol . . CoMaX BRAKE LINING . 
ELECTRIC MOTORS , . TRANSFORMERS . . INDUSTRIAL BRAKES 





Wagner Products Serve the 
Automotive and Electrical Industries 
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by 


2. STRAIGHT AIR 





SYSTEM 


Used as original equipment 


Wagner Air Brake Users cre our Biggest Boosters! 
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The Mosf = ='} ~=WaanerElectric Grporation 
| 6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S.A. 
Reliable R (Branches in principal cities in U.S. and in Canada) 
: : ‘ 
NAME____ 
Air Compress, **" 
8 company : ae: 
a 
8 ADDRESS___ 
: city. _ STATE 
: We operate : Vehicles 
(NUMBER) 
. AIR BRAKES , , TACHOGRAPHS 4 





This system sets new, 
finer performance 
standards for heavy 
vehicle braking incon- 
junction with hydrau- 
lic foundation brakes. 


Recognized as the 
best power brake 
system for heavy 
vehicles with cam 
type foundation ‘ 
brakes. Paes | 
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B | being named to 


tute has appointed the agency 
as marketing and_ promotion 
counsel. 


* 

Ad Group Names Schirmer 
E. A. Schirmer, executive vice- 
president of Crowell-Collier Pub- 
lishing in New York, has been elect- 
ed to the board of 
directors of the 
Advertising Re- 
search Founda- 
tion, it was an- 
nounced last 
week. Prior to 


+ ba 


|his present posi- 
|tion, Schirmer 
|was a vice-presi- 
dent and director 
|of the firm in 
| charge of the De- 
troit office. He is a past vice-presi- 
dent of Adcraft Club of Detroit. 
* * * 





E. A. Schirmer 


DeCorte Promoted 


Thomas J. DeCorte has been ap- 
pointed Detroit public relations 
representative for U. S. Rubber’s 
tire division, P. J. McGovern, direc- 
tor of public relations, has an- 
nounced. 

DeCorte had been engaged in in- 
dustrial relations for the company 
at its E. Jefferson plant, where he 
will continue to maintain his head- 
quarters. He has been at U. S. 
Rubber since January, 1934. 

In his new capacity, DeCorte 
will cover Detroit and the central 
states replacing T. J. Killeen, who 
is now associated with the Detroit 


Streets and Traffic Commission. 
- - * 


Textileather Story 


The role Textileather products 
play in everyday living is drama- 
tized in a new color and sound mo- 
tion picture, “This Is Textileather,” 
which has been produced by the 
company under the direction of G. 
H. McGreevy, sales vice-president. 
The 16 mm. film now is being dis- 
tributed. 

Textileather, one of the largest 
producers of vinyl film and plas- 
tic coated fabrics in the country 
and the largest finisher of cot- 
ton materials west of the Alle- 
ghenys, usually deals directly 
with the manufacturer. 

While the company, which has 
been in business for more than 40 
years, and is well known in the 
automotive, furniture, luggage and 
other industries, it is comparative- 
ly unknown at the consumer level. 

To better acquaint its employes 
and consumers with the end uses of 
its products, Textileather sales offi- 
cials embarked on the movie pro- 
duction. 

* 


Jones Joins Hearst 


Earl B. Jones has joined the 
Detroit office of Hearst Adver- 
tising Service, according to John 
D. Burke, manager. For 10 vears, 
Jones had been on the national 
ad staff of the Detroit Free Press. 
He will be in charge of alcoholic 
beverage and tobacco accounts. 

* = 2 


Four Join C-E 

The appointment of four mem- 
bers to the copy department of the 
Detroit offices of Campbell-Ewald. 
ad agencv, has been announced by 
Edward E. Rothman, general man- 
ager. The new members are 
Charles W. Foote. Harold J. Hu- 
bert, Wilmore K. Brown and 
Joseph W. Gallagher. 

Foote formerly was a copy writer 
and account executive for four 
vears with MacManus, John & 
Adams. 

Hubert, for the last five years. 
had been a partner in a Detroit ad 
agencv specializing in industrial 
accounts. Brown had spent the 
last three years on the editorial 
staff of the Burroughs Clearing 
House. 

Gallagher has had ad experience 
in the central western division of 
a national chain grocery, and sell- 
ing experience as the Detroit retail- 
branch manager of a B. F. Good- 
rich store and as a_ publication 
representative. 
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Winter Draws Near 


The final phase of the Miracle 
Power division of the AP Parts 
largest ad and merchandising pro- 
gram has been launched with the 
delivery of its fall-winter Pusher- 
|Pak. As in the’ spring-summer 
| Pusher-Pak, the new dealer sales 
| kit includes promotion material on 
| profitable changeover items besides 
| Miracle Power. 
| Based on the slogan, “This Win- 

(Continued op Page 57, Col. 2) 
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" 
of stockholders throughout last 
j}year has continued into the third 
quarter of this year, it has been 
announced by National Automotive 
Fibres. 
| Stockholders of the company’s | 
|capital stock totaled 6,569 in the 
|third quarter of 1952, compared 
| with 6,277 in the third quarter a} 
|year ago. 


On the Financial Front... . 


Bears Raise the Ante 
In GM and Hudson 
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By George Deery 


Associate Editor 
i ye short position in the com- 


mon shares of two auto makers | 


gained, and decreased in the same 


number, in the month ended Sept. | 
15, according to the New York} 


Stock Exchange. 

Lacking in the latest compila- 
tion are any of the companies 
which turn out commercial vehi- 
cles exclusively. 

Chrysler’s total was reduced 
slightly to 25,522 shares from 26,152 
in the report 30 days earlier. 
Neither was the drop in Studebaker 
of a substantial nature—to 34,793 
from 35,100. 

- * * 


IKEWISE, the bears did not 
4 make any large increases in 
their holding of the other two, 
which followed the opposite trend. 
The figure for General Motors rose 





Personal Touch 


Timken-Detroit’s Report 


Features Staff 


A unique annual report, featuring 
the management personnel of the 
company, has been issued by Tim- 
ken - Detroit Axle 
Co. 

Aside from the 
required financial 
statement and the 
president’s letter 
to shareholders, 
the 24-page report 
consists of group 
photographs and 
individual por- 
traits of the com- 
pany’s engineer- 

W. F. Rockwell ing, production 
and administrative personnel at its 
Detroit headquarters and in nine 
plants. 

Walter F. Rockwell, president, 
conceived the idea as a method of 
emphasizing to shareholders, and 
to others among whom the report 
circulates, the specialized training 
and experience possessed by com- 
pany personnel. 


U. S. Rubber Holders 


Total 19,500 June 30 


The number of registered hold- 
ers of common stock of United 
States Rubber on June 30 to- 
taled approximately 19,500, a 
gain of 3,300 or about 20.4 per- 
cent in the first six months of 
this year, according to H. E. 
Humphreys jr., chairman. 

The six-month gain was near- 
ly equal to the gain in the pre- 
vious six years, when the num- 
ber of common holders rose to 
16,362 from 12,657. The gain re- 
flects a two-for-one common- 
stock split and a 50 percent 
stock distribution, which had the 
effect of a three-for-one split, 
effective last April. 











to 53,904 from 50,431, while the new- 
est aggregate for Hudson stood at 
9,491, against 9,341 at mid-August, 
according to the Exchange. 
Opinions of those who look for 
a lower market varied in the case 
of four tire companies. General 
| Tire shares earmarked for them 
| increased to 4,915 from 2,820. 

| Also up were Goodyear to 10,164 
|from 8,558 and U. S. Rubber to 
| 14,679 from 12,965. In contrast, the 
| bearish element cut its holdings in 
Goodrich to 13,680 from 14,905. 

* * * 


AINS were made in three oil 
companies, but the Sunray total 
was off to 4,279 from 6,899. Socony- 
| Vacuum was credited with 26,550 
shares, against 18,925; Standard Oil 
of N. J. with 9,865, which compared 
with 8,683 a month ago, and Texas 
Co., 6,130 versus 5,843. 
American-Bosch had 5,690 shares 
short, whereas a month ago it 
was tagged for 5,240. Motorola 
receded to 19,067 from 21,940. The 
sum for Gar Wood—7,500—re- 
mained unchanged. 

The total for all classifications of 
stocks in the release dropped again, 
|for the seventh straight month, to 
| 1,715,635. That stacks up with 1,728,- 
1913 for the previous 30-day period. 
| The biggest shortside block for 
|}any stock on the Big Board was 
jin General Motors. 


LH Sales ‘Gains, 
But Net Recedes 
In Nine Months 


Owing in part to an increase in 
defense volume from $48,786,000 to 
$132,263,000, International Harvester 
sales showed a 5.6 percent increase 
during the nine months ended July 
31, amounting to $981,473,000 as 
against $929,408,000 in the corre- 
sponding period of last year, Presi- 
|dent John L. McCaffrey reports. 
| Net income was down from $48,- 
| 396,000, or $3.36 a share, in the three 
|quarters of 1951 to $38,442,000, or 
| $2.57 a share, this year. 
| McCaffrey’s analysis of favorable 
|sales factors cited a pickup in 
motor truck sales, a high level of 
farm income, prospects for unus- 
ually large crops and a pleasing 
outlook for Harvester’s Canadian 
subsidiary, in addition to the pace 
of defense orders. 

At the same time, he warned that 
higher manufacturing costs, wide- 
spread droughts and declining ex- 
port sales would be adverse ele- 
ments. 

Discussing the projected $100,000,- 
000 long-term loan with Prudential 
Insurance Co., McCaffrey said he 
expected the transaction to be 
closed and the funds received about 
Oct. 1. 


” ~ * 
| Auto Fibres Stockholders 
| Gain to 6,569 in Quarter 
A steady increase in the number 

















Packard's ‘Penthouse’ in San Francisco— 

Hilary T. Martin (left), resident-manager of the Earle C, Anthony northern Cali- 
fornia Packard distributorship, and Arthur Mathews, used-car manager, discuss last- 
minute details for the formal opening of the new “Packard Penthouse” merchandising 


mart in San Francisco. Martin told guests 


at the opening that increased sales of the 


1952 Packard line have boosted the number of quality tradein automobiles on hand 
to such an extent that expansion of used-car facilities was necessary. Modernistic red- 
wood windbreakers, boxwood and ivy plantings, and other modern decor add to the 


Gttrectiveness of the new rooftop display 


area. 


‘New Auto Laws 





Go into Effect | 
In Michigan 


LANSING.—Among motor vehicle 
acts which have been placed in 
effect in Michigan is a provision 
under which a dealer plate can be 
used on an automobile for the pur- 
pose of transporting, testing or 
demonstrating cars in the general 
conduct of business. 


The new act amends Section 244 
of Act 300, Public Acts of 1949. 
Previously, a dealer could not use 
dealer plates unless the customer 
asked to have a specific vehicle 
demonstrated. 

Other legislation which has be- 
come effective: 

Allows a partial exemption from 
diesel fuel and gasoline taxes to 
municipally franchised passenger 
vehicles of a capacity of 10 or more. 

Makes it a misdemeanor for a 
truck operator to fail to stop at, 
or knowingly bypass, a weighing 
station when requested to stop. 

Makes it a misdemeanor for any 
person to sell, distribute or install 
any device for the purpose of caus- 
ing flame or smoke to be emitted 
from a motor vehicle, except high- 
way maintenance vehicles. 

Allows special highway-use per- 
mits to be issued for more than a 
single trip and on more than one 
day. 

Provides for half-year commer- 
cial license plates expiring Nov. 14 
and May 14 at half the regular fee, 
plus a $2 service charge. 

Exempts auto dealers’ demonstra- 
tors and cars loaned or leased to 
public or parochial schools for 
driver training from use and sales 
taxes. 


Rootes Pleased 
‘Car in Pocket’ Plan 
Is Catching On 


NEW YORK.—The “car in your 
pocket” plan, by which Americans 
vacationing in Europe can purchase 
a British automobile in this coun- 
try for delivery abroad, is enjoying 
mounting popularity each year. 

According to Brian Rootes, in 
charge of the North American in- 
terests of the Rootes Group, maker 
of the Hillman Minx, the Sunbeam- 
Talbot, Humber and other cars, 
overseas sales now average 14 cars 
to every one sold in 1948 when this 
worldwide delivery plan originated. 
This past summer’s deliveries, he 
reports, are 78 percent above the 
1951 mark. 

For Americans who visit Europe 
with the “car in your pocket” plan, 
the arrangements are simple, states 
Rootes. They purchase their car 
through one of the 400 Rootes deal- 
ers in the U. S. Their new car 
awaits their arrival abroad at the 
Rootes depots in London, Paris or 
almost any other European city 
designated by the purchaser. 

Then, upon completion of the 
tourists’ holiday or businessman’s 
trip, the Rootes Organization facili- 
tates speedy delivery of the same 
car to their homes in the U. S. 

Rootes reports that the heavy 
month for orders is in March, and 
the greatest number of deliveries 
are made in the latter part of June. 
Cooperating with Rootes in pro- 
moting this plan for American tour- 
ists are travel agencies throughout 
the country. 





Satori Expands Facilities 
For Sports-Car Owners 


Peter Satori British Motor Cars, 
Pasadena, Calif., has added 10 
rental stalls for sports-car own- 
ers to its outlet in suburban 
Eagle Rock, Calif. Ralph Stewart 
is manager of ‘the new depart- 
ment, which offers coffee and soft 
drinks to patrons. 

All Satori outlets have added 
Rolls - Royce and Bentley sales 
and service to their previous line 
of MGs and Rootes Group cars. 

Robert Hannah and Glen Young 
make up the Eagle Rock sales 
staff 


stockholders or to declare larger 
than in the preceding periods.” 


Sinclair Oil. 





Higher Dividends Coming? 


Several names familiar to the automotive industry are mentioned 
by Hornblower & Weeks, member of the New York Stock Exchange, 
as candidates for year-end dividend liberality. Pointing out that holi- 
day extras “are destined to be more conservative than in recent 
years,” the firm is of the opinion that “despite handicaps, several 
hundred companies are expected to disburse additional payments to 


Among these it lists Bendix Aviation, Continental Oil, Firestone 
Tire & Rubber, B. F. Goodrich, Ohio Oil, Pure Oil, Seaboard Oil and 


dividends for the fourth quarter 











FBI Helps Crack 
Stolen-Car Ring 
In New England 


HARTFORD, Conn. — Agents of 
the FBI and Connecticut motor 
vehicle department have broken a 
five-state stolen-car ring reported 
to have sold more than 30 vehicles 
in Connecticut, Maryland, Rhode 
Island and New York. 

FBI and MVD spokesmen said 
that six stolen automobiles have 
been recovered here to date, from 
apparently innocent private buyers. 
Officials said that two Connecticut 
dealers, one here and one in nearby 
East Windsor Hill, appear to have 
been innocent in their purchases of 
some of the vehicles, 

At Boston, FBI agents arrested 
Frederick J. Martineau, 27, of 
North Attleboro, Mass., and 
Douglas W. Pike, 39, of Attle- 
boro, on a charge of stealing one 
of the cars in North Attleboro 
and transporting it to East Wind- 
sor Hill. However, Boston FBI 
agents say the two men report- 
edly sold 30 or more stolen cars 
in the bordering four states. 

FBI and MVD Officials say many 
Connecticut residents may lose 
from $800 to $1,900 by having pur- 
chased stolen cars, most of which 
were sold first to unsuspecting car 
dealers. Officials described the 
ring’s operations as “smooth in all 
details.” Cars changed hands sev- 
eral times after motor and serial 


;numbers had been 





eliminated or 
altered and colors changed. 

According to Boston FBI, the two 
arrested men are part of a “large- 
scale ring dealing in stolen automo- 
biles,” usually late-model cars. 

The ring was discovered by MVD 
investigators, who uncovered the 
first car in Stafford Springs, Conn., 
with the FBI joining when the 
interstate connection developed. 


Stock-Car Title 


Closer for Teague 


ATLANTA.—Marshall Teague vir- 
tually assured himself of winning 
the 1952 American Automobile Assn. 
stock-car championship here when 
he drove his Hudson Hornet to vic- 
tory in a 100-mile event Sept. 21. 


Frank Luptow, veteran AAA 
driver, was killed during the race 
when his car somersaulted, throw- 
ing him out on the track. 

Two other Hudsons scored in the 
money, with Frank Mundy placing 
second and Red Byron scoring 
third. Teague started on the pole 
and led the race all the way. Dur- 
ing time trials, he set a track rec- 
ord of 49.02 for the mile course. 








Thompson Chevrolet Bows 


Gordon Thompson Chevrolet, Inc., 
recently held its formal opening at 
3494 Philips Hwy., Jacksonville, 
Fla. President of the new dealer- 
ship is Gordon E. Thompson, for- 
mer Chevrolet zone manager. 





NEW LOW-PRICED JUMBO 


TWIN HOIST 
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. MAIL THIS HANDY COUPON 
(] Rush full details on new JUMBO TWIN FARM HOIST 


opens door to 
easy farm sales! 


NATIONAL LIFT CO., Customer Service Dept., 36190 Main St., Wayne, Michigan 
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Truck New Products 











KNEE-ACTION—All Steel Welded Truck 
Co., Rockford, Ill., has announced a knee- 
action, shock-absorbing caster engineered 
for greater economy, efficiency, and 
safety in a wide variety of handling 
applications. Called the Clark duoflex 
caster, it may be used to replace present 
wheeled equipment as well as with equip- 
ment designed for it. All standard wheels 
are interchangeable, says the company. 

. £ = 


Tells About Diesels 


A new edition of Lanova Corp.’s 
diesel combustion handbook is 
ready for free distribution. The 58- 
page illustrated booklet contains a 





non-technical explanation of in- 
ternal combustion principles, with 
complete description of the Lanova 
controlled turbulence combustion 
system, The Lanova address is 38-15 
Thirtieth St., Long Island City 1, 
i 


* * * 


Chek-Chart Publishes 


Fourth Tractor Guide 

Chek-Chart Corp., Chicago, has 
published its fourth Tractor Guide, 
with complete, factory - approved 
tractor lubrication recommenda- 
tions, The new edition contains 78 
pages of detailed lubrication dia- 
grams, covering every popular 
model, plus five pages of general 
lubrication instruction. Included 
are diagrams of two Canadian trac- 
tors, Cockshutt models 30 and 40, 
and Massey-Harris “Pony” model 
No. 11. 


Three New Load-Packers 
Introduced by Gar Wood 


Gar Wood Industries, Inc., 








Wayne, Mich., is introducing three 
models of its new refuse load- 
packer, which it claims features 15 
major improvements to provide 
more sanitary and lower-cost col- 
lection. 

Capacities are raised to 10, 13 and 
16 cubic yards, the firm says, while 
maintaining minimum wheelbase 
requirements. The streamlined, 
fully-enclosed, dripless packers 
have a fully automatic packing 
cycle, and are offered in a “pack- 
age” with the loading hoist. 


* * * 





St. Paul, has announced the addition of 
two new portable cargo-heater models to 
its present line. The heaters can be mount- 
ed or demounted in only two minutes by 
one man, according to the firm. 





_ AUTOMOTIVE NEWS, OCTOBER 6, 1952 








TAILGATE. LOADER —A new and im- 
proved tailgate loader, with a completely 
automatic load brake, is being introduced 
by Ven Corp., Los Angeles 39. The new 
model 30 loader has a latch to eliminate 
rattle, a more durable finish and a higher 
position of the crank to allow more con- 
venient operation, states Venco. The auto- 
matic brake is similar to the type used in 
spur geared chain hoists, is self-adjusting 
and makes Venco safer, it is said. 

* * * 


Air-O-Matic Steer Booster 


Helps Guide Trucks 


Attached to a movable part of 
the steering linkage from the 
frame, the Air-O-Matic Power 
Steer Booster aids the steering of 








There’s a big difference between a 


polly... 





pollywog 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! 





TRADE-MARK 


performance of an engine 


Yes, there’s a powerful difference between the 


using just gasoline 


and one using “‘Ethyl’”’ gasoline. When you set 
the timing to take full advantage of ‘‘Ethyl’’ 
gasoline’s higher antiknock quality, your cus- 
tomer gets ‘‘Ethyl’’ performance—more power, 
quicker starting, more mileage. And you get 
happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


Other products sold under the “‘ Ethyl’ trade-mark: gait cake...ethylene dichloride...sodium (metallic)...chiorine (liquid),..0il soluble dye...benzene hexachloride (technical) 


heavy-duty haulers over tough 
ground, Air-O-Matic Power Steer 
Corp., 24 Noble Ct., Cleveland 13, 
reports in a new booklet on the 
device. 

The booster utilizes compressed 
air to provide power for steering 
on jobs where the ground is soft, 
as in sand or gravel pits, or in 
maneuvers through heavy traffic or 
around loading docks. Constructed 
mainly of anodized aluminum, it is 
lightweight and easily installed, the 
firm says. 





FROM NATIONAL LIFT—The Jumbo 
Twin, a seven-ton farm truck body hoist, 
for use with 1 -to-2-ton trucks, has 
been announced by National Lift Co., a 
subsidiary of Gar Wood Industries, 
Wayne, Mich. The simple direct-lift de- 
sign assures trouble-free operation, and 
a minimum of moving parts means low 
maintenance cost, the firm states. The 
hoist has a rated capacity of seven tons 
with a 12-foot body. Mounting time of 
the Jumbo Twin has been cut approxi- 
mately 50 percent to reduce the delivered 
cost to the farmer, the company says. 
Adjustable wrap-around longbeams per- 
mit easy mounting, and the farmer installs 
the hoist in his own shop without spe- 
cial tools or equipment, it is said. 





oe 


DESIGNED FOR LIGHT TRUCKS—A line 
of hydraulic axle jacks for use with light 
and medium trucks and other lifting, 
spreading or straightening applications is 
being marketed by Stampco Products, 2424 
E. Franklin, Minneapolis. Available in 
three models, 1¥2-ton, 3-ton and 5-ton 
capacities, the jacks are engineered for 
vertical or horizontal operation and have 
a new enclosed pump design which pre- 
vents dirt from clogging pump action, the 
firm states. 








INSULATION FOR TRUCK — Ultralite 
glass fiber insulation is shown being in 
stalled in a truck trailer. A lightweigh'! 
material, it is placed under a furring strip 


and snaps into place. It doesn't shake 
down under rough treatment and is eas / 
to install, according to Gustin-Bacon Mfg., 
Kansas City. 





(Continued on Page 35, Col. 1) 
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Truck New Products 








(Continued from Page 34) 
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INTERIOR CAB 
RECONDITIONING KIT 


RECONDITIONING KIT — With the ad- 
vent of increased used-truck selling at 
retail by dealers, Arndt-Palmer Laborato- 
ries, Melvindale, Mich., has brought out a 
complete truck cab reconditioning kit. It 
includes a quart of leather and leatherette 
renewing finish, a pint of cab interior 
“brush on" fast drying enamel that is 
said to eliminate the necessity of masking 
and a pint of rubber dye that renews the 





finish of tires and other rubber parts so 
that they take on the ‘glow’ of new 


rubber. | 


y 


* x 





LATEST FROM GALION—Galion Model 
12, a new line of single-oxle packaged 
trailer dumps of up to 20 cubic yards 
capacity, is announced by Galion Allsteel 
Body Co., Galion, O. The body, con- 
structed of 10-gauge steel, is 88 inches 
wide inside and has 32-inch sides and 
44-inch ends. Standard equipment in- 
cludes 12-inch steel removable sideboards. 
Length can be varied up to 18 feet to 
provide any desired yardage capacity, 
Galion says. Dumping is handled by a 
Galion Model 77142 hoist. This consists 
of two seven-inch, twin-ram, single-stage 
telescopic cylinders. Rated hoist capacity 
is 18 tons. The trailer suspension is fur- 





nished with either a power fifth-wheel or 
wet-hose mounting. Tire sizes and brakes | 
are available in several options. | 


* * * 


Alpha Lubricant Cuts 


Friction in Engines 
Alpha Corp., 179 Hamilton Ave., 
Greenwich, Conn., offers to the ad 








WE 
WHOLESALE 
USED CARS 


12240 JOS. CAMPAU 
DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 
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dustry a new brochure, Bulletin 96, 


describing the properties and use 
of Molykote Type A, a lubricant de- 


| signed to reduce friction in inter- | 


nal combustion engines. 


About 50 percent of the horse- 
power of the best-engineered motor 
is dissipated in friction, Alpha sta- 
tistics indicate. The company ex- 
plains that Molykote Type A mini- 
mizes this loss by preventing rup- 
tures in the oil film through infu- 


sion of molybdenum disulfide, which | 
is freed of all abrasive particles 


and ultra-processed and refined. 
* + * 


Ford of Canada Dealers 


Dispense Miracle Power 


Miracle Power will be available 
to Canadian auto, truck, bus and 
tractor owners this fall season, ac- 
cording to the manufacturer, AP 
Parts Corp., Toledo 1. 

Initial distribution in Canada is 
now being made through Ford Mo- 
tor Co. of Canada, Ltd. 


TRU 
Lpnichriy eK 


| Otay 


abr Ty 





TRUCK LUBE GUIDE—The fourth edition 
of the Truck Lubrication Guide published 
by Chek-Chart Corp., 31 E. Congress St., 


Chicago, is designed to help servicemen 


provide proper lubrication for trucks cur- 
rently on the road. This 96-page edition 
carries manufacturer-approved lubrication 
recommendations for all light and heavy 
trucks produced by 19 truck manufacturers 





in the last 10 years. 


Industry Is Urged 
To Take Lead in 
Materials Buildup 


| NEW YORK.—A three-point pro- 
|gram, which calls on _ industrial 
|leaders to help solve the nation’s 
|materials supply problems, 
recommended here last week by 
William S. Paley, former chairman 
of the President’s Materials Policy 
Commission, in an address at a 
luncheon meeting of the National 
Industrial Conference board. 


Paley, chairman of the board of 
Columbia Broadcasting System, told 
the group that industry must take 
the initiative in attacking the 
threat of a “creeping” materials 
shortage if economic progress and 
security from Communism are to 
be realized. The meeting was at- 
tended by more than 400 persons, 
many of them research and plan- 
ning executives of major companies. 


Paley called for the following 
program, which he said represented 
the basis for solutions recommend- 
ed in the policy commission’s recent 
report to the President: 


1. To get more materials and 
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}new and abundant materials 





35 
more energy from domestic re- 
sources at low cost. 

2. To make better use of what 


is available, and find ways to use 
as 
substitutes for scarce domestic ma- 
terials. 

3. To import more materials from 
other nations of the free world on 
terms that are advantageous both 
to this country and to them. 

“Unless long-term planning is ap- 
plied, the United States is in dan- 


| ger of becoming a ‘have-not’ nation 


in such basic materials as iron ore, 
zinc, copper, lead and aluminum 
within the next 25 years,” Paley 
said. 

Groups of companies, Paley sug- 
gested, could band together for 
long-range planning of future ma- 
terials needs, particularly from the 
standpoint of avoiding weakening 
scarcity as well as rising costs. 


Pearse Motors 


Pearse Motors, Inc., Southern 
Pines, N. C., has been granted a 
charter by the secretary of state 
to engage in a general automobile 
business. Authorized capital stock 
is $100,000, with $25,100 subscribed 
by Robert N. and Arline Pearse, 
and H. F. Seawell jr. 

















With Eaton’s exclusive planetary design, gear speeds 
are slower; gear loads are distributed over several 
gear teeth, holding down stresses and wear. Planetary 


Pinions turn only in the low speed range. In the high 


speed range they are locked out. The axle then oper- 





LES 


Axle Division 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 


longer, at lower cost. 


ates as a conventional single-reduction unit. 


Eaton 


2-Speeds are quiet in operation, easy to shift, and run 
long, trouble-free mileages. Genuine dollars-and-cents 
savings for truckers are assured by actual performance 
records representing billions of miles of operation. 


With Eaton 2-Speeds trucks haul more, faster, and 





Today, America’s roads are crowded with twice the traffic they were designed to 
carry. Help end the national traffic jam by speaking up for more and better roads. 
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Lawsuits Affecting Dealers .. . 


director, General Outdoor Advertis- 
ing Co., Inc.; and Wilbur VanSant, 
president, VanSant, Dugdale and 





-|\Chamber Names 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

A READER asks this question: “I 
“*% bought an automobile whose 
certificate of title has a _ rubber- 
stamp notation that the car is sub- 
ject to a lien for $ (blank) amount. 
Does this mean there is no lien on 
the car?” 

According to a late higher-court 
decision, the answer is no. 

For instance, in Wilson  v. 
Bankers Investment Co., 47 So. 
(2d) 779, testimony showed that 
one Foster bought an automobile 
in Oklahoma and executed a 
chattel mortgage for the purchase 
price. This mortgage was as- 
signed to Bankers Investment. 

Later, the Oklahoma tax commis- 
sion issued to Foster a certificate 
of title reciting that the car was 
“subject to a CM lien in favor of 
Bankers Investment Co.” There 
was no amount of money specified 
in the blank space. 

+ + 


Vehicle Changes Hands 


— despite his promise in 
the mortgage not to remove the 
automobile from the county where 
purchased unless the mortgagee 
consented, took it out of the state, 
and there sold it to Wilson, assign- 
ing to him the certificate contain- 
ing the notation about the out- 
standing lien. 

Wilson ignored this information 
of an indebtedness against the 
automobile and contented him- 
self with an affidavit from Foster 
that the automobile was unen- 
cumbered. 

Soon afterward, Wilson sold the 
automobile to a man named White, 
who had no knowledge of the lien 
on the car since his certificate of 
title had no notation regarding the 
Bankers Investment lien. 

* 


Wilson Held Responsible 

i SUBSEQUENT litigation, coun- 
sel argued that since the blank 

space contained no amount, the 

notification of a lien was invalid 

and, therefore, neither White nor 

Wilson was responsible. 

However, the higher court held 
that Wilson must pay to Bankers 
Investment Co. the full amount due 
on the mortgage, with legal inter- 
est. The court said: 

“The lack of the exact amount 


Buffalo Plant 


Houdaille-Hershey Renames 
Houde Division 


BUFFALO, N. Y. — Houdaille- 
Hershey Corp. has changed the 
identity of its Houde engineering 
division here to Buffalo division, it 
was announced here last week. The 
old name dated back to 1919, when 
the corporation was formed. Hou- 
daille-Hershey acquired the plant 
in 1928. 

Only the name is changed, ac- 
cording to Manager Alfred C. Ryan. 
He added that changing the name 
of the Delavan Ave. plant is in line 
with a Houdaille-Hershey program 
to have the city mentioned in the 
names of all plants. 

Houdaille - Hershey has spent 
more than $2,000,000 for moderni- 
zation and expansion at the Buf- 
falo plant since the end of World 
War II 


Ky. Cities Get Go-Ahead 


On Privilege Licenses 


FRANKFORT, Ky. — In addition 
to installing parking meters, all 
Kentucky cities may levy a privi- 
lege license on cars and trucks 
using the streets, according to an 
opinion of Walter C. Herdman, as- 
sistant attorney general. 

Herdman said that municipalities 
may enforce the tax under present 
police powers. Whether the owners 
could be arrested and the cars 
hauled away would depend on the 
wording of the local ordinance, 
Herdman added. 


Strefling Takes Deal 

Fred Strefling is the new owner 
of the Culver (Ind.) Chevrolet deal- 
ership, which had been owned and 
operated by E. Thoner & Sons since 
November, 1950. Strefling formerly 
was in the automobile business at 
Three Oaks, Mich. 








| Co., Inc. 





OK USED CARS Ad Committee 





WASHINGTON. —Two dozen snniacatianinsininasnemmas 

business leaders have been ap-|s5=£ 

pointed to the U. S. Chamber of, 22 Supplement Okayed 
—— |Commerce advertising committee|Qn Chevrolet Shop Fees 


| for 1952-53, with George E. White- | 
| well, vice-president, Philadelphia) 'WASHINGTON.—OPS last week 
Electric Co., continuing as chair-|@pproved a supplement to a flat- 
|man. The committee will meet Oct.) rate manual for use by auto repair- 
15 in Washington, he said. | men in setting charges to their cus- 
q@| Among those appointed to the| tomers for work performed on 1952 
Hye on ae lt a are: Ben| model cars. 
- Donaldson, advertising and sales; The action provides approval for 
| Promotion director, Ford Motor| Chevrolet 1952 Supplement to 1946- 





and the statement that the ac- 
curacy of the information could 
not be guaranteed gave Wilson 
no excuse for making no inquiry 
of the liener about the amount 
unpaid. 

“When they procured the Florida ; 
certificate showing the car free of | Sea ee * . 





ee ee, Oe ee re i "ere |Co.; Arthur Motley, president, Pa-| 

of an innocent purchaser who| y tamed y,_?P ; : 1950 Chassis Flat Rate Schedule. 
. ‘ | |rade Publications, Inc.; Lloyd E. 

naturally relied upon the certificate, \ - Partain, farm market director 





they became responsible to the; “J like this little foreign car, |Curtis Publishing Co.; Kenneth G.|__ The back pages of every issue of AUTO- 


Bankers Investment Co. for conver-| but I don’t have any foreign | Patrick, General Electric Co.;|MOTIVE NEWS contain the WANT AD 
money!” | Le. a Soba | Section. Others are profiting from AUTO- 
y! |Leonard W. Trester, public policy| MorrvE NEWS WANT ADS! Are you? 











sion of the security.” 


Sell Faster, More Economical Refuse 


THE NEW 1953 











1. New, LOW-LEVEL LOADING speeds 
up collection schedules. Crew 
works at faster, steadier pace—all 
day long—with less fatigue and 


2. New, WIDER LOADING HOPPERS 
provide greater effective loading 
area. Crew loads simultaneously 
from both sides of truck without 


3. New, FULLY-AUTOMATIC HYDRAU- 
LIC RAM compacts all refuse into 
full-capacity load of maximum 
density. Single, finger-tip hydraulic 


4. New, HYDRAULICALLY-OPERATED 
RETAINING PANEL AND POSITIVE 
LOCK insures positive retention of 
all refuse compacted into body. 








control ft tically plet Retaining panel keeps load under 
loading and compacting cycle. constant compression. 


interference . . . and without acci- 
dental spillage. 


increased efficiency since less 
physical effort is required. 











5. New, LEAKPROOF TAILGATE SEAL 
AND LOCK eliminates seepage of 
residual liquids pressed from ref- 
use compacted into body. Seal is 
of doubl tact tubular type for 
maximum efficiency and long life. 


6. New, TAPERED BODY DESIGN 
with smooth interior surface as- 


7. New, LARGER RIDING STEPS, con- 
veniently located on each side of 
sures fast, complete load discharge body, provide increased standing 
—prevents load hanging within area for greater safety. Steps are 
body. Clean-lined exterior ft low ted for greatest conven- 
catch on low-hanging trees. ience and accessibility. 


8. New, INCREASED LOAD CAPACI- 
TIES, made possible by Gar Wood 
advanced engineering, mean larger 
loads per trip and fewer trips to 
point of disposal—resulting in sub- 
stantially-reduced operating costs. 











Here's another first added to Gar Wood's long list of engineering achieve- 
ments—the new, 1953 Gar Wood LOAD-PACKER. 


More than 30 design and engineering improvements add up to faster 
refuse collection schedules and lower operating costs. Increased capacity 
means fewer trips to disposal point. Improved, direct-line ram actuation 
exerts greater compacting force . . . insures denser compaction of refuse 
and extra capacity per cubic content of body. 


And, since body and hoist are a “Packaged Unit”, installation is quick 
and easy. Changing LOAD-PACKER body from one chassis to another is also simplified. base 


Yes, you profit most when you sell the best—sell the new Gar Wood LOAD-PACKER d and 
more than 2,000 American cities from coast to coast. 7 Coed end prafewed by 
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—Coming Events= 








Dealer Conventions 
Yet. 5-7—Texas Automotive Dealers Assn. 


Dec. 1-2—Idaho Automobile Dealers Assn. 
Boise. ' 
Dec. }—Oregon Automobile Dealers Assn., 


| 


Feb. 7-13, '953 — Milwaukee County Auto 


Dealers’ Assn., Auditorium Bldg., Mil- 
waukee. 

March 14-22, 1953 — Chicago Automobile 
show. International Amphitheater, Chi- 
cago. 


= * x 


Aftermarket Shows 


General 
Oct. 10-18—International Auto Show, Oak 
land Exposition bldg., Oakland, Calif. 
Oct. 20-24—National Safety Council, na 
tional exposition, Conrad Hilton hotel, 
Chicago. 
Oct. 22-Nov. I—International Motor Ex- 
hibition, Earls Court, London, England. 
Nov. 6-7 — American Finance Conference 


Nov. 3-4— Society of Automotive Engi- 
neers, Chase hotel, St. Louis. 
Nov. 6-7— Society of Automotive Engi- 
neers, Mayo hotel, Tulsa, Okla. 
Nov. 30- Dec, 5— Society of Automotive 
Engineers, Statler hotel, New York City. 
* * * 


Trucks - 


Oct. 6-10—American Trucking Assn., con- 


Columbia Athletic Club, Portland. | Palmer House, Chicago. | 





E ‘ convention r q vention and roadeo, Waldorf Astoria, 
a -< -g lvania Automotive Assn Dec. 4—Utah Automobile Dealers Assn., March 26-29, 1953—Southwest Automotive | Nov, 10-13—American Petroleum Institute New York City. 

Ch Hente-Meddon Hall, Atlantic City Newhouse hotel, Salt Lake City. show, Automobile bldg., Fair Park annual meeting, Conrad Hilton hotel 

N e é Dec. 8-10—Ohio Automobile Dealers Assn., Dallas and Palmer House, Chicago. 


Statler hotel, Cleveland. 
Feb. 14-18, 1953 — National 

Dealers Assn., San Francisco. 
Feb. 28-March 7, 1953 — Johnstown Auto- 


Dec. 10-13—Automotive Service Industries 


Jct. ig eg eo eae show, Municipal Auditorium, Atlantic 
ssn.. Pioneer hotel, Tucson. 


A Automobile 
Set. 12-14—Mississippi Automobile Dealers 


Chrysler Relies 


New Mouldings Plant 


City, N. J. 
Jan. 30-Feb. 8, 1953—Los Angeles Inter- 


pone vs fer ° 
on cee et — oe 7 mobile Dealers Assn., Cambria County FRANKFORT, Ky. Southern national Automobile show, an Pacific On 12,000 Firms 
og ie 1B National (Used. Car Deolers War Merona, Jonrtown Pay Mouldings, Inc, manufacturer of | pyt'%"s"igis'Xifornctive Accesory | 

Oct. 19-2)—Florida gee neg al Wholesalers & Mfars. Assn.. King Ed- (automobile mouldings, has bought | Manufacturers of America Exposition, | For Materials 

Assn., Sans Souci hotel, Miami Beach. ward hotel. Toronto. oom ied by | Grand Central Palace, New York City. | y 

Oct. 26-28—Automobile Dealers of Ala- a: ff a plant here formerly occupied by) eh (26. March 1, 1953— Pacific Automo- | pmepRoIT M th 

beams, Buene Viste hotel, Biloxi, Miss. the Western Newspaper Union. tive Show, Civic auditorium, San Fran- | . a ore an 12,000 
Oct. 26-28—Tennessee Automotive Assn. Dealer Auto Shows “a z beat cisco. companies with plants located in 
Noll hotel, Nashville. a Southern said it planned to begin a a errata 

Oct. 27-29— Automotive Trade Assn. of Jan. 24-31, 1953—Grand Rapids Automo- operating the plant this fall and more than 1,100 cities in 43 states 


Virginia, John Marshall hotel, Richmond Auditorium, 

Nov. 16-17—Texas Used-Car Dealers Assn. 
Buccaneer hotel, Galveston. 

Nov. 19-20—Oklahoma Automobile Deal- | 
ers Assn., Skirvin hotel, Oklahoma City. 


bile Show, Civic Grand 
Rapids, Mich. 

Jan. 31-Feb. 7, 1953— 50th anniversary 
show, Buffalo Automobile Dealers Assn 
Masten Armory, Buffalo. 


Engineering 
Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh. 


supply materials, services or com- 
ponent parts for Chrysler’s civil- 
ian and defense work, according 
to Chrysler Motors Magazine, com- 
pany publication. 

The magazine says that 74 per- 
cent of these suppliers are firms 
employing fewer than 100 persons 


would expand from 25 or 50 em- 
ployes at the start to 100 within 
a year. 


























: a © and that only 6 percent employ ; 

\ |more than 1,000. ; 
| “These figures,” the company 
stated in the special 32-page de- 


fense issue of the magazine, “stress 

the need which the major prime 

contractor has for the services of 

properly qualified suppliers and the 

vital part these sources play in the : 

defense effort.” } 
An estimated 21,800 persons, or 

approximately 19 percent of the ; 

company’s total employment, are 


engaged in defense work in Chrys- i 
ler plants, according to the maga- 
zine. ; 


The publication says that Chrys- 3 
ler’s defense activity is so integrat- j 
ed that nearly all its plants are i 











contributing to its diversified man- i 

6. ufacturing operations on defense : 

5 Tapered |contracts covering more than 30 ; 

Leakproof Body | important projects. | 

Tailgate Design Bn Ng a ae } 

Seal and » \ 

, ab Fruehauf Fills ; 


Hydraulically- 








9 } 
eens 2 Branch Posts 
Retaining DETROIT. — Appointment of C. 
Panel and Roby Miller to manage its Roanoke : 

Positive Lock 


(Va.) branch, and T. L. Meikle as 
district manager in charge of its 
Rochester, Buffalo and Syracuse : 
branches in New York, was an- M 
nounced last week by Fruehauf i 
Trailer Co. i 

Miller joined Fruehauf in 1946, ‘ 
and has served as sales manager 
of branches in North Carolina and 
West Virginia. Meikle has been 
with Fruehauf since March, 1950, 
and recently served as assistant 
branch manager in Rochester, N. Y. i 


in alata 


27 Twin Coach Vous 


Ordered by Parcel Service 
| KENT, O.— Twenty-seven Twin d 
—n Fageol vans, in which tubu- i 





jlar frame bodies replace conven- 
| tional truck frames, soon will be in 
|use by United Parcel Service in 
|Chicago, Seattle, and Portland, 
|Ore., President L. J. Fageol of the 
coach firm has announced. 

Fageol says the new model, by 
| reducing space ordinarily required 
for cab and engine in cab-over- 
engine trucks, gives 200 cubic feet 
more payload space than conven- 
tional trucks. 





ORCHIDS | 
ONLY Sig 
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® =o a i @ | 
Wider yet day Increased Larger 
Loading eaang Load Riding 
Hoppers Capacities Steps 
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CHEAP AS A POSTAGE 
STAMP, AND A GREATER VALUE 
FOR SPECIAL PROMOTION! " 


| Genuine, dainty Princess Aloha Hawaiian 
orchids, used so sensationally for sales build- 
ing, now as low as 3c each. Beat last year's 
sales volume with an orchid promotion. Fea- 
ture these fresh orchids in corsages of one, 
two, or three flowers, for openings, anniver- 


eS 


Trace wane 


INDUSTRIES | 
GAR WOOD INDUSTRIES, INC. 


WAYNE, MICHIGAN 





Gar Wood Industries, Inc. 
36107 Main St., Wayne, Mich. 


Attn. Customer Service Dept. - 
d me complete information about selling the new, 


* saries, and other specia! events. Write today 
Please son ACKER in my community, for complete details, and take advantage of 
Gar Wood LOAD-P this special offer. 


20,000,000 orchids available; also roses, car- 
nations, camellias, and wonderbloom corsages, 
all flown to you, roaty for distribution. 

Orders accepted as low as $5 — as large as 
$56,000. Please send check with order. Mats 
and window streamers free with orders. 
Corsage ribbon bow streamers available at 
cost imprinted with the name of your firm. 
An exclusive “Orchid King’ feature. 


GRAHAM DIBLE 
“THE ORCHID KING” 
ANO, Dible Bidg., 8th and Walls Sts. 
Los Angeles 14, Calif. 


(nD 


ne 
——————— 


Company ——————____ 


ens te a aE rr | 
Address \ 
} 


Fill out and mail this coupon now for complete 
facts about how you can profit by selling the new, 
1953 Gar Wood LOAD-PACKER. 








| 
| 
\ 
\ 
\ 
\ 
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Peairs Features Revolving Car Stand— 


One of the new additions to the recently remodeled quarters of Peairs Bros. (Buick), 
Bellflower, Calif., is the revolving, umbrella-covered stand for display of used-car 
specials. Situated on the firm's lot at the busiest intersection in Bellflower, the display 
has proved to be a highly effective medium for promotion of used-car sales, according 
to William and Charles Peairs, owners of the dealership. Another innovation is a 
special type car-washing system with which the used cars can be washed without 
removal from their display places. 





Wondering how new-car and truck production and sales are making out? 
TIVE NEWS gives you the entire story every week throughout the year. 


AUTOMO- 











| 


Dealer Doings 








Griffith Automobiles, Inc., Greens-| Columbus, O., it is announced by 
| boro, N. C., has opened for business; John A, McAlonan, president. The 


new and used cars. The firm is 
owned by George Griffith, who has 


years. George T. Cleland is sales 
manager of the Greensboro opera- 


tion. 
* * - 


Louisville Hudson Deal 


Passes to New Firm 
U. A. Heckaman, owner of Heck- 


has dropped his new-car franchise, 
but will continue to operate his 
used-car lot at another location. 

The Hudson franchise was taken 
up by Kef Motors, Inc., which will 
operate the dealership at its old 
location. The new concern was 
formed by Fred Kunz and Pete Eg- 
gleton. 

+ + * 


McAlonan Building Addition 


Construction has been started on 
a second floor to add 6,000 square 
feet of service space to the facili- 
ties of Universal Motors (Ford), 





;|/at 379 N. Elm St. It will deal in| project will 


aman Motors (Hudson), Louisville, | 





cost about $40,000, 


McAlonan said. 
* * * 


been in the automobile business 32 British-Car Distributor 


Appoints Ehrman as Rep 

David Higgins, executive vice- 
president of Imperial Car Dis- 
tributors, Inc. Hampton, Va, 
announces appointment of Gus 
Ehrman as sales and _ service 
representative for Maryland, 
Delaware and Virginia. 

The company handles Rolls 
Royce, Bentley, MG and Morris 
cars. A competition driver, Ehr- 
man is associated with many 
sports-car clubs. 

* * * 


Charlton Quits as Head 
Of Highway Trailer 

Henry L. Chariton has resigned 
as president and a director of 
Highway Trailer Co., Edgerton, 
Wis, 

Oliver H. Payne, chairman of the 


board, will also serve as president | 
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Do you indulge in loose Torque? Do you get too Lubricated 
in Universal Joints? These and other situations are well 
documented in the novel diploma issued by the Meritorious 
Institute of Truckology. If you would like to amuse your 
friends and customers, write today for a beautifully framed 
copy of this unique diploma... free to friends of Reo. You 
will also receive interesting facts pertaining to a splendid 
opportunity for men who can qualify as REO dealers and 
distributors. Mail the coupon today. 


REO MOTORS, INC., Lansing 20, Michigan 
GOLD COMET ENGINES 


REO MOTORS, INC., LANSING 20, MICHIGAN 
Please send me a free framed copy of the "M.1.T."" DIPLOMA, as well 
as information about REO representation. 
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of the firm. Frank C. Gokey, execu- 
tive vice-president, will become 
chief executive officer and a direc- 
tor of the company. 

o * * 


Ex-OPS Aide Gets Post 


With Morgan Motors 


President W. B. Morgan of Mor- 
|}gan Motors (Packard), Pasadena, 
Calif., has announced the appoint- 
ment of E. S. Shank as general 
manager and the resignation of 
Phil Renick as sales manager. 

Shank, who had been serving as 
southern California chief of the 
Office of Price Stabilization, was 
Los Angeles zone manager for a 
General Motors division for 14 years 
before that. He once operated his 
own dealership. 

Renick will operate Phil Renick 
Motors (Packard), Fullerton, Calif., 
recently purchased by Morgan and 
Renick in partnership. 

* . * 


Jenkins Hailed 


GM Dealer in N. C. 
Marks 40 Years 


An eight-page special section in 
the Windsor (N. C.) Bertie Ledger- 
Advance greeted the 40th anniver- 
| sary of Charles H. Jenkins and Co. 
late in August. Jenkins, founder 
and president, operates eight deal- 
erships in five eastern North Caro- 
lina towns. 

Branches of the parent firm sell 
| Buick, Oldsmobile, Pontiac and 
|Cadillac cars and GMC trucks in 
| Aulander, Ahoskie, Edenton, Wil- 
|liamston and Windsor. 

Jenkins also owns Standard 
Chevrolet Co., of Aulander, and 
Jenkins Equipment Co. (Interna- 
tional), Windsor. 

Wayland L. Jenkins is general 
|manager and Cecil L. McCoy, sec- 
| retary. 








Six Dodge ‘400’ Members 


Named in Portland 


Six Portland (Ore.) Dodge sales- 
men have been awarded charter 
memberships in the national Dodge 
400 club in recognition of outstand- 
ing sales records. 

Each was presented a gold pin 
and membership certificate by J. A. 
Neelands, Portland district man- 
ager. Five winners at the Joe 
Fisher organization were S. F. 
Wiemer, Peter R. Thompson, Don- 
ald Armstrong, Rudy Partipilo and 
Wesley Peterson. Winner at Lee 
Cosart Motor Company was Gary 
A. Risher. 

a . 
Finnegan in Financing 

James C. Finnegan, formerly re- 
tail sales manager for Nienstedt 
Pontiac, New York, is now associ- 
ated with the Dealer Plan Corp. at 
Yegan Associates. Dealer Plan 
Corp. is a bank plan for automobile 
financing. Bankers Trust Co. pro- 
vides the banking facilities in New 
York City, in which 41 other banks 
throughout the east participate. 

. * aa 


Truitt Adds McKeon 


Arthur Truitt, Truitt Buick Co., 
Amarillo, Tex., has announced that 
John McKeon has been named 
general sales manager to succeed 
Clyde Walling. McKeon comes to 
Amarillo from El Paso, where he 
was general sales manager of 
Watkins Motor Co., Buick-Chevro- 
let dealership. 

- 


= s 


Cannady Pontiac Is Sold 


C. R. Herron jr., manager of a 
Canton, Miss., Ford agency for sev- 
en years, has purchased Cannady 
Pontiac Co. in Meridian, Miss., from 
| W. R. Cannady. W. D. Shannon will 
be in charge of the parts and serv- 
ice department. Cannady will con- 
tinue to operate Cannady Motor 
Co., dealing in used cars. 
| * + * 


Installs Body Shop 
Frank Kent Motor Co., Fort 
Worth, Tex., has installed a com- 
pletely equipped paint and body 
shop, according to Ray Jones, serv- 
ice manager. 
* 


= a7 
L. A. Buick Firm Completes 
Expansion, Modernization 
Moench-Davis (Buick), Los An- 
geles, is celebrating completion of 
an expansion and modernization 
program in both sales and service 
departments. Three salesmen’s of- 
fices and quarters for the finance 
and insurance department, have 
been added. Lubrication facilities 
have been doubled by addition of 
(Continued on Page 39, Col. 1) 
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all equipped with two-way radio, 
“ Re 3 : - |and other equipment for road serv- 
ae fal ‘. oe | ice. 
| # & : a « 2: 
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(Continued from Page 38) 


E. Gaither, Ethel Gaither and W. P. | 
Hogan. 
Central Motor Co., El Paso; capi- | 
ir reconditioning have been ex-/tal, $10,000; incorporators, William | 
yanded and modernized. | Flournoy, Ruth Sumner and James | 
Ca ® Davis. 


Grihalvi Buick on Coast — a, Inc., ie 
; ; of capital, $1,000 incorporators, om- 
oak eacnan pod — yes as J. Welfelt, R. A. Jennings and | 
appointed Buick dealer in San | Gene K. Lumpkin. 
Diego, Calif., R. J. Kelly, Los An- Panhandle Motors, Inc., Amarillo; 
geles zone manager, announces. A | capital, $1,000; incorporators, J. H. 
new building will be ready Jan. |Frame, Mildred Frame and How- 
1. Temporary quarters have been | ard F. Saunders. 
established across the street. Of * *¢ * 
the “summerbell arch” type, the 
new structure will be virtually 
surrounded by glass, with a serv- 
ice department of the patio type 
with open-air working _ stalls. 
Grihalvi has been a used-car deal- 
er in San Diego over 2% years. 
* 


. ° * 


Bertke Buys Ky. Deal 


Tribbey Motor Co. (Ford), 
Beardstown, Ky., has been bought 
by J. T. Bertke, St. Louis. Bertke, 
who has been associated with Ford 
for 25 years, and Mrs. Bertke 
moved to Beardstown in mid-Sep- 
tember. 


vo stalls with twin-post hoists. 
The firm’s auxiliary quarters for 
~w-car “make-ready” and _ used- 


+ + ra 


Anderson Heads Sales 


Carey E. Hardy, head of the 
Chrysler- Plymouth dealership in 
Monrovia, Calif., has announced the 
appointment of. Jack Anderson as 
sales manager. Two salesmen have 
been added to the new and used- 
car departments. They are Phil 
Hann and Bob Herren. 

* * * 


Dumas Leases Building 


For Bodies, Get-Ready 

Ben Nelson, vice-president and 
general manager of Dumas Chev- 
rolet Co., S. Carrollton and Tulane 


Chipman Bankruptcy A Profit-Sharing Check for Oldtimer— 


Chipman Motors, Ltd., Chipman, | 
N. B., has made an assignment in 
bankruptcy and notice has been 
filed in Ottawa that E. J. Dey, C. 
A., has been named custodian of 
the estate. 


One of Cleveland's oldest car salesmen has retired and has become the first 
employe of Dowd-Feder, Inc., to benefit from the Chrysler-Plymouth dealership's prof- 
it-sharing plan. He is Price Kenney (center), 67, shown receiving a check from E. S. 
Dowd, company president (left), and Marcus Feder. Kenney started selling cars in 
1904, at the age of 19, and has handled the old Knox, Peerless and Stevens-Duryea 
cars. 


Sheehan Takes DeSoto 

Reorganization of Sheehan Motor 
Sales, 1675 S. Park Ave., Buffalo, 
as a DeSoto-Plymouth dealership 
is announced by Sherwood H. Shee- 
han, general manager and owner, 
who formerly held a Nash fran- 
chise. Sheehan started in the auto 
business in 1939. 

* * * 


Sanford Appointed 
Harold W. Sanford is the new 
general manager of Denny Motors, 
Inc. (Packard), Columbia, S. C. At 
one time, Sanford was wholesale 
manager of Hudson-Columbia Co., 
and recently had been connected 
with dealerships in Charleston, Co- 
lumbia and Augusta. 

. 


* = 
Pa. Pontiac Dealer Joins 


College Trustee Board 

Joseph F. Lester, Kingston 
(Pa.) Pontiac dealer, is a new 
trustee of Wilkes college, accord- 
ing to Gilbert S. McClintock, 
board chairman. Lester has sold 
automobiles for the past 18 years, 


e s * - + 


and last year built the rew Lester | 


Pontiac building on | ierce St., 
Kingston. He is presidi nt of the 
West Side Businessmen’s Assn., a 
director of the Wyoming Valley 
Motor club, and is vice-president 
of the Wyoming Valley Automo- 
bile Dealers Assn. Born and edu- 
cated in Poland, Lester returned 
to that country in 1928 for Gen- 
eral Motors Corp., with the result 
that an assembly plant was 
opened in Warsaw. He was hon- 
ored in 1950 by GM and Pontiac 
as an outstanding dealer. 
. « 


Chevrolet Dealer Marks 


25th Year with Make 


A. A. Klinger, of Sacramento, Pa., 
is observing his 25th anniversary as 
a Chevrolet dealer. 

He started selling Paige and Jew- 
ett cars in 1925 in a frame building 
with about 2,300 square feet of 
space. Across the street from his 
main building today, it now is used 
as a body shop. Klinger became a 
Chevrolet dealer in 1927 and built 
a showroom opposite the original 
building in 1930, adding a shop to 
it in 1934. 

Y oa * 


Symes Adds Stalls 


Jack Symes Motors, Inc. (Cad- 
illac), 655 E. Green, Pasadena, 
Calif., has expanded its addition- 
al service department at 1820 E. 
Walnut to induce 12 more open- 
air service stalls. The new build- 
ing is 160 feet long and 35 feet 
wide, with construction costing 
$45,000, the firm said. 


7 + x 
Seven Automobile Firms 


Incorporate in Texas 


Seven automobile firms have been 
incorporated in Texas recently, ac- 
cording to the secretary of state’s 
office in Austin. They are: 

Park Motor Co., San Antonio; 
capital, $2,000; incorporators, Stan- 
ley Abraham, Sam C. Bennett jr. 
and V. E. Heyer. 

Tradein Tex, Inc., Dallas; capital, 
$100; incorporators, William H. 
Tucker jr., James L. Bell and Nancy 
J. Bell. 

Bruce Motor Co., Weslaco; capi- 
tal, $40,000; incorporators, W. D. 
Bruce, V. E. Cook jr. and W. A. 
Stephenson. 

Gaither Motor Co., Rockdale; 
capital, $150,000; incorporators, W. 


Bailey gets K-F Deal 


Roy F. Bailey, head of Bailey’s 
Auto Service, has taken over the 
St. St. Petersburg (Fla.) dealership for | alignment departments; motor re-|wreckers and three service trucks,| (cor (Fla.) dealership for 


| Kaiser and Henry J automobiles. 
Included is a radiator repair shop; 
paint shop; body, frame and wheel 
alignment departments; motor re- 


J 
\ 


~ 


pair and overhaul department, and 
washing and polishing department. 
Bailey already was operating three 
wreckers and three service trucks, 


Fort Worth; | B 


ZI] 


Ave., New Orleans, announces the 
leasing of a building at 601-615 S. 
Jefferson Davis parkway as a body 
and metal shop and as a “get- 
(Continued on Page 42, Col, 1) 
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* « Strikingly modern in design pry appearape, 
house now meets the requirements of the vasily e: 















* New parts warehouse and zone office at Sharon Hill, Penna., will have the advantage of § 
giving faster parts service to Nash dealers and their customers. 








* Memphis zone office and parts warehouse is one of six new structures into which zone 
operations have moved in the past few months. 























* Seattle zone office, like other new Nash zone facilities, oe pron La assistance to 
dealers in the operation of their businesses. 





* In the Motor City, this new zone office and warehouse brings the assistance of skilled 
factory personnel closer to dealers in the Detroit zone. 
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* New Nash Atlanta zone office and parts warehouse. In 
the number of zone offices from 21 to 24. 


the past year Nash has increased 





¥& These six new Nash zone buildings and parts 
warehouses, like the Nash manufacturing plant 
expansion program, represent only a part of the 
Nash picture of constant growth, constant progress. 


You see added evidence in the magnificent, modern 
Nash dealerships. 





You see it in the mounting public acceptance of 
Nash—the number of Nash cars on the road more 
than doubled in the past ten years. 


But, most of all, you feel it in the dynamic drive, 
the forceful, inspired vision that dares to do— 
that dares to lead. 





This is the vision that dared to produce a completely 
new idea in cars—the Rambler. The vision that 
dared to pioneer an international sports car—the 
Nash-Healey. The vision that dared to give the 
world’s foremost custom car designer a free hand in 
styling the Golden Airflyte. The vision that brought 
to motoring a whole host of “‘firsts”, from Airflyte 
Construction to Weather Eye Conditioned Air. 


Yes, big things are happening at Nash, because the 
men of Nash think big and think ahead—and dare 
to put their thoughts and dreams on the road. 

That is why there’s such a world of agreement that 
‘“There’s Much of Tomorrow in All Nash Does Today.” 








THE AMBASSADOR - THE STATESMAN - THE RAMBLER 
Die Binest of OU Bifly Yours 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 
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ready” department for cars and 
trucks. 

The fireproof building has 12,000 
square feet of space, according to 
Nelson. The new-car establishment, 
which opened Aug. 30, has 32,000 


square feet of space. 
> + * 


Charter for Bob Robin 
Incorporation papers have been 
granted Bob Robin Co., auto dealer 
in Cheviot, O. 
* > 7 
Burglars Loot 2 Firms 
Burglars broke into and looted 
the plants of Conrad Schmidt Mo- 
tor Co., 600 E. Broad St., and Oty- 
McGee, Inc., 621 E. Broad St., Co- 
lumbus, O. 
* * * 


McDonald, Wenger Buy 
Wittmer Motors in Kansas 
Wittmer Motors (Studebaker-In- 
ternational), Sabetha, Kans., has 
been sold to L. D. McDonald, con- 
sulting engineer of Kansas City, 





and Kenneth Wenger, Wittmer Mo- 
tors sales manager. 

Wenger will manage the business. 
O. J. Wittmer, the former owner, | 
will be on the sales force of the} 
new firm. 


Doings 


* * * 


| Meachman Takes Over 


Full Control of Nash Deal 


W. Ballard Meachman, who re- 
cently bought Jack Lester Motors 
(Nash), 700 St. Charles Ave., New 
Orleans, in partnership with Jack 
Lester jr., son of the former own- 
er, has acquired the interest of 
Lester jr. 

Meachman, now sole owner, has 
opened a used-car lot adjoining the 
new-car establishment, which is 
now called Ballard Nash, Inc. 

+ + * 


Compton Heads GOP 


Perry Compton, an automobile 
and farm implement dealer in 
Montgomery City, Mo., has been 


elected chairman of the Republican 








state committee. Compton, 53, was 








Manzi Gets Nash 10-Point Award— 


H. L. Manzi (center), general manager and treasurer, Manzi Auto Sales, Inc. (Nash), 
Lawrence, Mass., is shown receiving the Nash 10-Point dealer award. Making the 


presentation are H. |. 
Boston zone manager. 


Roeder (left), Nash district manager, and A. E. Tracy, assistant 








a state commander of the Amer- 
ican Legion in 1943. 
* * 


* 


Deerpath to McCallum 
George M. McCallum has pur- 
chased Deerpath Auto Sales (Chev- 
rolet) in Lake Forest, IIl., a suburb 


of Chicago, from Edward A, Peter- 
son, who owned and headed the 
dealership for 25 years. The name 
is now McCallum Chevrolet, Inc. 
His son, George M. McCallum jr., 
is associated with him. McCallum 
will retain the Deerpath personnel 
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~ AR DEALERS and service shop 

managers find the Author- 
ized Auto-Lite Service Dealer 
in every town to be a good 
neighbor. He has ignition spe- 
cialists available for your con- 
venience ... he can take care 
of warrantee replacements and 
service ... he has an organized 


training program for your me- 
chanics so you can give com- 
petent electrical service for 
increased volume and _ profits. 
In addition, your good neighbor 
handles a complete line of Auto- 
Lite Original Factory Parts to 
supply you whenever parts are 
needed. Let him serve you. 


THE ELECTRIC AUTO-LITE COMPANY 


Toledo 1 
TUNE IN "SUSPENSE!" 
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and location. He was formerly en- 
gaged in art and advertising work 
in Chicago and Detroit. 


+ * . 


Lallande Buys Acadian 
George Lallande, Loreauville, La., 


has bought Acadian Motors, Inc. 
(Pontiac-GMC), New Iberia, La., 
from George A. French, and 


changed its name to Acadian Motor 
Co. Negotiations were completed 
through C. Overholser, Pontiac di- 
vision assistant zone manager, 
Memphis, Tenn. 


* * . 


Gubernatorial Bid Lost 


By Stafford in N. H. 


Charles F. Stafford, treasurer 
of Stafford Buick Co., Laconia, 
N. H., was defeated for the Re- 
publican gubernatorial nomina- 
tion in the September primary 
election, in which former Mayor 
Hugh Gregg, of Nashua, scored a 
landslide victory with 49,670 votes. 

However, the auto dealer, now 
a member of the governor’s coun- 
cil, came out in second place with 
15,469 votes, topping Dr, Robert 
O. Blood, of Concord, who had 
previously served two terms as 
the state’s chief executive. One 
of the features of Stafford’s plat- 
form had been a pledge against 
the imposition of any additional 
motor-vehicle taxes. 

* * * 


Chessher Picks Powell 


L. E. Powell jr. has been appoint- 
ed vice-president and general man- 
ager of Chessher Packard, Inc., 
314-18 S. Flores St., San Antonio, it 
is announced by O. E. Chessher, 
president. 


* * * 


Beck, Thrasher Get Posts 
At Palmetto Dealership 


Tom B. Pierce, president of Pal- 
metto Automobile Co. (Mercury), 
Spartanburg, S. C., has announced 
the appointment of A. J. Beck as 
vice-president and general man- 
ager, and Jack Thrasher jr. as a 
vice-president and sales manager. 

Beck previously was associated 
with Fred Goad Motors in Birm- 
ingham, Ala., and at one time held 
an interest in Dexter-Beck Motors, 
Ine. (Lincoln-Mercury), Birming- 
ham, Prior to that, he was an L-M 
divisional manager in the southern 
states. 

Thrasher was affiliated with two 
Ford dealerships in Birmingham as 
truck salesman and general man- 
ager. 

* * * 


Buick Firm Starts 


Al Young Buick Co., of Cincin- 
nati, has been incorporated by 
Richard V. Wilcox, Columbus at- 
torney, and others. It will have au- 
thorized capital of $125,000. 

* = a” 


Opens Branch in Toronto 


James L. Cook, Ltd., Toronto, 
which handles Packard, Morris, 
MG, Jaguar, Rolls-Royce and Bent- 
ley cars, has opened a new branch 
office in downtown Toronto. 

*. - > 


Lynch Moves in Manchester 


Lynch Motors, Inc. (Willys), has 
moved into a new garage at 80 
Granite St., Manchester, N. H., 
where the servicing department has 
been expanded and a Willys parts 
department will be featured. Used 
cars will also be sold at the new 
establishment. William J. Desrosiers 
is president of the firm. 

: = + 


Helvey Presents Ford 


For Driver Training 

Frank Helvey, vice-president and 
general manager of Don McMillian, 
Inc. (Ford), Amarillo, Tex., has 
presented a dual-control Ford to 
the Amarillo high school for use in 
the school’s driving course. 

The car will be used for one 
semester under a cooperative plan 
of the high school and the Amaril- 
lo automobile dealers. The driver- 
training program there has entered 
its third year. 


Dealer Starts 25th Parade 


For Eastern Exposition 


For the 25th year Maurice Fitz- 
gerald, of Springfield (Mass.) Buick 
Co. started the parade of antique 
cars on its way at the Eastern 
States exposition in Springfield. 
And for the 25th year, doormar 
Cue Brown of the local Hotel Kim 
ball acted as footman at th: 
Springfield coliseum platform, 
where governors of the north At- 

(Continued on Page 43, Col. 1) 
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intic states have disembarked with|when a car driven by the defend- 


ther notables over the years. 
Fitzgerald recalls that when he 
tarted, the entry list included 
250,000 worth of Rolls - Royces. 
his year, a 1923 Rolls-Royce, old- 
st built in Springfield known to 
»e in active service, was among the 
ntries. 
- 
Bandits Take Watchman, 
Safe, Service Records 


Hebert-Morgan Motor Sales, 
Inc. (Oldsmobile), at Cottage 
Grove Ave. and Sixty-first St., 
Chicago, and the dealer’s watch- 
man, Vincent Johns, 69, had more 
than their share of woes, Two 
masked bandits broke into the 
service station, took over a cus- 
tomer’s car, beat Johns, put him 
and the safe in the trunk com- 
partment and, for some unex- 
plained reason, tossed in cus- 
tomer service records. 

Five hours later, a passerby, 
hearing the imprisoned Johns’ 
shouts, notified police who re- 
leased him by wrecking the trunk 
compartment. The front of the 
automobile had also _ been 
smashed, apparently in a_ col- 
lision. 


* * 


* * 
Virginia Dealership Loses 
$1,200 to Safecrackers 

The safe of Washington Motor 
Co., Abingdon, Va., was looted of 
an estimated $1,200 to $1,500 re- 
cently, the firm reported. State po- 
lice said the thieves apparently had 
gained entrance through a broken 
window, then pried open the safe 
with iron bars from the service de- 
partment. 

The money was in $1 to $50 bills, 
the firm said, with perhaps $60 in 
silver. The burglary was discovered 
early in the morning by George 


Thomas, an employe. 
+ + x 


Seamans, Gettys Team Up 

Larry Seamans, former vice-pres- 
ident and general manager of 
Roche’s Lincoln-Mercury dealership 
in North Hollywood, is now a part- 
ner in a new Mercury dealership in 
Lancaster, Calif. Cap Gettys is the 
other partner; he was formerly an 
automobile writer for San Fernan- 
do Valley newspapers, while Sea- 
mans was for 13 years with J. F. 
O’Connor in Hollywood. 

= * * 


Steudels Unveil ’°53 Models, 


Beating Dodge, Plymouth 

William O. Steudel, president of 
Steudel Motors, Inc. (Dodge- 
Plymouth), Cleveland, has re- 
covered nicely, thank you, and 
is passing out cigars in honor of 
William jr., born Sept. 8 at Fair- 
view Park Hospital. 

Steudel, who started in the au- 
tomotive field with the Peerless 
engineering department in 1912, 
has been associated with Chrys- 
ler products since 1924 and has 
been a Dodge-Plymouth dealer 
since 1931. 


* 


* * 


Long Heads Mack Deal 


Greenwood Mack Distributors, 
Inc., Greenwood, S. C., has been 
chartered with authorized capital 
stock of $10,000 to buy, sell and 
repair trucks, automobiles and 


other motor equipment. E, L. Long | 


is president. 
” 


* * 


Megroa Joins Browning 

Paul Megroa has joined Joe 
Browning Buick Co., Inc., Alham- 
bra, Calif., as sales manager. He 
previously was with a Long Beach 
Buick dealer. Also new is body- 
shop foreman Claude Avinsino, who 
comes from General Motors. 

* * * 


Toepfner Picks Moore 
Packard T. Moore has been ap- 
pointed new-car sales manager for 
Joe Toepfner, Inc. (Studebaker), 
941 N. High St., Columbus, O. He 
has been with Studebaker organiza- 
tions six years. 
* * 
Illinois Dealer Sues Pair 


After Showroom Crash 


Henry Hughes, a New Berlin 
(Ill.) car dealer, and Edward Sta- 


pieton, garage owner, have filed a 
$12,000 suit against Fred Hinz and 


Earl Coulter for damages received 


| ants 


crashed into the 
showroom. 

Hughes sought $10,000 for dam- 
age to a stock of refrigerators and 
a 1952 Plymouth displayed in the 
showroom. Stapleton asked $2,000 
to cover expenses of repairing the 
building. 


company 


* 


Heinel Sells Building 


* * 


has sold its modern, air-conditioned 
display and service building at 4221- 
27 N. Broad St. to Harry Peters for 
$150,000. The premises have a Broad 
St. frontage of 75 feet. 


* * * 


Kellogg (Chevrolet) Marks 


Its 30th Anniversary 


Kellogg Motor Sales Corp. (Chev- 
rolet), Niagara Falls, N. Y., has 


dealership was founded by the late 
Harry W. Kellogg. Kellogg’s wife, 
Mrs. Eva C. Kellogg, is president 
of the corporation. 

Other officers 


are Ernest R. 


Heinel Motors, Inc., Philadelphia, | 


celebrated its 30th anniversary. The | 





|Blake and Lindsay C. Roy, vice- 
| presidents, and William T. Few, 
secretary-treasurer. 

* 7 


Hudson Deal Opens 


Formal opening of Hudson of 
| Jacksonville, Jacksonville, Fla., was 
held recently at 150 Riverside Ave., 
it was announced by John Tarzy, 
president. Other officers of the firm 
are Joseph E. Trippe, vice-presi- 
dent; O. Bernard Starkman, secre- 
|tary-treasurer; Don Funderburk, 
| service manager, and Dewey Elliott, 
| office manager. 

+. 





* * 


Branch for Crosley Deal 


Jay-Bee Motors (Crosley), 1559 
Victory Blvd., Glendale, Calif., will 
open a branch in Van Nuys around 
Jan. 1, according to Richard H. 
Babtkis, manager. John H. Yatsko 
will manager the Glendale branch, 
while Babtkis will open and man- 
age the Van Nuys outlet. Yatsko 
is now assistant manager in Glen- 
dale. 


a + cd 
|500-Acre Farm Pays Off 
|For Louisville Brothers 
| A 1939 investment in 500 acres of 
| farm land near Louisville is paying 
| off for the Cooke brothers, Louis- 


| ville auto dealers. 
Almond Cooke, 





Dealer's Aides Donate Blood— 

| This is part of the group of 28 employes of Matthews-Hargreaves Chevrolet Co., 
| Royal Oak, Mich., who gave blood to the Red Cross blood bank. Nurse Eugenia McRae 
helps Henry J. Harder get ready while others look on. At rear of the line is E. C. 
Matthews, dealer. 








sold 90 acres to ;division developers, for a reported 
$300,000. 

Other recent Cooke sales include 
88 acres to John R. Carpenter Co., 
realty developers, and 25 acres to 
A. J. Eline, St. Matthews (Ky.) 
automobile man. 


Chevrolet Co., 
Wakefield-McMakin Co. for subdi- 
viding. The price was $250,000. V. 
V. Cooke, of Cooke Chevrolet Co. 
and other motor firms, sold 250 
acres to J. Leroy Highbaugh, sub- 





of Broadway 








| 


| 
| 


| 
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There is a 


HERMAN BODY 


Designed for Your Customers’ 
Specific Needs! 


ALL BODIES AVAILABLE IN VARIOUS 
SIZES WITH INTERIOR EQUIPMENT 
TO SUIT ANY BUSINESS 


HERMAN'S unique production methods provide 
custom designing on a production basis. Options 
that cover the complete field are available on all 
bodies for all types of customers—the Butcher, the 
Baker, the Candlestick Maker.... 


For complete lit- 
erature, specifi- 
cations, and de- 
tailed information 
write, wire or 
phone collect— 
FRanklin 5300 


And they are designed for your chassis... 
Tried and proved by countless thousands of en- 
thusiastic users over the years, HERMAN bodies 
have earned top national recognition and accept- 
ance. HERMAN makes your job much easier. 








The HERMAN “FORWARD CONTROL" —Trim, modern, with “room 
to spare interior.” Herman builds many special interiors for these bodies 
—bookmobiles, display rooms, hatchery bodies, lunchwagons, etc. 


The HERMAN “WALK-IN” for Retail Delivery—The easiest in and 
out body on the road. Interior walls are straight from front to back 
and top to bottom. 


The HERMAN “WHOLESALE” for Refrigerated Store Delivery— 
Complete with all equipment necessary to maintain a continuous 40° 
product temperature for store delivery of dairy products ... meats... 
etc. No engineering to do with customer. 


HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


“BOLDAIR 9] Drive-On-The-Road Refrigeration . . . SELF 

REFRIGERATED — Maintains a product temperature 

of 40°. Available as a package. No engineering to do with the customer. 
9) Plug-In Refrigeration for 


WIGHTLOADE OVERNIGHT LOADING. 


Maintains a continuous product temperature of 
40° 24 hours a day. Especially designed for 
dairies who want to LOAD TODAY FOR 
TOMORROW. Available as a package. 

No engineering to do with the customer. 


BOARD Yr 


HERMAN | 
BODY CO. 


i | Mm 4430 CLAYTON AVE. 
| ST. LOUIS 10, MO. 


erie 
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New Products 











repellent is ideal for treating automobile 
convertible tops, drop cloths, fender 
shields, and shop clothing, claims the 
firm. The company says that Shield pene- 
trates the fibres of fabric, both natural | 
and synthetic, and deposits the water | 


repelling chemicals in the individual fibres | 
without closing or sealing the weave of | 
the cloth. 
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| explosion-proof has been announced by) 
Betts Machine Co., Warren, Pa. Named | 
B-50 
light, it was developed to provide safer, 


' 
4 


the Warren Snap Seal clearance | 
| improved lighting under toughest sites 


conditions, says Betts. 









PUROLATOR'S AID TO DEALERS—A 1952 fall promotion package now is being dis- 


PLASTIC TUBING—A plastic tubing,| tributed to dealers by Purolator Products, Rahway, N. J. The new package has been 


| known as Temflex 105, for covering wiring 


| 


}on trucks, has been announced by Irving- 





ton Varnish & Insulator Co., 6 Argyle Ter- 


planned for use in conjunction with the regular fall changeover selling season during 
which, according to a recent national survey, nine out of 10 motorists will order an 
oil-filter refill if the need is brought to mind, the firm states. The kit features a four- 





DUAL LAMP—This new tractor lamp can 
be converted to serve as a tail light, ac- 
cording to the manufacturer, Do-Ray Lamp 
Co., Inc., 1458 S. Michigan Ave., Chicago 
5. By flipping a switch, built into the head 
of the lamp, the driver can change it to a 
brilliant five-inch diameter red tail lamp, 
states the company. 











LOCK FOR CAR DOORS—A safety lock 
for all car doors has been introduced by 
Sleetex, 404 4th Ave., New York 16. Twist- 
lok, the manufacturer states, is the only 
lock that can be installed on the rain 
gutter, allowing all around protection at 
every door while car is in motion or 
parked. Attachment is made with a screw 
driver without drilling of holes, and takes 
only a few minutes. | 








BUILT FOR COLD WEATHER—Production 
on a new battery called Polar King is 
announced by Grant Storage Battery Co., 
222 N. Second St., Minneapolis. The bat- 
tery is built for cold weather efficiency 
and features quadri-activiated plates for 
extra power, states the maker. 





WATER REPELLENT—A transparent, non- | 
sealing silicone-type water repellent for 
ali types of fabrics and clothing called 
Shield is announced by Surface Protection 
Co., Al6753 Euclid Ave., Cleveland. The 


CLEARANCE LIGHT—A heavy-duty face- | 
mounted clearance light incorporating de- | 
sign principles that make it vapor-and- 





color counter display that shows a serviceman comporing a clean oil-filter refill with 
one that is clogged with muck. The motorist is advised that the dirty element means 
“danger” but unnecessary engine wear can be prevented if he installs a new 
Micronic refill. (Continued on Page 45, Col. 1) 


race, Irvington 11, N. J. The tubing does 


not corrode and is fireproof, states the 


firm. 
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Machine & Tool, Jackson, Mich. Permits | current regulators, according to the com- 
one man to handle the head, and since | 
" | pany. 
: the head is always parallel to the block | 
y ew ro u € S there is no danger of damaging gaskets, | * * * 
the firm states. Made of light weight tubu- 
lar steel with welded joints, the tool cmd ’ 
; —_ ) a positive grip on the head, yet is in- 
(Continued from Page 44 stantly attached or removed, according to 
Mfg. Co., Osseo, Minn. The company says| the maker. 
the lubricant is especially compounded for * * * 
use in mounting tires. After Rub-Er-Slide 
has been brushed on the bead, tube and 
rim, the tire slips easily into place, states | = e 
the firm. 
* + * | 
Outaneso tan view 
OF DeAi-punvone 
21a0e 
| 
| 
MOUNTED ON POSTS — On - the - post 
| spotlight manufactured by Casco Products, 
; Bridgeport, Conn., is designed for late 
n CIRCUIT TESTER— Lee Electronic Labs | model cars with narrow windshield posts. 
5 Inc., of Boston, announces the develop- SQUEEGEE-SCRAPER—Manufacture of © The unit can be installed with '%4-inch 
, ment of a new automotive circuit tester. | new squeegee-scraper has been announced | gyi), eliminating th h-the- ’ 
: TIRE-TUSE LUSRICANT—Rub-Er-Slide, an It is light and portable, yet is capable of ib Nets Dadels Oe, & 6 ee | = e pera ing throug e-door mount 
n improved tire and tube lubricant origin- testing complete auto electrical systems, Utidin 5. Gin Cin dates Cetin I ing, says Casco. 
* ally developed for use with the Bishman HEAD LIFTER —A head lifting tool for | coils, condensers, cables, spark plugs, gen- | i Ss = ae Oe Scar en ani .* es © 
» 880 power tire changer, is now being| Chevrolets and other valve-in-head en-| erators, starters, cutouts, fuses regulators | sleet, snow, bugs and mud and will not 
distributed for general use by Bishman| gines is now being marketed by National | and batteries, and will adjust voltage and! scratch the glass, the company claims. 
7 | {, b ; 
If SWlM...ClaW... UIT0OW : 
“ : ; 

a | | er COMPRESSION TESTER — Compression 
testing of new V-8 engines installed in 
recent Ford F-7 and F-8 trucks and Lincoln 

CG in j K h i automobiles has been facilitated by Sun 
j t J t ay t n € 1] m e | Electric Corp.'s new compression tester, 
| 
i us ro * ee e PS eep © | Model CT-1, states the firm. The valve 
( and cone assembly are fitted securely into 
i f Pp e Er St d e hog spark plug hole merely by hooking 
0 e n n 4 y Vv a n £ Lt | a r m e r $s e a y s the lever under the manifold and pulling 
ial aia | the tester handle, the company explains. 
The firm's address is 6323 Avondale Ave., 
f : . Chicago 31. 
If you stare long enough you may discover that you’re looking the lowly spud 
. . . | * * + 
squarely in an eye in this lash-length close-up. | 
Pennsylvania farmers dig ’em up by the millions every fall, for the common 
potato is just ove of a wide variety of valuable cash crops that keep their incomes 
at a high, steady level—right around the calendar. 
This strong, steady income makes farmers in this top-third state of Pennsylvania 
worth watching. They’re always se/ling—always buying. 
PENNSYLVANIA FARMER—the local farm paper that reaches 4 out of 5 
farm families twice a month—is the best choice to promote the products you sell. 
R : . 7 in : - PORTABLE TESTER —A portable engine 
Crop diversification also brings constant, year-round income to farmers in two cuhinn wiht thin a eee 
nearby states, Ohio and Michigan. So keep your eye on the farm publications user to make all essential motor tests 
: tel d ickly has just b - 
that reach buyers with cash—PENNSYLVANIA FARMER, OHIO FARMER, a eo ee ee a ee 
| nounced by Westberg Mfg., Napa, Calif., 
MICHIGAN FARMER. Get the full story—write to T1013 Rockwell Avenue, it states. 
Cleveland Ohio (Continued on Page 46, Col. 1) 
’ ° 
° 
uu 
| JERRY MCCARTHY? 
leading t bile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
aselels i teal grams and other personal identification, 
arnsnurg ’ exceeds by far that of all other manu- 
. ' facturers combined. 
Two other states that have a steadiness of income like Pennsyl- 
vania are Michigan and Ohio—served by MICHIGAN FARMER The Benmatt 
3447 East 15th Street 
a OHIO FARMER, Cleveland LOS ANGELES 23, CALIFORNIA 


Phone ANgelus 3-675! 





MICHIGAN FARMER, East Lansing 
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(Continued 





GREASE FITTINGS —The problem of 
protruding grease- fitting heads being 
knocked off by a heavy blow or collision 
is remedied by a new line of flush-type 
grease fittings, according to the maker, 
Universal Lubricating Systems, Inc., Oak- 
mont, Pa. A new design incorporated in 
the Universal flush-type fittings is said to 
make them advantageous on machinery 





from Page 45) 


| where protruding fittings are undesirable. 
| The fittings are made with a ball check. 
| Supported by a spring, the ball prevents 
| oil or grease leakage caused by back 
pressure, states the firm. 


| * 


RADIATOR CLEANING TANK —A new 
tank designed to clean radiators for re- 
pairing by hot chemicals has been an- 
nounced by Inland Mfg. Co., 1108 Jackson 
St., Omaha 8. The model J-1 cleaning 





oe A-TS type of Hyatt Roller 
Bearing is one of the popular Hy- 
Load series. 


It is a 


separable inner-race type, 


high-capacity cylindrical roller bear- 
ing, made in two diameter series, 


wide and 
boundary 


narrow widths, to standard 
dimensions. 


Separable parts are freely inter- 
changeable. Any inner-race will fit 


any roller 
number, 


assembly of the same piece 
permitting non-selective 


fitting after preassembling the two 
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tank, Inland states, is made of 12-gauge 


| steel, encased in 1 inch of insulation and 


steel outer tank. It has an immersion type 
burner which is said to give even, effici- 


| ent, economical heat. Four to six average 


size radiators can be cleaned in this tank 
at one time, it is claimed. 


* 





FOR COOLING TOOTSIES—A 
power-driven foot cooler for truck cabs 
has been introduced by Evans Products 
Co., Plymouth, Mich. The new unit, con- 
sisting of a louvred plate, fan and motor 
housing and adjustable louvred interior 
grille, has an outside diameter of nine 
inches. It is five inches long and weighs 
seven pounds. Specifically designed for 


new 


cab-over-engine truck cabs, the cooler has 


rected toward any part of the cab floor, 
according to the maker. 





TRUCK SIGNALS—Auto Lamp Mfg., 
2901 S. Indiana, Chicago, announces its 
new line of Pathfinder Class A, Type 1, 
directional signal lights for trucks, trac- 





bearing parts in separable machine 


elements. 


Along with their high load-carrying 
capacity, separability features and 
long life, Hyatt Roller Bearings also 
assure smoother operation, less 
maintenance and improved design. 


* 


Hyatt has just the right 


* * 


bearing for 


each set of operating conditions. 


Hyatt Bearings Divisio 


n, General 


Motors Corporation, Harrison, New 


Jersey and Detroit, Michi 





gan. 


a rotating inner grille, which can be di- | 


| tors and trailers. All lamps in this new 
are made with Stimsonite-Lucite 
| tenses and are available in fender-mount 

| ing and flush-mounting models that meet 
| all SAE requirements, the company states. 
| The line consists of sets of lamps. 


series 


six 


| Since the new lenses require no reflectors, 
these lamps are shallower and flat-backed, 
the firm adds. 





LANE MARKER — A lightweight applica- 
tor for applying lane marking tape to 
shop floors and service station driveways, 
has been announced by Minnesota Mining 
and Mfg., St. Paul. Scotch brand lane 
| marking applicator, is designed to semi- 
automatically apply strips of Scotch brand 
| plastic film tape No. 471 to mark traffic 
lanes and parking stalls on floors. For- 
merly two maintenance men were needed, 
and the job required two operations—first 
laying the tape, then rolling it firmly in 
place. With the new applicator, only one 
man is needed, and the tape is applied 
and rolled in a single step, the firm states. 











FOR AD DISPLAYS — Ultra-Violet Prod- 
ucts, South Pasadena, Calif., states that its 
black light fixture for outdoor ad displays 
and billboards has high intensity and is 
weatherproof. Because each unit covers an 
area approximately 10 to 15 feet wide 
and up to 20 feet high with an intense 
ultra-violet radiation, fewer fixtures are 
required for adequate illumination, the 
company says. In addition to the black 
light, Blak-Ray units are available with 
two 150-watt flood-type white light fixtures 
incorporated as an integral part of the 
unit, and an adjustable intermittent flasher 
that periodically floods the board with 
white light and “washes out" the black 
light fluorescence. Then when the white 
light flashes “‘off,” the appearance of 
fluorescent colors is doubly effective, it 
is said. 








OIL FILLER CAPS—The illustration shows 
| the merchandiser offered by Stant Mfg. 
| Co., of Connersville, Ind., for its 
Evrseal oil filler caps. The display contains 
an assortment of 19 caps of seven differ 
ent models. 

(Continued on Page 47, Col. 1) 
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(Continued from Page 46) 





PLYON Q-X—Described as an undersur- 
face pinpoint lubricant additive for gaso- 
line engines of all types, Plyon Q-X has 
been introduced by Goodenow-Morley Co., 
of Oklahoma City, affiliate manufacturers 
of the product. The makers say that Plyon 
Q-X will give an engine two to seven more 
miles per gallon of gas, reduce oil con- 





sumption and increase the life expectancy 
of the engine's maximum performance. | 
Pint Duraglas containers with black, red 
and white applied-color labeling are sup- 
plied by Owens-Illinois Glass, Toledo. 

* * * 





CARRYING CASE—Contempo Luggage, 
170 Fifth Ave., New York 10, offers this 
tan leather carrying case whose dimen- 
sions are 164%, by 12% by 6% inches. 
Open, its a completely equipped bar. Con- 
tains chrome-top cocktail shaker, jigger, 
mixing spoon, corkscrew, bottle opener, 
strainer, fruit pick and six highball 
glasses. Leather loops hold fittings and 
glasses in place. Has washable lining, par- 
titioned sections for three quart-size bot- 
tles and shaker. Drink-mixing guide is 
printed on shaker. 








SPARK PLUG TOOL—A_ multi-purpose | 
tool for spark plug servicing has been 
made available by Champion Spark Plug, | 
Toledo. Developed by Champion engi- | 
neers, the device really is four tools in | 
one. It contains stainless-steel wire gap | 
gages ranging from .015 to .040 inches; 
two gap adjusting slots for electrode bend- | 
ing; a double-cut precision file for refac- | 
ing sparking areas, and four gasket ‘re- 
ject” slots for determining the utility of 
used spark plug gaskets. 


* * 





TORQUE CONVERTERS—Torcon Corp., 
Ashtabula, O., has announced the expan- 


sion of the Torcon line of hydraulic torque 





converters to include, 11, 13, 14, 15, 16, 
17, 18, 19, 24 and 26-inch wheel diame- 
ters to meet the needs of a wide range 
of medium and heavy duty applications. 





DRUM LATHE—Bee Line Co., Davenport, 


la., announces a “low-cost" drum lathe 
for garages, dealers and repair shops. 
Called the True Center drum lathe, the 
product is designed for turnings on all 
car and light-truck jobs. The lathe can 
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be operated by a single operator, conele| 
ing only two minutes to take drum out of 
lathe and set up another, says the com- 
pany. 
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POCKET SECRETARY —The salesman's 
pocket-sized looseleaf binder, helps the 
salesman plan his daily work and keeps 


an accurate daily record of prospects, says 
Maumee Engineering Co., Toledo, the 








manufacturer. 












Youn find it’s easier to sell St. Paul's new. line of 
hoists and dump bodies because they are better engineered 
to provide more payload capacity at lower net cost in- 
stalled. In addition, the new St. Paul line offers a wider 
range of standard and heavy-duty models — from 6 to 
31 tons capacity — for every chassis length (including 
tandems), every type of service! See these great new hoists 
and bodies at your St. Paul distributor today. Ask him to 
show you why you can swing better deals with St. Paul. 


ee 
i 


PAX-ALL REFUSE LOADER 
Lowest priced compaction-type loader on the 
market. 9 or 12 cu. yd. capacity .. . 
improvements . . 


. fits any 84” C/A truck. 





loads in seconds, cuts 
loading costs . . 


ee 


DRAULIC 


many 


ELEVATING FRATE GATE 


Enables one man to raise and lower I-ton 


. safer for men, merchahdise. 








PORE SEALER—A liquid spray-on pore 
sealer, which is said to protect auto fin- 
ishes by sealing the microscopic pores of 
enamel or lacquer and chrome, now is 
available from Phillips and Phillips Corp., 
343 S$. Dearborn St., Chicago. Called 
Aurillium, the sealer consists basically of 
practically indestructible hydro - carbons 


whose low surface tension makes it be- 
come an integral part of the car surface, 
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FLASH-A-CALL 
Service Gontrol 


offers you 


100%; to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 


measures that nrust be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 


us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, havin 
the hi st known standar 
ef qu »in two complete 
packages, for the large 
dealer or smaller service 
departmen' 


requ 
factories. Write us today 
we arrange an ap- 
t with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue, 
Dept. AN-23, Chicago 5, Ill. 











the firm states. 


ly 


ONLY COMPLETE 

FARM HOIST LINE! 
Farmers now have a choice of 6 
brand new St. Paul Dump.-its, in- 
cluding a rugged 8” cyl. hoist for 
tandem axle trucks. New line fea- 
tures many advanced improve- 
ments, plus St. Paui's exclusive 
safety hook and handy dash 
control. 


truck loading and uyn- 


Rugged, new St. Paul 
dump bodies ore perfect- 
“teamed” 
the higher payload ca- 
pacities of the new St. 
Paul hoists. 









to match 













TRUCK PATROL 
Big market in counties, towns and industries 
for maintaining 
Usually sells with hoist and dump body. 


ME MAIL THIS HANDY COUPON i 


roads, parking lots, etc. 


ST. PAUL HYDRAULIC HOIST 


Customer Service Department 
36128 Main St., WAYNE, MICHIGAN 


(C) Send latest information and prices on 


ee ee 


ee ee ee) 


$-CLD-3 
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Old Saw Loses Another Tooth ... 





Auto’s No Longer a Man’s World? 


By George E. Toles 


Staff Correspondent 


BUFFALO.—That old saw about | 


it being a man’s world certainly 
doesn’t apply to the automobile 
business any more. 

And it behooves forward-looking 
auto dealers to provide a definite 
spot for women in formulating 
their future selling programs. 


These are the considered opin- 
ions of Lucy Joan Torrell, adver- 
tising manager for Root for Nash, 
Inc., whose very presence at the 
advertising helm of this aggres- 
sive Buffalo agency helps prove 
the importance of the female 
touch in auto merchandising to- 
day. 

Miss Torrell tends to her adver- 
tising chores at the Nash dealer- 
ship from a vantage point on a 
balcony overlooking the sales floor. 
She is able to keep an eagle eye on 
walk-in customers. 

“It is almost amazing to see the 
number of women who shop cars 
along with men,” she said in an in- 
terview with AvuTomotive News. 
“This seems to imply that the day 
when a man came home and said, 
‘I bought us a new car, honey,’ is 
just about over. Now it appears to 
be quite definitely a ‘we’ proposi- 
tion, with women evincing just as 
much evidence of interest in what 
they’re going to get for their car 
dollar.” 

Spending a good deal of their 
time behind the wheel of the fam- 
ily car, women today seem just as 
concerned as men about the econ- 
omy, performance, style and ma- 
neuverability of the vehicle they 
plan to buy for family use, said 
Miss Torrell. 

“Women are quick to look into 
the comfort features as well, the 
safety features for their children 
and the extra little niceties that one 





she commented. 

“Women have developed a 
knack for going car-shopping 
with the same acumen, fashion- 
mindedness and sense of value 
they use in selecting wearing ap- 
parel that assures them indi- 
viduality, a touch of the exclu- 
sive, fashion-rightness, durability 
and quality.” 

The Buffalo career woman be- 
lieves that women in the auto mer- 
chandising field have that “sixth 
sense” that enables them to reach 


MEWA Announces 
Rules for Junior 
Exec Essay Contest 


CHICAGO.—Details of this year’s 
essay contest for the junior execu- 
tive group of the Motor and Equip- 
ment Wholesalers Assn. were dis- 
closed by MEWA headquarters here 
last week. 

The topic, it was announced, will 
be “How to Sell.” Essays may run 
from 500 to 2,000 words, but they 
must cover some specific line or 
product from the standpoint of 
selling. 

Awards will include $100, $50 and 
$25 government bonds for first, sec- 
ond and third places, respectively, 
along with a round trip to the 
MEWA convention and Automotive 
Service Industries show Dec. 7-13 
at Atlantic City, N. J. 

Winners in the past have read 
their essays at the convention, and 
this procedure, it was stated, may 
be followed again this year. 

All entires, which will be judged 
for “thought, clarity, organization, 
presentation and practicality.” They 
must be postmarked before mid- 
night Nov. 9. 








|car may have over another make,” | prospective male customers through 


women, She is convinced that the 
woman of the house has the final 
say concerning large expenditures 
by the family, such as an automo- 


| bile. Hence, it may be even more 
|important to sell the woman than 


the man, she says. 

Several times a week, Miss Tor- 
rell plays hostess to groups of wom- 
en who visit the Root showrooms 
on a “welcome strangers” tour 
sponsored by the agency. 

“These women wax enthusiastic 
about the cars they see displayed,” 
she commented. “They ask perti- 
nent questions about prices, mile- 
age delivered, exclusive features, 
comfort features. Oftentimes, they 
ask us about features they’ve heard 
are going to make an appearance 
in cars to come.” 

Miss Torrell says all this points 
to the conclusion that women today 
are definitely car-conscious and 
car-minded. And this is true 
“whether they are career women 
who shop for their own personal 
car, homemakers who expect an oc- 
casional tilt at the wheel of the 
family car, or merely expect to en- 
joy its riding pleasures as a pas- 
senger.” 

Miss Torrell is convinced that 
career women have a definite 
spot in auto merchandising, be- 
cause countless thousands of 
women have become potential 
customers. 

“The woman-to-woman appeal,” 
she says, “whether handled as subt- 
ly as it is in national automotive 
advertising, or on a straight-for- 
ward basis through local advertis- 
ing, showroom and outside con- 
tacts, is destined to reap growing 
returns for automotive dealers who 
are foresighted enough to recognize 
this new market and its future 
potentialities,” she says. 

“Women have become successful 





service an 
equipment 


c. 

amMMCGO TOOLS. IN 
COMMONWEALTH AVENUE 

ay CHICAGO, ILLINOIS 
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j}and the reduction was 








A Tribute to Auto Leaders from Dealers— 


Recipients of distinguished services awards at the Philadelphia Automotive Trade 
Assn.'s golden jubilee banquet show off their citations. They are (from left): William 
F. Hufstader, vice-president of General Motors in charge of distribution; Louis S. 
Clarke, founder of Autocar Co.; Paul G. Hoffman, president of the Ford Foundation; 


E. J. Ronan, PATA president, and Edward 


G. Budd jr., president of Budd Co. 
2. eS 





in politics, industrial fields, real 
estate ... why not in automotive 
merchandising?” 

Root for Nash plans to slant part 
of its daily newspaper advertising 
toward feminine customers. These 
will run in society and women’s fea- 
ture sections of local papers—not 
the automotive section. 

The agency follows up on its 
feminine visitors who tour the 
showrooms under the “welcome 
strangers” program, inviting them 
to visit the agency again, and bring 
their husbands and friends. 





Fudeon Dealers 
Inaugurate Fall 


Service Drive 


DETROIT.—“Be Careful—Be 
Sure—Be Safe!” is the theme of 
Hudson’s fall service program, 
which emphasizes 
the importance of 
checking brakes, 
lights, steering, 
windshield wipers, 
horn and tires at 
the beginning of 
the school year 
when there are 
more children on 
the streets. 

Hudson dealers 
from coast to 
coast have been 





Walter S. Milton 
urged by Walter S. Milton, Hudson 
director of service, to remind their 
customers by service mailing cards 
and posters to come in for a service 


check of the safety items most 
often neglected by car owners. 

“Our dealers have been asked to 
do everything possible to impress 
car owners with the importance of 
a safety check to protect children 
on the streets,” Milton said. 

“They are cooperating by setting 
up low-priced safety specials which 
will encourage the car owner to 
have essential items carefully 
checked. A few minutes in a Hud- 
son service station may save a 
child’s life.” 





Insurance Rates 


Realigned in Mo. 


ST. LOUIS. — A reduction of 6 
percent in insurance rates for auto- 
mobile owners in small towns and 
rural areas of Missouri and an in- 
crease averaging 14 percent for city 
areas have been announced by 
American Farmers Mutual Insur- 
ance Co. 

Rates were lowered in 99 of the 
state’s 114 counties and increased 
in the 15 others, including St. Louis 
county and the Joplin, Springfield, 
St. Joseph and Kansas City areas. 

The changes affect bodily-injury 
and property-damage insurance, 
in areas 
where “good driving records” pre- 
vailed, while the increase was in 
the territory which has shown an 
“adverse loss experience,” the com- 
pany said. 


Elliott and Dowd Opens 


Elliott and Dowd, Inc. (Hudson, 
Austin, Jaguar), Sarasota, Fla., held 
an open house to celebrate the 
opening of its showrooms. An Aus- 
tin J-40 roadster was given away. 
Owners of the new business are 
J. C. Elliott and Raymond A. Dowd. 








Toastmaster— 


J. Eustace Wolfington was chairman and 
toastmaster of the automotive industries 
banquet. Keynote speaker was Paul G. 
Hoffman, president of the Ford Founda- 
tion. 


Plymouth Rated 


Best Performer 
In Short Races 


DAYTONA BEACH, Fla.—When 
it comes to late-model car racing 
on tracks of less than half a mile 
in length, Plymouths hold the best 
record, according to the National 
Assn. for Stock Car Auto Racing. 

Plymouths have won nine of 12 
short-track division races and 55 
times have finished among the top 
10 for a total of 357 points. Next 
come Fords with a record of two 
first places in 12 races and 40 fin- 
ished among the top 10 for a point 
total of 219. An Oldsmobile scored 
the remaining short-track victory. 

Plymouths also have a fine aver- 
age in short-track events. A total 
of 88 Plymouths took part in the 12 
races and, by scoring 357 points, 
Plymouths have a 4.057 racing aver- 
age. As for Fords, there were 97 
cars of this make entered in the 12 
races, and their 219 points give 
them a 2.258 racing average. 

Hudsons, which have dominated 
late-model car racing in the larger 
tracks, haven’t done as well on the 
shorter tracks. Only eight Hudsons 
have raced in short-track events. 
These cars have finished four times 
among the top 10 for a total of 13 
points and a racing average of 
1.625. 


Dealers Advised 


On Interstate Sales 


CINCINNATI.—Ohio dealers who 
feel that their inter-state sales as- 
sessments have been unfair are ad- 
vised by the Cincinnati Automobile 
Dealers Assn. to file a protest for a 
hearing before a state board. 

“Unfortunately, some of the deal- 
ers did not have customers affi- 
davits on all interstate sales when 
the state audit was made to prove 
that delivery was made out of the 
state,” the association said. “Some 
‘very substantial’ assessments for 
actual tax on such transactions are 
being made, plus penalties.” 
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Dealer Business Counsel |} 


Front-End and Steering Work Called Major 
Profit-Potential Items for Dealers 


By J. B. Van Tassel 
Dealer Business Counsel 

[X MY last two columns, I cov- 

ered certain service facilities, op- 
erations and figures that dealers 
could use for a guide on checking 
their own operations. Here are a 
few more sugges- | 
tions for your} 
consideration: 

The front-end 
and steering de- 
partment is a 
very profitable 
end of the serv- 
ice volume. Ac- 
cording to my 
analysis, this 
class of work 
amounts to 0.04 
cents of the total 
service dollar. However, I have 
a letter from a large supplier of 
this equipment who tells me that 
nationally, according to his com- 
pany’s figures, this class of work 
accounts for 10 cents of the service 
dollar, including material. 

However, my average of 0.04 
cents is in labor only. Here is a 
class of work that should be one 
of your top-notch merchandising 
items in service. There is no end 
to the story you can tell about the 
benefits to a customer and his fam- 
ily in the correct maintenance of 
the front end and proper steering 
of his car. 





4. B. Van Tassel 





. * ® 


Signs Recommended 


T WOULD seem to me that a 

very attractive sign telling this 
story, and tied in with your local 
safety program, would prove most 
effective in producing more of this 
class of work. However, you must 
have the equipment to do this job 
before you advertise for it. Also, 
you must have adequate space and 
manpower to handle the work 
promptly when you start to get it. | 

I wish this manufacturer would 
have furnished me with a list of 
essential equipment necessary to 
do this job so that I might have 
passed it along to you. However, 
I am acquainted with some of the 
required equipment which I list 
as follows: 

Alignment board, camber-caster 
guage, turntables, adjusting tools, 
steering arm pullers, jacks, etc., 
wheel balancer and front-end ma- 
chine. 

Body and paint-department work 
earries a very high rating on the | 
profitable side of the service ledger, 
accounting for 0.15 cents of the 
service dollar, according to my sur- | 
vey of some 100 dealers. First of | 
all, before you set up a major | 
body-repair and paint section in| 
your service department, you should | 
be sure you have a sufficient sales | 
potential for this class of work in | 
your area. 





* * * 

Money in Minor Jobs 
THe equipment, manpower and 

necessary space is expensive | 
and should be projected on a basis | 
of the potential return on your in- | 
vestment before you go into it on | 
a big scale. However, any repair | 
shop, by learning a few tricks, can | 





Illinois Truckers 
Hit Higher Fees 
From New Angle 


CHICAGO.—Truck operators | 
tried a new tack last week in their | 
fight against the $20,000,000 higher | 
annual license fee approved by the | 
state legislature at its last session. 


The truckers carried their case | 
to the Cook county circuit court, | 
which agreed to a hearing in their | 
suit to prevent the sale of new) 
plates carrying the increased rates. | 

Payments thus far at the new| 
scale have been made under pro-| 
test, and most of the big operators | 
have refused to pay until rulings 
are forthcoming from the U. S.| 
Supreme court. 

According to reports, the secre- 
tary of state’s office is treading 
cautiously, rather than using strong 
pressure in collecting the higher 
fees, because of the court actions 
now under way. 


add much minor body and touchup 
work to its services with a few 
basic tools. 

Light dinging and touchup are a 
practical and profitable source of | 
extra revenue for even small serv-| 
ice departments. 

I will not attempt to list the 
necessary equipment for a big 
operation, but there is one thing 
I have noticed in the big opera- 
tions that should have special at- 
tention and that is the proper 
maintenance of spray guns. 

A well-maintained spray gun is a 
very important tool in this depart- 
ment. Just as a carpenter cannot 

do his best work with dull tools, 





Ford Dealer Council Charts Plans— 


Members of Ford's central region dealer council met recently at Birmingham, Mich., 
to discuss plans and programs for the future. Three of the 12 members of the council 
were elected to the national Ford dealer council, which meets Oct. 8-10 in Dearborn, 
Mich. Pictured (clockwise) are: Edward Sands, Sands Service, Basil, O.; William 
Power, Euclid Ford Co., Euclid, O.; B. E. McCane, McCane Ford Motors, Winchester, 
Ky.; Charles A. Cronin, Cronin Motor Co., Cincinnati, elected to the national council; 
A. F. Briggs, Smith-Briggs, Inc., Detroit; O. O. Griffith, Griffith Auto Co., Noblesville, 
Ind.; Ralph Mason, Mason Motors, Inc., Kokomo, Ind., elected to the national council; 
Paul Larson, central regional sales manager, Detroit; J. B. Glass, assistant regional 
sales manager; J. E. Clune, Grand Traverse Auto Co., Traverse City, Mich., elected to 
neither can a painter turn out qual- the national council; J. M. Norvel, Panett Motors, Inc., Danville, Ky.; Clarence G. 
ity work with a defective spray Carney, Clarence G. Carney, Inc., Clarksville, Tenn.; Noel Loftin, Loftin Ford Sales, 
gun. Princeton, Ind., and John Hays, John Hays Ford Sales, Inc., Terre Haute, Ind. 

|—- EE EE SOE = 


(Any questions you may have | . 
concerning dealer business man- Brown Buys Ford Deal Blvd. in Chattanooga, Tenn. He is 
agement will be gladly answered Bert Brown, former Birmingham | remodeling the building of the old 

(Ala.) dealer, opened Bert Brown | Tennessee-Georgia Motor Co., whose 


by J. B. Van Tassel, care of 
AUTOMOTIVE News.) Motors Co. (Ford) on Rossville | business he bought. 




















I-H’s New Branch 


| Nears Completion 


SCHENECTADY, N. Y.—H. W. 
Moody, International Harvester 
motor-truck district sales manager, 
has announced that the company’s 
new truck sales and service branch, 
now under construction at State St. 
and Hillcrest Ave., is expected to be 
ready for occupancy about Oct. 25. 

Moody said the branch will con- 
tain about 10,000 square feet of floor 
space. The design of the building 
will feature the service section, 
which will include 12 work stalls 
that will accommodate the largest 
types of motor trucks used in this 
territory, he said. 

About 25 persons will be em- 
ployed at the new branch. It will 
be managed by H. M. Weiss. 





Ocala (Fla.) Dealers 


Name Dingman President 
John C. Dingman, of Russ Ding- 

man and Son (Cadillac-Pontiac), 

has been elected president of the 





Ocaia (Fla.) Automobile Dealers 
Assn. Vice-president is H. M. 
Hodges (Studebaker) and_ secre- 


tary-treasurer is William L. Waller 
| (Dodge). 





Brand-new DUCO “Jet Black’’ Lacquer dries 
faster, harder, BLACKER than ever before! 


Watch your customer’s face light up when he sees his new DUCO 
“Jet Black’ job. It’s a winner! A blacker lacquer than ever before. 

And it gives you these superior qualities: 

“Jet’’-fast drying . . . over-all jobs can be compounded in 4 hours, 
touch-ups in just 2 hours—both without ‘“‘hazing”’ 

improved hardness ... DUCO “Jet Black” 
dries solidly to a hard, lustrous surface 
improved polishing ... DUCO “Jet Black”’ 
polishes fast and easy . . . requires less com- 
pounding 

Economical ... DUCO “Jet Black”’ thins 3 to 
1... 1 gallon gives 4 gallons “tat the gun”’ 

See your Du Pont jobber today. Win more 
business and profits with new DUCO ‘Jet 
Black.” 

E. I. du Pont de Nemours & Co. (inc.) 
Refinish Sales, Wilmington 98, Delaware. 





FROM START TO FINISH—you're shead with 


Du Pont 
Refinishing 
Materials 


Chemically Engineered to Do the lob Better 


0830% AnDIVersary 


BETTER THINGS FOR BETTER LIVING 


«++ THROUGH CHEMISTRY 
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lished export » dpastennt is locat- 
ed in New York at 52 Vanderbilt 


| Au To Vv ersonne | “ONeill had recently been with 


American Rolling Mill Co. and 


veons — 2 . J + ast yi tional Corp. 
William B. Lewis jr., Torrance, |of the GMC truck and coach divi-| With Armco Interna nal 
cnt fe an week cen eles ee. | at Middletown, O.; Washington 


ve) d New York. He spent three 
representative for Bohn Aluminum O'Connor has been employed by pont pl branch aaaaee of 


and Brass Corp., according to Terry |GM six years. He started with the | Armco Industrial e Comercial S/A 
corporation as assistant office man- 








|W. Kuhn, vice-president. Lewis has : —Brazil. 
lbeen industrial arts instructor in|®8¢ 4t Oakland, Calif. He later a a. 
was appointed a retail salesman, , 
the Torrance school system. and then district manager covering Larson Named to Head 
Se geal northern California and western | Wis, Vehicle Department 

Reo Field Assignment Nevada. Melvin O. Larson, with the Wis- 
Given to Greenbaun ; ae A : consin Motor Vehicle Department 

Nick Greenbaun, manager of the Young Elected President for 27 years, has been appointed 


: - rm 4] ° commissioner following the death 
|Reo factory branch in Indianapolis, Of Wisconsin Truckers af Gemmiationer Gen Tineets. te- 


fen been appointed regional man-| At a meeting of the Wisconsin | cently. Larson had been serving as 
| ager for Indiana and northern Ken-| Motor Carriers Assn. at Elkhart _deputy commissioner since 1947. 
tucky, it is announced by A. L. Lake, Edward Young, of Milwau- | 


Struble, Reo sales vice-president. 
| kee, was chosen president, succeed- | Riopelle Sevnite Engineerin 
In addition to his new field duties, 4 P 8 & 






























ing John Murphy, of La Cross 
Greenbaun will continue to manage |” gg Te ° | For Houdaille-Hershey 
o —— the Indianapolis branch, Struble | Earl F. Riopelle, 37, has been ap- 
25-Year Studebaker Plaque to Dealer ae Trailm obile Picks O'Neill Pgh a ar aaa ian 
Silver-anniversary greetings were extended to Indiana Sales & Service, Indiana, a ” : To S ‘ E | Som of manater 
Pa., as the firm observed 25 years of association with Studebaker. Regional Manager hs co ; o Supert ise 1x ports lof engineerin oo 
S. A. Skillman (second from right) presents a bronze plaque commemorating the occa-| O’Connor Heads Up Zone Appointment of Edward L. Beutatite : Sor. 
= tig Ab age ssa — (left). Looking on are G. S. Seyler, partner, and R. W. For GMC at Denver a R agg manager of lshey Corp. ac- 
| ts Aare cele - — John C. O'Connor, fieet sales pro- bt oe oy o> Wie - cording to Charles 
Wondering h cna truth: production and sales are making out? avrrono. | MONO" Manager for General Motors Sues yore a | eee aggre er 
fonder ng ow new-car nc ruc produc ld § es é re = . J Pi — ™ urns, presi ent, | iope e joine 
> NEWS gives i her pertinent facts c ing the |@t Los Angeles, has been trans 
Gaaneiee kanes. every week throughout the vear. pila reac cai rita a | ferred i to Denver as zone manager The company’s newly estab- | Houdaille in 1951 
one — ——————--- - ——- ~— - ——_—_——— - —___. | a8 supervisor of 
| engineering for 
‘the western divi- 
IT DOES THESE JOBS | sions. He has been pr 
ad 1 associated with ; 
AND MORE! the automobile in- me He — 
Accounts Receivable Ledgers dustry in an engineering capacity 
+ . since 1937. 
flows Nhti/ A - Led and Statements « New-Car Deposits + * & 
eect Monthly Financial Statement Huffman, Follo Shifted 
General Ledger « Payroll In Goodyear Posts 
lysi Marvin Huffman has been ap- 
UY Mecuante Payable é Age ayes pointed acting superintendent of 
Ge Revenue Distribution tire production in Goodyear Tire 
ee TT & Rubber Co.’s plant two, replacing 
Val Follo, who has been named 
factory manager of Goodyear Air- 
craft Corp. 





Huffman has been on _ special 
work for the company since 1950 
and just recently completed three 
months of special study at Har- 
vard. He joined the company as 
a college trainee in 1940, entering 
Goodyear Aircraft Corp.’s standard 
practice department the following 
year. 


OEE =) 


x * 2 


Evans to Arrowhead 

Charles P. Evans has been ap- 
pointed works manager of the 
Arrowhead Rubber Co. plant at 
Downey, Calif.—a subsidiary of 
National Motor Bearing Co., it has 
been announced by President Lloyd 
A. Johnson. Evans was formerly 
assistant plant manager of the 
Firestone plant at Noblesville, Ind. 

~ * ® 


Joins Fiber Glass 


Carl Graeflin, textile technologist 
with more than 10 years’ experi- 


Here at last is an accounting machine so swift, so 
efficient, so simple to operate, that it brings bigger savings 
to every job—does a// jobs with unerring accuracy! 


The Sensimatic’s amazing effort-free speed comes from its 
exclusive sensing panel or “mechanical brain” that automatically 
directs it through every accounting operation. Its superior 
design makes the operator’s work easy. There is less 

to do—less to learn. Automatic controls, continuous visibility 
of work in progress, and complete keyboard control, 

reduce operations and chance of error—provide 

peak production on every accounting job. 


Get the facts today about Sensimatic’s astonishing 
record of low-cost, high-speed operation! Call 


the Burroughs office nearest you. It’s listed in the Sensimatic 300 with 11 totals — the ene — _ 
vellow pages of your telephone book. Burroughs Adding Sensimatic 200 with 5 totals m of the Fiber Pen yf ~~ Rey 
Machine Company, Detroit 32, Michigan. Sensimatic 100 with 2 totals Libbey-Owens-Ford Glass Co., it is 


announced by Don W. Lyon, man- 
ager of textile sales. 
a * a 


Pontiac Lifts Meidlein 


Pontiac Motor division has 
named J. Basil Meidlein traffic 
director, succeeding Elmer J. Kleb- 
ba, resigned. Meidlein has been 
with Pontiac’s traffic department 
18 years. He will continue to be as- 
sisted by H. Verne Lankey, depart- 
ment manager. 

* 


CHANGE JOBS INSTANTLY ... at a turn of the job 
selector knob. Any four different accounting oper- 
ations controlled by one sensing panel. Any number 
of panels can be used, so there's no limit to the 
number of jobs a Sensimatic will do. 


x - 


Hollingshead Names Blank 


Top Production Officer 
Otto J. Blank, formerly plant 
manager of the R. M. Hollingshead 
‘Continued on Page 51, Col. 1) 








IS YOUR FIRM NAME on the 
mew cars you sell worth 
1¢ A MONTH? 


Here's low cost, effective advertising... 
PLUS a proved service volume builder—all 
yours for an investment of less than o 
penny a month based on average car life. 


WRITE for free typical sample and details 
on how leading car dealers everywhere 
vse Stemac quality Service Emblems to 
build service volume. 


_ STEMAC CO. 


1281 S. CHEROKEE « DENVER, COLO 


WHEREVER THERE’S BUSINESS THERE'S 
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Auto Personnel 








(Continued from 


Corp., has been appointed produc- 
tion vice-president for the Camden, 
N. J., chemical firm; according to 
Wilbur H. Norton, president. 
As Hollingshead plant manager 
r the past eight years, Blank has 
been responsible for production and 
shipping at the corporation’s sev- 
eral plants in the Camden area and 
in Bowmanville, Ont. 
* . * 


Shell Ups Selden 


J. M. Selden has been appointed 
manager of the eastern division of 
Shell Chemical Corp., it is an- 
nounced by J. Oostermeyer, presi- 
dent. Selden has been associated 
with the marketing of Shell chemi- 
cal products since 1933. 


* * * 
Seiberling Names Two 
Claude J. Gunther has _ been 


named manager of the mileage 
sales department at Seiberling Rub- 
ber Co., L. M. Seiberling, sales vice- 
president, announced. Ralph K. 
Ferguson was named service super- 
visor of mileage accounts. 

a * ~ 


Lee Appoints Heideman 


Special Representative 

Lee Tire & Rubber Co. of N. 
Y., Inc., Conshohocken, Pa., an- 
nounces appointment of S. J. 
Heideman to the newly created 
post of special representative of 
the sales vice-president. Heide- 
man comes to Lee after 18 years 
with Atlantic Refining Co., where 
he was manager of tire, battery 
and accessory sales. He will con- 
tact dealers throughout Lee’s five 


sales regions, embracing New 
England, the middle Atlantic 


states and the southeastern states. 

A member of the TBA group 

of the oil industry, he was its na- 

tional chairman in 1951. He is 

also a member of the American 
Petroleum Industries. 
* * * 


Accessories Maker Picks 


Three Representatives 


Three firms, one in the east and 
two in the midwest, have been ap- 
pointed manufacturers’ representa- 
tives for the auto products division 
of Connecticut Telephone and Elec- 
tric Corp., Meriden, Conn. Harry S. 
Walker, head of Walker Connecti- 
cut Co., Philadelphia, says his firm 
will cover New Jersey, eastern 
Pennsylvania, Delaware and south- 
ern Maryland. 

A. R. Grabe, president of Grabe 
Sales Co., Chicago, says his firm’s 
territory will include Illinois, In- 
diana and Wisconsin. Wilkinson- 


Page 50) 


Briggs in 1933, had been supervisor 
|}of estimating and time study for 
|Seven years prior to his new as- 
signment. 


* * * 
3 to Sell Erie Line 
| J and H Sales Co., Chicago, has 
appointed three salesmen for Erie 
fender-to-fender Kargards and Erie 
Continental-type Kit. The Chicago 
|firm is exclusive agent for the 
| products. New salesmen are: Ed 
| Zinnell, Atlanta, for Alabama, Flor- 
jida, Georgia, Mississippi, North 
Carolina, South Carolina, Tennes- 
see and Virginia; A. J. Becker, Co- 
lumbus, O., for West Virginia, and 
H. Smiley, Montreal, for Canada. 
* * + 


Comptrollers in Shuffle 
At B-O-P Division Plants 


The following organizational 
changes have been announced by 





Wilcox Co., Kansas City, will can- | 


vass Iewa, Nebraska, Kansas and 
Missouri under the direction of 
Paul Wilcox and Tom Wilkinson. 
The Connecticut firm produces a 
line of automotive accessories, in- 
cluding D-Skidder road _ sander, 
switching devices and_ battery 


chargers. 
* * * 


Tiremaster Picks Fallas 


To Head Western Sales 


J. E. Fallas has been appointed 
western sales manager for the Tire- 
master division of Salsbury Corp., 
1161 E. Florence 
Ave., Los Angeles. 

He has been 
distributing and 
selling tires for 
the past 14 years, 
and is a former 
Goodyear dis- 
tributor in the 
Los Angeles area. 

Salsbury manu- 
factures tire- 





Pe 


J. E. Fallas 


. changing ma- 
chines for car 

and truck tires. Fallas will work 

with nearly 50 jobbers handling 

Tiremaster along the coast. 

7” * = 


Briggs Names Rothaar 


For New Assignment 

Everett E. Lundberg, president of 
Briggs Mfg. Co., has announced the 
ippointment of Ernest W. Rothaar 
to the newly created post of super- 
‘isor of the master mechanics divi- 
sion. 

Rothaar will be responsible for 
coordinated functioning of all con- 
tracts between the various Briggs 
divisions and the company’s cus- 
tomers. Rothaar, who came 


to] 


| eral Motors: 
H. W. Clapsaddle, divisional comp- | 
troller of the Buick-Oldsmobile- | 


‘ang 


3 |comptroller at the Linden (N. J.) 


| plant, has been transferred to the 
| Kansas City plant as resident comp- 
| troller. 

William D. Darroch, resident 
comptroller at the Atlanta plant, 
has been transferred to the Linden 


© | plant as resident comptroller. 


Sales Trophy for Kriesel Chevrolet— 


Robert G. Schulte, Minneapolis zone manager for Chevrolet, presented Ralph R. 
Kriesel, of Downtown Chevrolet Co., Minneapolis, with a trophy for outstanding accom- 
plishment during the recent MT" merchandising campaign. Kriesel, largest Chevrolet 
dealer in the Minneapolis zone, finished first in the two-month sales campaign among 
all Minneapolis-St. Paul metropolitan area dealers. From left are C. R. Fike, city 
manager; Sam Proman, general manager for Downtown Chevrolet; Kriesel, dealer, 
and Schulte. 

Pontiac Assembly division of Gen-| City plant, has been transferred to 
| the division’s plant 
Richard A. Bywaters, resident | Ga., as resident comptroller. 
comptroller at the division’s Kansas 





in Doraville, | 


James A. McNamara, resident 


Robert D. Middlesworth, general 
| supervisor of contract administra- 
tion at Kansas City, has been pro- 
moted to assistant resident comp- 
troller at the plant there. 

* * * 
General Tire Realigns 


Duties of Moran, Gehring 

Robert Moran has been named 
manager, special purpose tire de- 
partment of General Tire & Rub- 
ber Co., and David G. Gehring 
will take over replacement sales 
in industrial tires, formerly 
handled by Moran, according to 
Karl A. Dalsky, manager of com- 
mercial tire sales. 

Gehring will also continue to 
handle replacement sales of farm 
tractor and implement tires, Dal- 
sky said. Moran joined General in 
1936. Gehring came to General in 

| 1931. 
(Continued on Page 64, Col. 1) 





Get Your Share of the 
Big Car Radio Market! 





OFFER THE FINEST NAME AT THE LOWEST PRICE! 


Motorola 





There are few men in 


in the market! 





95 


all in one 
model 401A 


*39 


business today with the 


opportunities a Motorola dealer has before him 
—a staggering potential, a name that is synon- 
omous with car radio, a price that is the lowest 


Yes—there are over 13,690,000 radioless cars 
on the highways today!—That is your market 
—ripe this election year, as never before, for 
news at the car owner's fingertips! And you can 
offer that market a Motorola radio at a sensa- 
tional low price—just $39.95! 

Offer a 4-Way Choice of Installation 
Car and truck owners can choose the power 
and tuning they want—now you can offer a 
choice that makes selling easy: 

1. deluxe custom set 

2. golden-voice custom set 

3. deluxe custom set with push button 

4. golden-voice custom set with push button 


See the Motorola complete line of car and truck radios at your distributor's now while the selling time is hot! 
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| Used-Car Auction Prices 


Market Trend 


A mixed reaction was indicated by the Automotive News index of 
the wholesale used-car market last week. Most of the late models, 
with the exception of 1952s, fell off sharply, while the older models 
showed considerable strength. 

The net was a $5 boost in the overall average price, largely due to 
a $31 gain for '46s and a $27 gain for ’52s. 

Others to gain strength during the week were ‘47s, up $6, and 48s, 
up $3. 

On the losing side, 49s came down $23; 50s, $4, and ’51s, $6. 

Meanwhile, activity at the auctions remained steady over a two-week 
period, with 67 percent of the offerings sold. At 11 representative 
auctions, 1,319 cars were sold from 1,968 offerings last week, as com- 
pared with 1,385 sales from 2,081 offerings a week earlier. 


Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 





| 


| 
| 
| 





7 , de., $1,205; 4-dr., $1,195, $1,220, $1,275. 
FORT W AYNE, IND. '49 FL conv., $940; 2-dr., $1,025, $1,050. } 
, ery ® $895. '47 FM 2-dr., | 
(Carl Marker’s Auto Auction. Sale every 48 FM club coupe, $395. 
Tuesday. Prices are for sale of Sept. 23.) $665. "46 FM conv., $435 
(Prices holding on clean ’51s and °528- | CHRYSLER—'52 Windsor 4-dr., $2,200*. 
Prices off a little on '49s and '50s. Sold '50 Windsor Newport, $1,680*. 
129 cars out of 163 offerings.) DeSOTO—'50 Custom 4-dr., $1,525. 


BUICK—’52 RM Riviera, $2,910*, $3,075*. | DODGE—’50 Coronet conv., $1,290*. '49 











2-dr., $925, $950. '48 SD (8) club coupe, 
$875. 


ERASER "00 Manhattan ¢-dr.. $1,025, Average Used-Car Prices | 


KAISER—'48 4-dr., $420, $455. ‘47 4-dr., 


$370 (Compiled by Automotive News) 


LINCOLN—'52 4-dr., $3,500°. 





MERCURY—'52 4-dr., $2,500* ‘50 club 
coupe, $1,300. '47 4-dr., $695 
NASH—’51 Rambler conv., $1,155. '50 Am- 249 « « 
bassador 2-dr., $1,100. '49 Ambassador $1,219 $1,214 $1,220 
2-dr., $820. ‘47 Ambassador club coupe, 
$400. 
OLDSMOBILE—'51 Super (88) 4-dr., $2,- 
025; (98) Holiday, $2,400*. '50 (88) club 
coupe, $1,655*. ‘48 (78) sedanet, $800*. 
°46 (98) 4-dr., $645. 
PLYMOUTH—'52 Cambridge 4-dr., $1,690. 
'51 Belvedere, $1,645, $1,675. ‘47 Deluxe 
4-dr., $515; SD 4-dr., $620 rc 
PONTIAC—’'51 (8) 4-dr., $1,885*, $1,845 Oct Sept Aug 
"50 SL (8) 4-dr., $1,310. '47 Chieftain 
(8) sedaret, $570 











STUDEBAKER—’'52 Champion Starliner 
$1,910. ‘51 Commander (8) 4-dr., $1,- 
435: Champion 4-dr., $1,055. ‘50 Com- 





(The above figures are averages of used-car auction prices, all 


Oct., 1952 Sept \ug 

Model (to date) 1952 1952 

1952 $2,378 $2,351 $2,385 
1951 1,710 1,716 1,697 
1950 1,348 1,352 1,383 
1949 1,062 1,085 1,084 
1948 803 800 802 
1947 651 645 647 
1946 579 548 538 

Overall 


Average $1,219 $1,214 $1,220 








mander 4-dr., $1,125. makes and models, carried regularly in Automotive News.) 
ALBA! Y, N. Y. $1,675*; conv., $1,660*; FL Deluxe sedan, \%-ton (6) pickup, $880. °50 Custom (8) 
(Tim Anspach Auto Auction. Sale every $1,500; SL Special sedan, $1,300, $1,230; conv., $1,185. °49 Custom (8) club coupe, 
Monday. Prices are for sale of Sept. 22.) sedan delivery, $870. ‘50 SL Deluxe $905*; conv., $1,060. "48 Deluxe (8) 
(Market coasting along. No noticeable sedan, $1,380*, $1,400*; FL Deluxe se- sedan, $775; SD (6) sedan, $670. ‘46 
change in prices, but ’52s must be sold | dan, $1,200. '49 SL Deluxe sedan. $1,035, SD (6) sedan, $470. 
cheaper. Sold 85 units out of 110 offer- | $1,090. ‘48 station wagon, $510; SM | FRAZER—’51 sedan, $1,000*. 
ings.) | sedan, $710. ‘47 FM conv., $610. °'46 | HUDSON—’51 Commodore (8) conv., $1,- 


BUICK —'52 Special sedan, $2,150; RM| F™M sedan, $685. 
Riviera sedan, $2.880*. °51 Super Riviera | CROSLEY—’'50 (4) roadster, $235. 


sedan, $2,150*, $2,225*; Super sedan, $1,- < om . 936* 
930*.'°49 RM sedan, $1,290*. °'47 | Spe- DeSOTO—'51 Custom Sportsman, $1,936*. 














50 8 -dr., $1,610. '49 RM sedanet, Coronet 4-dr., $1,155. ‘47 Custom 4-dr., cial sedan, $470; Super sedan. $620. DODGE—'51 Coronet sedan, $1,700* ; Mea- 
e150) 4dr. $i 165. ’48 Super 4-dr., $755. CADILLAC—'52 (61) sedan, $2,580*. ‘48 dowbrook sedan, $1,575*. ‘50 Meadow- 
$360 $895. y FORD—’'52 Victoria, $2,365*, $2,275*. ‘51 (62) sedan, $1.540*. brook sedan, $1,230*. ‘47 Deluxe sedan, 

CADILLAC—’47 (62) club coupe, $1,025*. Deluxe (8) 4-dr., $1,200; Victoria, $1,- | CHEVROLET—’52 Bel-Air, $1,850, $2,250*, $560. — - 

CHEVROLET—’'52 SL Deluxe 2-dr., $1,- 700*. '50 Custom (8) 4-dr., $1,175; 2- $2,295*, $2,230*; SL Deluxe sedan, $1,-| FORD—’52 Victoria, $2,425*; Mainline (8) 
730; 4-dr., $1,795. °51 FL Deluxe 2-dr., dr., $1,110, $1,120; Custom (6) 2-dr., 790, $1,970*; FIL Deluxe sedan, $1.800.| sedan, $1,840; Custom (8) sedan. S2.- 
$1 405 $1,415, $1,460. '50 SL Deluxe 2- $1,105, $1.110, $1,155. ‘49 Custom (8) '51 SL Deluxe sedan, $1,350, $1,630*, 150*. ’51 Deluxe (6) sedan, $1,300; 

12-VOLT REGULATORS gee 
12-VOLT BATTERIES 12-VOLT BATTERY CHARGERS 


12-VOLT tb: SYSTEMS 


; WHAT ABOUT 





12-VOLT 
STARTING MOTORS 


SERVICING ’53 MODELS WITH 
-/, 12-VOLT SYSTEMS? 


TIMING LIGHTS 


12-VOLT GENERATORS 


Allen has 2 answers for you! 


1 THE NEW ALLEN 6 AND 12 VOLT EQUIPMENT 


MODEL E-1200 and MODEL E-1222 MOTOR ANALYZERS — Two completely new motor 
analyzers designed expressly for the new 12 volt systems, and of course, all 6 volt systems. 
Meet car manufacturer specifications. All testing units are removable and can be used on the 


vehicle or in the cabinet. 


MODEL E-555-2 REGULATOR-GENERATOR SERVICER — The only Regulator-Generator 
Servicer on the market that includes all the instruments and equipment necessary to handle 
complete testing and servicing of both 12 volt and 6 volt regulators and generators. 


“DYNA-CHARGER” BATTERY CHARGERS — A complete line of Fast-Slow Chargers de- 


signed to service both 12 and 6 volt batteries. 


2 MODERNIZATION “PACKAGES” TO CONVERT PRESENT ALLEN EQUIPMENT 


In line with our policy to render service and maintenance at a minimum cost to owners of Allen 
equipment, modernization “Packages” have been developed to convert present Allen equipment 
to do complete servicing on the new 12 volt systems, as well as 6 volt systems. Modernization 
“Packages” are available for present Model E-300 Motor Analyzer, Model E-322 Motor Ana- 
lyzer, and Model E-555 Regulator-Generator Servicer. 


Allen’s liberal exchange plan makes the cost surprisingly low—for example, the Model E-300 
can be converted at a cost of only $296.00 (slightly higher West). 


ALLEN ELECTRIC and EQUIPMENT CO. 


KALAMAZOO, MICHIGAN 


Wad this cou, 
12-Volt Servicing Informatio, 


Motor Fast 
Analyzers Chargers 





Oil Changers 

Regulator- 

Generator 
Servicers 





Syncrographs 


ALLEN ELECTRIC & EQUIPMENT CO. 
1910 N. PITCHER ST. 
KALAMAZOO, MICHIGAN 


Please rush us complete details on Allen equipment to service the 
new 12-volt cars 


Nome 





Street 





City State 





425*. °48 Commodore (8) sedan, $500. 
KAISER—'49 sedan, $740. 
| MERCURY—’52 sedan, $2,420*. ‘50 sedan 
| $1,040, $1,260*. °'49 sedan, $1,070. 
OLDSMOBILE — '52 (98) conv., $3,150*. 
‘50 (98) sedan, $1,600*, $1,585*, $1,700*, 
$1,370*. '49 (98) sedan, $1,340*, $1,350*; 
conv., $1,220*. °47 (98) sedan, $410*. 
PACKARD—’'51 (200) sedan, $1,.850*. 
PLYMOUTH—'52 Cranbrook sedan, $1,725 
‘51 Cranbrook sedan, $1,260, $1.100. ‘50 
Deluxe sedan, $910; SD sedan, $1,175 
"49 Deluxe sedan, $1,030. ’48 SD sedan. 
$800. 
| PONTIAC — '52 Catalina, $2,525*. ‘51 
| Chieftain (6) sedan, $1,925*. ‘50 SL (8) 
| 





sedan, $1,585". 


STUDEBAKER ‘51 Commander sedan 
$1.430*. ‘50 Champion sedan, $910, $1.- 
055*. 


(Southwestern Auto Auction. Sale every 
ee Prices are for sale of Sept. 
4.) 

(Market steady over last two weeks. 
Sold 60 units out of 120 offerings.) 

| BUICK—’47 Special sedan, $385. '42 sedan 
| $215. °41 sedan, $155, $115. 

| CHEVROLET—'52 SL Deluxe sedan, §$1,- 
| 685, $1,815*. '51 SL Deluxe sedan, $1,- 
| 565. '50 FL Deluxe sedan, $1,000, $1,- 
| 320, $1,290, $1,325. 48 SM sedan, $800. 
| °47 FM sedan, $625, $595. '46 SM sedan, 
| $610, $635. ‘41 club coupe, $215. °40 

sedan, $160. '39 sedan, $170. 

DODGE—'41 Custom sedan, $145. 
FORD—’'51 %-ton pickup, $1,110; Custom 

(8) sedan, $1,600, $1,560. °50 Custom 

(6) sedan, $1,010; Custom (8) sedan. 

$1,235. ‘49 Custom (8) sedan, $1,000, 

$910, $920, $880. ‘48 SD (8) sedan. 
$710. °47 SD (8) sedan, $675, $580. °46 

Deluxe (6) sedan, $365, $555. °41 busi- 

ness coupe, $165. ‘40 sedan, $180, $335, 


| $115. 

MERCURY—’50 sedan. $1,460*. '48 conv., 

| $580. "46 sedan, $420. 

| OLDSMOBILE—’'51 (98) sedan, $2,200*. 

| "49 (88) sedan, $1,180*. '41 sedan, $105. 

| PLYMOUTH—'51 Belvedere. $1,500. '50 
Deluxe club coupe, $995; P-19 sedan. 
$855. '46 conv.. $400; sedan, $570. 

PONTIAC—'49 Chieftain (8) club coupe. 
$1.385. ‘48 SL (6) sedan, $690. ‘3S se- 


dan, $105. 
| STUDEBAKER—'46 Champion sedan, $380. 
PHILADELPHIA 


(Harold B. Robinson Auto Sales. Sale 
every Tuesday and Thursday. Prices are 
for sales of Sept. 18-23.) 

(Prices down about $30 on most mod- 
els. Sales, however, still strong. Sold 135 
units out of 207 offerings.) 
| BUICK—’52 RM 4-dr., $2,835*; Special 2- 
} dr., $2,150*. °51 Special Riviera 2-dr., 
} $1,725*. ‘49 RM 4-dr., £1,270; Super 
} conv., $1,250; 4-dr., $1,220. ‘48 RM 

conv.. $930; Super conv., $830. 
CADILLAC—’49 (61) 2-dr., $1,900*. ‘48 

(61) 4-dr., $1,6389*. 
| CHEVROLET- 52 Bel-Air, $1,830*; SL 
| Deluxe 2-dr., $2.075*; 4-dr.. $1,920*, $1,- 
| &60. ‘51 SL Deluxe 2-dr., $1,600, $1,560, 
| $1,525, $1,415; club coupe, 2 at $1,400; 
| 1%-ton panel, $980. °50 station wagon, 
$1.460: SL Deluxe 2-dr., $1,295. 
CHRYSLER—'50 Royal club coupe, $1,- 
445*. '48 Windsor 4-dr., $1,045. °46 conv.. 
$510. 
| DeSOTO—'51 Sportsman, $2,140*; Custom 
|} 4-dr.. $1,675. '50 Deluxe 4-dr., $1,470*. 
|} ‘48 Custom 4-dr., $940. 
| DODGE-—-'51 Coronet 4-dr., $1,625*. °49 
| Meadowbrook 4-dr., $1,110. ‘47 Custom 
| 
} 
j 
| 


4-dr., $460: Deluxe 4-dr., $610. 

FORD — '52 Victoria, $2,525*; Mainline 
(8) 4-dr.. $1,780, $1,675. °51 station 
wagon, $1,700; Victoria, $1,865*; Cus- 
tom (6) 2-dr.. $1.170: Deluxe (8) 2- 
dr., $1,370, $1.310, $1,295, $1,280, $1,250. 

| HUDSON—'50 Commodore (8) 4-dr., $1,- 

275. ‘47 club coupe, $400, $270. 

KAISER—’52 Henry J (4), $1,260. °49 
4-dr. sedan, $585. 

NASH—’51 Rambler Country Club, $1,400; 
conv., $1,175. '50 Rambler conv., $990. 
"48 (600) 4-dr., $700, $510. 

OLDSMOBILE—’50 (98) 4-dr., $1,775*, 

| $1,580, $1,545; (88) 4-dr., $1,590", $1,- 

510*. ‘49 (98) 4-dr., $1,330*. 

PACKARD—'48 2-dr., $625. 

PLYMOUTH—’52 Cambridge club coupe. 
$1,820 $1,660. '51 Cranbrook 4-dr., $1,- 
460, $1,390, $1,350, $1,430, $1,450; Cam- 
bridge club coupe, $1,430, $1,410. $1,390, 
2 at $1,285, $1,380, $1,365, $1,350, $1,- 
335. °50 SD 4-dr., $1,270. 

PONTIAC—’'47 SL (8) 2-dr., $730, $675 
46 SL (6) club coupe, $500. 

STUDEBAKER—’51 Commander 4-dr.. $1,- 
435, $1,285. °48 Commander 4-dr., $770. 


$710. 
WILLYS—'49 (4) station wagon, $820 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc. Sale every Wed- 
nesday. Prices are for sale of Sept. 24.) 
(Sold 129 cars out of 175 offerings.) 
BUICK—’52 Super Riviera 2-dr., $2,600*. 
‘51 Super 4-dr., $2,175*; Special 4-dr., 
$1,600. '49 Super 4-dr., $1,300*; 2-dr., 
$1,200. 
CADILLAC—’51 (62) 4-dr., $3,400*. 
CHEVROLET—’52 SL Deluxe 2-dr., $2,000. 
’51 SL Deluxe 4-dr., $1,650, $1,550, $1,- 
515; 2-dr., $1,610, $1,580, $1,550, $1,450; 


(Continued on Page 53, Col. 1) 








. 





ees SOS Oe esl 














AUTOMOTIVE NEWS, OCTOBER 6, 1952 oa . _ 53 
- | 4-dr., $1,350, $1,000; conv., $1,275. ‘47 $1,115; Custom (6) 2-dr., $1,275; Crest- '46 SM 4-dr., $545; FM 2-dr., $660; FL 
e | 4-dr., $700. | line, $1,000. "49 Custom (S) 2-dr., $935. | aerosedan, $580. 
p _ASH—’5 , ‘36 SD (5S) 2-dr., $100. | CHRYSLER—’52 NY 4-dr., $3,225*. '51 
NASH—’50 Statesman 2-dr., $1,000. °49 | 
_ f - 7 7 MERCURY—'50 2-dr. 1,355. Windsor club coupe, $2,095*; conv., §$2,- 
Used Car Auction rices Ambassador 4-dr., $790, $730. RCURY < Ir., $ 895*; 4-dr., $2,410°*; Imperial Newport 


OLDSMOBILE—'52 Super (88) 4-dr., $2,- | NASH—'47 (600) 4-dr., $405. 





$2,950. '50 Windsor 2-dr., $1,675. ‘46 














| ro ods 4 Ps 3 35. 91 soe, 41.260, OLDSMOBILE—'49 | (88) | 4-dr.._ $1,205", | Royal 4-dr., $615. 
7 ovo, ’ ov, ’ » . : 9. 4 * 46 78 2- 

(Continued from Page 52) SS aay ae po $1,110", '§1.510°. eat: 2-dr., $990*. '46 (76) 2-dr., | DesoTO—'50 Custom club coupe, $1,725*. 
: : 75*; 3 2 ’48 (66) conv., $600 6 apaaduny om : vn ) ‘48 Deluxe 4-dr., $1,000*. 46 Custom 
SL Special 2-dr., $1,400. '50 SL Deluxe $1,575*; RM 4-dr., $1,400; Special 2-dr., : PLYMOUTH—'51 Cambridge 4-dr., $1,21( 4-dr., $670. 
4-dr., $1,360, $1,350; 2-dr., $1,395, $1,- $1,430; 4-dr., $1,250. PLYMOUTH—'50 SL Super Deluxe 4-dr..| +59 SD club coupe, $1,165. "48 Deluxe 4- soe 4 2,210°, $1 
385, $1,375, $1,365, $1,350, $1,335, $1,- | CaDILLAC—’52 (62) conv., $4,700*. ‘51 | $1,190, $1,150; Deluxe 4-dr., $1,040; P-19 | ar., ss70; SD 2-dr., $765. ‘47 SD 4-dr., | "Seer, 3 A ey Mi ae beeen '4-dr., 
330; club coupe, $1,380; FL Special club | ~ (9) Coupe deVille $3,500; 4-dr $3,- 2-dr., 748 “aa “ogg ai $980; club/ 4x0. '40 Deluxe 2-dr., $100 Ss aber, '48 Goronet a“. $925*; 4-dr.. 
oupe, $1,225. '49 SL Deluxe 2-dr., $1,- 375. ; ‘ : ‘ ’ | coupe, $745. °41 2-dr., $130. PONTIAC—'48 Chieftain (8) 2-dr.. $825* ‘anes, au csuee. Tee a Gene 
150, $1,000, $860. 48 FM 2-dr., ies CHEVROLET—'52 station wagon, $2,310* | PONTIAC—'52 Chieftain 48) 4-dr., $2,550, 16 SL (6) 4-dr., $155 ooo. = siti : : 
ae aa Dee pene 47 FL 2-dr., $75 Bel-Air, a $1,575; SL Deluxe d-ar.. | die; antes noes Se fog pe a STU DEBAKER—'51 Commander (8) 2-dr., FORD—’52 Victoria, $2,450*; Custom (8) 

—o it Alger — 9 " 27 . ; 4 é ° 2,020"; - onne ; ‘ s é 

CHRYSLER—’'49 Windsor club coupe, $1,- ey roared on “8. 81 cone” be $1.900*. '50 Chieftain (8) 4-dr., $1,530*; | $1.200 2-dr., eg a gg A Bo 
200°. Deluxe 4-dr., $1,530, $1,525, $1,500; SL| SL_(8) 2-dr., $1,500*, $1,490. °49 SL (5) c 1 *ALIF wagon, $1,810, $1,920%; conv.,_ $1,755 

DeSOTO—'50 Custom club coupe, $1,440*.| Special 2-dr.. $1,480. 50 Bel-Air, $1,580, | _$1:130. "48 SL (8), $935, $860. OAKLAND, CALIF. WOGen, 91,058, C1880; Set Se 
“48 Custom 4-dr., $£10. - P $1,525. '49 FL’ Deluxe 2-dr., $975. "47 i a6 Cummanée Sas Geen, t-te (Pollock’s Used Car Auction. Sale every S05: cheb. coupe, "$1,235; Custom (8) 

oo er a nie 4-dr., $1,385. 49 FL aerosedan, $810. ‘46 FM 4-dr., $650. pickup, $580. °47 Champion 4-dr., $735; Wednesday. Prices are for sale of Sept. conv., $1,645. '49 Custom (8) club coupe, 

FORD — '52 Victoria, $2,450*; Mainline | CHRYSLER—'50 Windsor club coupe, $1,-| conv., $650. eee 5 —_ $970, $1,170; 4-dr., $1,110, $1,140; Cus- 

0. '51 Victoria 400*. YEOUS—'52 AUSTIN—'49 4-dr., $535 tom (6) 4-dr., $1,055. ’48 SD (6) club 
(8) 2-dr., $1,859. '51 Victoria, $1,900*, MISCELLANEOUS—’52 Jaguar sports car, BUICK—'52 Super Riviera, 4 for $2,950*, 155. SD’ (8) 4-dr., $650, 47 
$1,875, $1,870, $1,795; conv., $1,860, $1,- | DODGE—’52 Meadowbrook 4-dr., $1,810*. | $3,250. $3 025°: hede $2,295* 154 RM 4-ar. so’ ve $ " b arain $675; (8) stasten 
500; Deluxe (8) 4-dr., $1,675, $1,625, '51 Coronet club coupe, $1,590*; Way- | z $2.395*. 50 ‘Buper "Riviera 4-dr $1. oneen $655: aap ones ‘610 46 (3) 

; 4 5 "BO i : . ,395*. '50 Supe 7 , ‘ : , ; 

$00; Deluxe’ (8)" 3-dr* $1,450, "50° Cus- ee ee pane | DANVILLE, VA. 850", $1,690, $1,950"; 4-dr., $1.420°; RM | station wagon, $520; %-ton pickup, $600; 
tom (8) 4-dr., $1,450, $1,375, $1,290; FORD—’52 Victoria, $2,450, $2,430*; Cus- (Danville Auto Auction. Sale every Wed- — = tee ae “S'ons” $i pe SD (8) club coupe, $585. 
2-dr., $1,400, $1,390, $1,340, $1,325, $1,- tom (8) 4-dr., $2,175:  Q-ar., $2,110; | nesday. Prices are for sale of Sept. 24.) 9-dr. $700. nr cape’ cunt, g0s8,'$1,. HENRY J—51 (6) 2-dr., $1,095, $945. 
250; club coupe, $1,345; Deluxe (8) Crestline, $2,075; Mainline (8) 2-dr., $1,- (Sale very active—tobacco markets 080: 2-dr.. $965. HUDSON—'51 Commodore (8) 4-dr., $1,- 
2-dr., $1,200; Deluxe (6) 2-dr., $1,095. 800. ’51 conv., $1,790, $1,540; Victoria. | opened here this week. Sold 50 units out | CADILLAC-—'52 (62) 4-dr., $4,500*. ‘51 605; Hornet ‘>. oom . reg ed 
49 Custom (8) 4-dr., $885, $875; Cus-| $1,725; Custom (8) 4-dr., $1,640, $1,530, | of 90 offerings.) (62) 4-dr., $3,460*, $3,545*. ’50 (62) | 4-4r-, $1,050. '48 Super (6) 4-dr., , 


tom 2-dr-. $1,150, $1,065, $1,050, $1,040. | $1,370; 2-dr., $1,600, §1.550, 3 at $1,475, | BUICK—'49 Super 2-dr., $1,265, $1,160. '41| conv., $3,455*, $3,625; 4-dr., $3,155*. 49 | $960; Commodore (8) 4-dr., $800. "47 














47 SD (8) conv., $700; 4-dr., $780; 2- $1,400. '50 Custom (8) 2-dr., $1,325, a - : (62) Coupe deVille. $2,600*; (60) 4-dr., 4-dr., $440. 
dr., $845, $815, $800, $745. '46 SD (8) | §1'930, $1,125, $1,110, $1,270; 4-dr., $1,-| CAM LAQ O4e fel) 4-dr., $1,765°. $2,235". (61) 4-dr., $2,100*. °47 (62) LINCOLN—'52 Cosmopolitan 4-dr., $3,- 
4-dr., $600; club coupe, $675. 310; Deluxe (6) 4-dr., $985. ‘49 Custom | CHEVROLET—’51 SL Deluxe 2-dr., $1,- 4-dr., $1,195*, $3,150*; (61) 4-dr., $1,- 450 age eae ont > aon 91.278. 
HUDSON—'48 Super (6) 4-dr., $750. (8) 2-dr., $1,155, $1,030; 4-dr., $1,000. 485. °50 SL Special 4-dr., $1,036; FL| 075°. ape? ‘ion $1,130°: Deemopetitan 6 pe, $1,275. 
MERCURY—'52 4-dr., $2,450*. '50 conv., SR—'47 4-dr., $450. Deluxe 2-dr., $1,035. '49 SL Special 2-dr., |CHEVROLET—'52 SL Deluxe 4-dr., §2,- Cones, . “ig 
$1,350. ripen iy 4-d bs 000. '47 4-ar., $190, | $950; FL Deluxe 2-dr., $865; SL Deluxe} 200%; Bel-Air, $2,215*; conv., $2,425°. “a a gi’sss: ‘cour. Sass: ebm 
OLDSMOBILE—'50_ (88) 2-dr., $1,675*. 49 | KAISER ‘51 4-dr., $1,000. * ‘| 2-ar., $1,095; FL Deluxe 2-dr., $910. '47| ‘51 station wagon, $1,970*; SL Deluxe sues, $1560. 140 '4-ar., G1.478; cae 
(88) 4-dr., $1,450*, $1,350*%. °48 (78) | LINCOLN—’52 Capri club coupe, $3,430*. SM 2-dr., $950. '46 FM 4-dr., $680. 4-dr., $1,755, $1,730; club coupe, $1,395; coupe, om $1 ie tue rw ; e738 
4-dr., $945° "51 4-dr., $1,760. '50 4-dr., $1,300. '49| nonDGE—’51 Coronet 4-dr., $1,420*. °50| 2-dr., $1,505. '50 1-ton stake, $1,100; SL 9 eee can a | r., , 
PLYMOUTH—'52 Cranbrook 4-dr., $1,900; 4-dr., $950. Coronet club coupe, $1,190". Deluxe club coupe, $1,400. ’49 SL De- my hy ei ‘aaa 2dr. $1,215, $1,- 
club coupe, $1,800; Cambridge 4-dr., | yeERCURY--'52 Monterey, $2,160*. ‘51 4- | FORD—’51 Custom (8) 2-dr., $1,540, $1,- luxe 2-dr., $1,180; club coupe, $1,055. | - 310 +50 Asabessndne dede , $1 190: 
$1,725. '50 P-19 2-dr., $1,150. '49 De- dr., $1,810; club coupe, $1,685, $1,675. 610, $1,650, $1,505. '50 Custom (8) 2-dr., ‘48 SM 4-dr., $800; 2-dr., $780. '47 FL : ” =" 
luxe business coupe, $740. "50 2-dr., $1,330; club coupe, $1,070; $1,305, $1,280, $1,180; Deluxe (8) 2-dr., aerosedan 2-dr., $610; SM 4-dr., $750. (Continued on Page 56, Col. 1) 


PONTIAC—'52 Chieftain (8) 4-dr., §$2,- 
5uC*. °51 Chieftain (8) conv., $1,830*; 
Chieftain (6) 2-dr., $1,650. '49 SL (8) 
2-dr., $1,125*. '48 Chieftain (6) 4-dr., 
$965. ‘47 SL (8) 2-dr., $725 

STUDEBAKER— '49 Commander 2-dr., 


$755. 





MANHEIM, PA. 


(Manheim Auto Sales and Auction Co. 
Sale every Friday. Prices are for sale of | 
Sept. 19.) 

(Market good. Sold 106 units out of 
180 offerings.) 

BUICK—’52 Super 4-dr., $3,000*, $2,950*; 
2-dr., $2,700*; RM 4-dr., $2,815*. '50 RM 
Riviera 2-dr., $1,920*. °'49 RM 4-dr., 
$1,305; 2-dr., $1,260. '47 Super 2-dr., 

7 





$875. 
CADILLAC—’52 (60) 4-dr., $4,110*; (62) 


= a 


Tle we 


4-dr., $4.400*, $3,995. ‘51 (62) 4-dr., 
$3,350. "50 (61) club coupe, $2,760*. '48 
(61) 2-dr., $1,640*. 


CHEVROLET—’'52_ Bel-Air, $2,200*; FL 


Deluxe 2-dr., $1,975*. °51 Bel-Air, §$1,- 
710*; SL Deluxe 4-dr., $1,570. ’50 FL 
Special 2-dr., $1,390. '49 FL aerosedan, 
$1,225; FL Special 4-dr., $1,165. °47 
conv., $710. 

CHRYSLER—’52 Saratoga 2-dr., $2,750*. 
‘51 Imperial 4-dr., $2,150*. '50 NY 4-dr., 
$1,800*. °48 Windsor town & country, 
$740". 

DeSOTO—'52 Fire Dome (8) 4-dr., $2,670*, 
$2,560*, $2,520. '50 Custom club coupe, 

535 


DODGE—'52 Coronet 4-dr., $2,020*. '50 
Coronet 4-dr., $1,260*. 

FORD—’52 Custom (8) 4-dr., §2,270*, $2,- 
210*; conv., $2,150*. °51 Victoria, $1,- 
810*; Custom (8) 2-dr., $1,660. ’50 Cus- 
tom (8) 4-dr., $1,300. °49 Custom (8) 
4-dr., $1,000 


HUDSON—'49 Super (6) 4-dr., $870. 

KAISER—’'49 4-dr., $820, $600. 

LINCOLN—’52 Capri 4-dr., $3,400*. ’51 
Cosmopolitan 4-dr., $2,050*, $1,850. 

MERCURY—’52 sport coupe, $2,550*; 4- 
dr., $2,250*. '51 4-dr., $1,870; 2-dr., $1,- 
560. °50 4-dr., $1,500. 

NASH—’52 Rambler conv., $1,680. ‘51 
Rambler station wagon, $1,380. ’49 (600) 
4-dr., $730. '48 Ambassador 4-dr., $710. 

OLDSMOBILE—’'52 Super (88) 2-dr., $2,- 
775*; 4-dr.. $2,750*. ’49 (88) club coupe, 
$1,330*. '48 (76) 2-dr., $670*; (68) 4-dr., 


$480. 

PACKARD—’51 4-dr., $1,750*. °49 4-dr., 
$970. '46 2-dr., $400; 4-dr., $290. 

PLYMOUTH—’51 Cranbrook club coupe, 
$1,500, $1,420; 4-dr., $1,480; Cambridge 
club coupe, $1,450. '47 SD 4-dr., $1,100. 

PONTIAC—’52 Catalina, $2,720*; Chief- 
tain (8) 4-dr., $2,475,* $2,400*; conv., 
$2,450*. '50 conv., $1,485*. '48 SL (8) 
2-dr., $960. 

STUDEBAKER—’52 Champion 2-dr., $1,- 
660*. °51 Commander (8) 4-dr., $1,275. 
‘59 Commander (8) conv., $1,125; Cham- 
pion 4-dr., $1,005*. ‘47 %-ton pickup, 


$490. 
WILLYS—’51 Jeepster, $980. "50 (4) sta- 
tion wagon, $1,010. 


VALDOSTA, GA. 


‘Tom Hewitt Auto Auction. Sale every 
Friday. Préces are for sale of Sept. 19.) 
(Sold 150 cars out of 203 offerings.) 
BUICK-—'52 Super Riviera 2-dr., $2,800*, 
$2,575. '51 Super Riviera coupe, $2,260*; 
4-dr., $2,000*. ‘50 RM Riviera coupe, 


HOUISERErarerks 


Door Handle Ferrule 
Tool for GM cars and 
trucks. Tightens loose 
outside door handles 
by cutting new lips on 
old ferrules — or in- 
stalling new ferrules. 
DEALER COST 
























Door Handle Flange 
Depressor aids in re- 
moving door handles 
and window control 
levers. Adjustable — 


Leaves hands free. 
Pick included with 


rh tool 
DEALER COST 
$2.25 


IMMEDIATE 
DELIVERY 
If your jobber cannot 
furnish order direct. 
Write today for free 








HOUSER ‘ 








L-O-F Hoodliner, installed under the hood of modern 


// cars, is one example of how Fiber-Glass is being uti- 
———— lized to provide greater passenger comfort and safety. 


How fo increase passenger 





comfort and safety 


L-O-F Fiber*Glass provides fire-resistant sound and 


thermal insulation for cars and trucks 


Mix OF today’s finest cars are insulated 
throughout with L-O-F Fiber-Glass for 
greater passenger comfort. For example, 
L-O-F Hoodliner, installed under the hood, 
reduces high-frequency engine sounds, tire 
whine and air-stream whistle. 

Fiber-Glass Hoodliner is lightweight, 
flexible and can be easily installed. It has 
excellent thermal- and sound-insulating 
properties, and is fire-resistant. 

L-O-F Fiber-Glass is also supplied as 








superior insulation for roof liners, on fire 
walls, under package trays and as dash 
liners. You can count on Libbey-Owens- 
Ford—with over 50 years’ experience—to 
meet your schedules right on time. 

For more information, call L-O-F’s 
Detroit office, 610 Fisher Building, Trinity 
5-0080. Or write, wire or phone Libbey- 
Owens:Ford, Dept. F-G 5102, Nicholas 
Building, Toledo 3, Ohio, and obtain names 
of suppliers of Hoodliner Kits. 


LIBBEY OWENS-FORD GLASS COMPANY 
FIBER + GLASS DIVISION 
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Used-Car Notes 








Ohio Valley Used Cars 
COLUMBUS, O.—A charter has 
been issued here to West Virginia- 
Ohio Valley Used Cars, Inc., of 
Bridgeport, O. Capital is $5,000. 
Incorporators are Glenn F. Straub, 

J. M. Straub and Frank Bostic. 


All-Car Firm Opened 


In Memphis by Hammond 


MEMPHIS. Hammond Motors, 
843 Union, has conducted its formal 


to 1940, when he organized a cold 
storage company, which he sold in 
1948. B. F. South, whose experience 
in the auto business includes more 
than five years as a factory execu- 
tive, is general manager of the new 
firm. 
* * * 


Hartford Revokes Permits 


Of Two Zoning Violators 
HARTFORD, Conn.—The city 

zoning board here has revoked the 

local business permits of two used- 


opening. The new company, headed | car dealers for alleged failure to} 


deal in| 
the only | 


by Jeff Hammond, will 
“new cars of all kinds 


in the mid-south.” 


Hammond was engaged in the 


and Perry 


keep cars behind building lines. 


Now out of business by the revo-| president of C. F. Smith Motor Co. | 
automobile dealership of its kind| cations are Big Jim’s Used Cars| (used cars), 2210 W. Broadway, and | 
Auto Sales and Body! Robert Seewer, 
board charged | have been made joint defendants in 


Works, Inc. The 


with repeated requests” to keep 
displayed vehicles behind the lines. 
The board also said 
other used-car’ dealers, 
Motors and Kay Motors, had been 
given warnings about such viola- 
tions and had taken satisfactory 
action 


Mueller Drops Used Cars 
PASADENA, Calif. (UTPS) 
Mueller Motors, 2307 S. Foothill, is 
changing from used cars to motor- 
cycles, according to an announce- 
ment by Charles Mueller, manager. 
* - ke 


Ex-Employe of C. F. Smith 
Seeks $340,033 in Suit 
LOUISVILLE, Ky.—C. F. Smith, 


service manager, 


that two| 
Tunnel | 








sac 


Dealer Dailey Sells 25 to Oakland— 


F. H. Dailey Motor has delivered 25 especially equipped Chevrolets to the Oakland 
(Calif.) police department. Above, officials take over the fleet (left to right)—W. W. 
Vernon, police captain; Ray Miller, equipment superintendent; Mayor Clifford Ri:hell 
Police Chief Les Devine; G. E. Dailey, Chevrolet dealer, and Jack Hassler, Oakland 


city manager. 


am, © a former em- 
ploye. 
Stringer says that on May 26, be- 


fore a large crowd at the Jeffer- 


Stringer, 


auto business for many years prior! that both dealers “did not comply/a suit for $340,033 damages brought | sonville (Ind.) Sportsdrome, See- 


| 





















Each Midland Air or Vacuum Power-Brake Kit is especially 
engineered for the truck, tractor or bus for which it was 
designed. You can be confident that the power braking 
systems on your motor transport equipment will give long 
life and trouble-free service if you insist on MIDLAND. 


SPECIAL INSTALLATION KITS FOR ALL 
POPULAR MAKES AND MODELS OF TRUCKS... 
SEE YOUR NEAREST MIDLAND DISTRIBUTOR 


MINDILAUND HY-POWER 
Air ANnp VACUUM <—<é 


BRAKES FOR 
DODGE << TRUCKS ¢ 





Husky 7.3 cu. ft. Midland 
air compressor provides 
reserve capacity to meet 
today’s traffic emergen- 
cies. Integral governor 
operates directly on pat- 
ented, power-packing in- 
let valves, 


This complete Midland Air and Vacuum HY- 
Power installation was made on one of the 





many similarly equipped tractors of the Long 
Transportation Company, Detroit, Michigan. 


THE MIDLAND STEEL PRODUCTS CO. 
6660 MT. ELLIOT AVE. 
Export Department: 38 Pearl St., New York, N. Y. 


DETROIT 11, MICH, 


Those who know Power Brakes Choose Midland 





oe oe ee 
Si 


BUS DOOR CONTROLS 






wer, without valid reason, prevent- 
}ed him from driving in a hardtop 
auto race, abused him publicly and 
then fired him. Stringer was to 
|drive a 1940 Plymouth, which he 
modified from one owned by the 
company. 
* + 


One-Year Delay Granted 


In Chesbro Tax Case 

BUFFALO.—The Government has 
| been set back a year in its fight to 
collect $356,000 in alleged back in- 
come taxes from Smiling Jack 
Chesbro, Inc.; three officers of the 
used-car concern, and the wife of 
one of the officers. 

William B. Mahoney, counsel for 
the plaintiff, told Judge J. Gregory 
Bruce that he was not prepared to 
go ahead with the case as yet. The 
| officers and company are charged 
|with income tax delinquency for 
11945, 1946 and 1947. 


[Denver Honors 


‘Past UCDA Heads 


| DENVER.—The Denver Used Car 

Dealers Assn. presented plaques to 
its six past presidents at the organ- 
ization’s annual fall banquet at the 
Wolhurst Saddle club. 

Honored were Howard Stark, 1946 
president; Elwood Edwards, 1947; 
Henry H. Hennies, 1948; Lester 
‘Gold, 1949; David F. Finnigan, 1950, 
and Charles A. Wheeler, 1951. The 
presentations were made by Harry 
Cohen, incumbent president. 
| The dinner was attended by 100 
wee dealers and guests. 

* * * 


Permanent Sunday Closing 


Sought in Philadelphia 

PHILADELPHIA.—A _ majority 
of Philadelphia’s used-car dealers 
would like to stay away from the 
lots on Sunday all through the 
year. A Sunday closing has been 
in effect this summer. 

At a recent meeting, the Phila- 
delphia Used-Car Dealers Assn. 
decided to poll both new and used- 
car dealers on whether to ban Sun- 
day trade. 

Members of PUCDA favored the 
Sunday closing. They prefer to be 
with their families on the Sabbath 
and feel that a holiday from trade 
would better live up to the spirit 
of Pennsylvania’s “blue laws.” 

* * * 


Fish Derby Nets $825 


For Oregon Dealer 

PORTLAND, Ore. — Treasurer 
John T. Murray of the Oregon 
Used Car Dealers Assn. bas some 
money of his own—$825—to fon- 
dle these days. Its his grand and 
daily prize money for landing a 
46-pound Chinook salmon in the 
Warrenton (Ore.) salmon derby. 
Murray operates Murray Motor 
Sales, Portland. 

* * . 
Dunn Opens Miss. Lot 
| KOSCIUSKO, Miss.—Dunn Buick 
|Co. has opened a used-car lot on 
| W. Jefferson St., with Albert Buck 
}and Davis King as salesmen. 
| x ” x 
Calif. U. C. Firm Sold 

PASADENA, Calif. — (UTPS) - 
|Harold R. Spreitserbach has sold 
| his used-car business to Standard 
Auto Exchange. 
7 ” x 


Pasadena Firm Rebuilt 
| PASADENA, Calif. — (UTPS) 
|George Motor Sales, 1908 E. Colo- 
|rado, has been completely rebuilt 
|by its new co-owners, Vet Brown 
j}and Frank Delasquez. The new fa- 








| cilities will handle about 40 cars. 
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Pa. Carriers’ Parley Studies Plan .. . 





Truckers Aim Blows 
At Railroad Taxes 


BEDFORD, Pa.—Three hundred 
truckers at the annual 

ania Motor Truck Assn. conven- 
tion studied a plan which the 
group’s executive committee called 
the door to millions of dollars in 
new tax revenue” from the state’s 
railroads. 

The committee told delegates the 
plan evolved from a questionnaire 
sent to thousands of truck users— 
farmers, manufacturers and mer- 
chants, as well as commercial op- 
erators. 

Community officials will soon 
have a PMTA booklet showing 
them how “to collect long-neglected 
real estate and other taxes” from 
railroads, the committee told the 
convention. 

Floyd B. Noerr, of Lewiston, as- 
sociation president, praised the 
“excellent response” of members to 
emergency truck-pool plans the as- 
sociation set up to help combat 
polio. No state community has 
been left unprotected, he said. 
Under the program, members vol- 








In the 
Hopper 


S. D. Legislature Asked 


For Driver’s License Law 


A driver’s license law and motor- 
ists’ financial 
have been recommended to the 
South Dakota legislature by the 
State Legislative Council’s highway 
committee. 

The committee recommended 
other highway safety measures, in- 


cluding laws to require all new} 


motor vehicles to have directional 
turn signals; to prohibit “tailgat- 
ing,” or traveling too close to the 


preceding vehicle, and to require | 


trucks and trailers to have wheel | 
flaps or rear fenders. | 


Conn. emai Wants Return 


Of Compulsory Inspection 

The state legislative council, an 
advisory group, will urge the next 
Connecticut general assembly to 
provide for compulsory motor- 
vehicle inspection and periodic 
driver examination, it has been 
disclosed. 

Connecticut abandoned compul- 
sory twice-yearly inspections in 
1942 because of manpower short- 
ages in its motor-vehicle depart- 
ment. 

The council will also seek an 
additional 50 state policemen for 
traffic patrol, and road construc- 
tion to relieve heavily traveled 
routes. The proposals will be pre- 
sented next January. 

* * * 
Okla. Tax Body Wants 
Gas Levy Retained 


The Oklahoma State Tax Com- 
mission has recommended to the 
Legislative Council’s revenue and 
taxation committee the reenact- 
ment of the one-cent motor-fuel 
levy. The levy now in force is due 
to expire next year. 

Revenue from the one-cent tax 
goes to county commissioners for 
building of permanent bridges and 
culverts on school bus routes. 

The earmarking of motor-vehicle 
taxes for schools and county roads 
was defended by a subcommittee 
headed by W. A. Burton jr., of 
Kingfisher County. The subcommit- 
tee said that these taxes are in lieu 
of the heavy levies imposed on mo- 
tor vehicles in other states. If these 
taxes were allocated to the High- 
way Department, the group said, 
new local taxes would have to be 
imposed. 

7 ~ 


Calif. Seeks Full Refund 
Of U. S. Gas Tax Collection 


Assemblyman Randal F. Dickey, | 
of Alameda, Calif., has introduced | 


a joint resolution in the state legis- 
lature asking a full refund of the 
$125,000,000 collected by the Federal | 
Government in California as gaso- | 
line taxes. 


Pennsyl- | 


unteer equipment to rush iron 
lungs and medical equipment where 
| needed. 

Col. S. H. Bingham, member of 
the New York City board of trans- 
portation, also praised truckers’ 
roles in time of public need. He 
pointed to the free offering of 
trucks in the recent California 
earthquake, midwest floods and 
New Jersey munitions explosion as 
“public-spirited actions in time of 
disaster.” 


Arleone Registry Up 

PHOENIX.—Motor vehicle regis- 
trations in Arizona have increased 
11.06 percent in the past year, al- 
most twice the percentage increase 
of any other state, according to 
William E. Willey, engineer for the 
Arizona highway department. 





responsibility act | 





| 
} 
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New Home for Peninsula Motors— 
Here are the new showroom and service facilities of Peninsula Motors (Nash), San 
Mateo, Calif. The bens is a automobile row in the Burlingame-San Mateo area. 





Dealership Houses Auto Club ‘The new quarters were remodeled 
NEW YORK.—The Automobile | from an auto showroom and serv- 


Club of New York has opened New | ice station and have 21,000 square 
York City offices in a four-story |feet of floor space, according to 
structure at 1881 Broadway at 62nd | Club President William J. Gottlieb. 





Pictured above is Galion's "User Preferred” Fulcrumatic 
“a” .. 
Galion ABC sales making formula .. . 
exclusive ACTION unites with perfe 

BALANCE « and i top quality CONSTRUCTION to produce 


i, | Total cost was $700, 000. 


in Manhattan’s main auto row. 








eee OBB 

Trolley Market 

Seen Expanding 
ATLANTIC CITY, N. J.—William 


J. Beatty, sales vice-president for 
ACF-Brill Motors Co., Philadelphia, 
predicted an expanded market for 
trackless trolley coaches of the type 
his firm displayed at the 71st an- 
nual meeting of the American 
Transit Assn. here. 

Beatty, citing what he called “in- 
herent advantages” of the electric 
trolley coach over liquid-fueled 
coaches, pointed to a recent Detroit 
survey which he said indicated that 
the trolley coach was the favorite 
form of transportation with 87 per- 
cent of the riding public. 

Advantages he claimed for the 
electric coach were silence, good 
riding, generous light and heat, ab- 
sence of fumes, reliability, speed, 
safety, long life and economy. He 
said the cost of electricity has re- 
mained stable while other fuel costs 
have been caught in an upward 
spiral. 

He noted that more than 4,300 of 
the nation’s 7,065 trolley coaches 
have been put into service since 
World War II. 








investment. 


. it represents the “A” of the now famous 
this 


<t operating 


Don’t fail to answer! 





to 





| 


chassis life too! 
it also provides truck dealers with "A Better Chance" 


Take advantage of it. 


MAKES A WHALE OF A DIFFERENCE THE 


GALION os 


OO Credacin 





on the job . . . and to lengthen 


profit on their dump truck equipment sales .. . for complete details. 





A.tsteet Boor Comrpany 
GALION, OHIO 


FOR TRUCK DEALERS! 


men 






Seldom if ever has a truck dealer had the ‘“Oppor- 
tunity to Profit’ ... so easily . . . and without capital 


Truck dealers everywhere can make money faster 
and easier with Galion hydraulic hoists and allsteel 
dump bodies, because . . . (1) Galion equipment is “User 
Preferred” and (2) The Galion nation-wide distributor organi- 
zation is ready and willing to work closely with interested 
truck dealers in the development of more dump truck sales. 
These experienced truck equipment specialists will 
handle equipment installations and back you up with 
efficient and immediate service when needed. 

Yes indeed, Opportunity Knocks for truck dealers... 


Contact your Galion distributor or write direct to us 


iT LIFTS 
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(Continued from Page 53) 


Used-Car Auction Prices 


Statesman 4-dr., $870. °49 (600) 2-dr., | DODGE—’52 Coronet 4-dr., $1,890*, $1,- 
$905. '46 Ambassador 4-dr., $470 790°. °50 Wayfarer 2-dr $1,350 46 
OLDSMOBILE—'52 Super (88) Holiday | Custom 4-dr., $190, $475. 
conv., $3,325*; 2-dr., $2,875*. ‘51 (98) | FORD—’'52 Victoria, $2,100*. °51 Custom 
Holiday conv., $2,500*. '50 (88) club} (8) Country Squire, $1,620*; Deluxe (8) 
coupe, $1,400*. ‘49 (98) conv., $1,295"; t-dr., $1,400, $1,290. °50 Custom (Ss) 
(88) 2-dr., $1,305*. 48 (98) conv., $995; conv., $975; 2-dr., $1,300; Deluxe (6) | 
(66) 2-dr., $800. ‘47 (98) 4-dr., $625, 2-dr., $1,210. '49 Custom (8) club coupe, | 
conv., $825 , one eq | $1,010. '48 SD (8) 2-dr., $700; SD (6) | 
PACKARD-—'52 (200) 4-dr., $2,225*. '51| club coupe, $650. "46 Deluxe (8) 4-dr., 
4-dr., $1,950, $2,125*. '50 2-dr., $1,365* $625 
48 conv., $730. | FRAZER—'49 Manhattan 4-dr., $785 
PLY MOUTH '52 station wagon, $2,205; HUDSON—’51 ssoenet re, $1,540" 49 
Cranbrook 4-dr., “ee 51 Cambridge Super (6) 2-dr. $760 / 
club coupe, $1,400; 4-dr., $1,215. '50 | KAISER—'51 4-dr., $1,250, $1,145* 
SD 4-dr., $1,305, $1, 230, $1, 270, $1,225. MERCURY—’51 4-dr., "$1,825°. 
49 SD 4-dr., $1,035; conv., $1,160. '48 | NASH—'52 Rambler country club, $1,700*. 
ae } ahem $915. °47 ase wagon, $775. | OLDSMOBILE—'50 (88) 4-dr., | $1,520*, 
‘46 business coupe, $455. 1,405* . '49 (98) conv., $1,125; 4-dr. 
PONTIAC—'52 Chieftain (8) 2-dr., $2,-| $1'a9se. ‘(76 Sav. $1480) $1408 
395", $1,925. '51 Chieftain (8) conv.. PLYMOUTH '51 Cranbrook’ club coupe, 
$2,115. ‘50 SL (8) 4-dr., $1,600. '49| $1440. 49 SD 4-dr., $940. 48 SD 4-dr.. 
Chieftain (8) conv., $1,030, $1,335". '48| $675 $630, '47 SD 4-dr., $700, $680: 
= Seo” $975, $850. "47 SL (8) 2- Deluxe club coupe, $675. — 
r., ). PONTIAC—'47 Chieftain (8) 4-dr., $725. 
STUDEBAKER—’51 Champion club coupe, | sTUDEBAKER—'49 Land Cruiser 4-dr., 
$1,415. °50 Commander (8) 4-dr., $1,- $905*. ‘46 Champion 2-dr., $450* 
410, $1,205; Champion 2-dr., $1,150; | wrLys— ation wagon : 65* 
club coupe, $1,280. ‘47 %-ton pickup, 61 stato Son, 91,200 
$525. + 
WILLYS—'52 Aerolark 2-dr., $1,505. '51 DENVER 
a TL OP SS PD, (Denver Auto Auction. Sale every Tues- 
$975. day and Thursday. Prices are for sale of 
Sept. 23.) 


EBENSBURG, PA. 


larly ’52s. Sold 2 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 25.) og 
(Demand and interest continuing high BUICK—’52 RM Riviera, $2,550*, $2,680*, 
although prices are slowly declining. Re- $2,700*, $2,870*, $3,000°. '51 Super se- 
tall sales reported very good. Sold 78 dan, $1,700*, $1,720, $2,075, $2,100*. 
units out of 110 offerings.) — $2,200", $2,215 $2'279" 50 
BUICK—'52 RM 4-dr., $2,800*. ‘50 Super| $y 4a5e° "Sr biae’ 1 mt aa ‘s1b° 46 
4-dr., $1,490*; Special 4-dr., $1,325*, Super sedan, $1,125*, $1,145". §$1,210*, 
$1,310; sedanet, $1,310*. ‘49 Super se- * "o30*. 1 . % 
; $1,225*, $1,230*, $1,245*. 48 Super 

aa $1,230; oo" $1,220*, $1,180". conv., $795. '47 RM sedan, $560 

"4 M 4-dr., 00. 4 z y : 
CADILLAC."48 162) conv., §1.140*; se- | CADILLAC—'52_ (62) conv., $5,220°. '51 
danet, $970*. (62) sedan, $3,390*, $3,425*. °'50 162) 
CHEVROLET—’ 52 SL Deluxe 2-dr., $1,- sedan, $2,750*, $3,095*. °47 (60) sedan, 
720, $1,705*; SL Special 2-dr., $1,620. | $1,160*. 

‘51 SL Deluxe 2-dr., $1,565, $1,525*, | CHEVROLET—’52 Bel-Air, $2.180*, §2,- 
$1,490. ‘50 Bel-Air, $1,305; SL Deluxe 360*; SL Deluxe sedan, $1,800, $1, 860, 
4-dr., $1,225; 2-dr., $1,280, $1,275; %- $1,915*, $2,045, $2,050*; %- ton pickup, 
ton pickup, $965. °'49 SL Deluxe club $1,470, $1,495. °51 Bel-Air, $1,690, $1,- 
coupe, $1,060; FL Deluxe 4-dr.. $1,100; 695*, $1,705; SL Deluxe sedan, $1,525, 
FL Special 2-dr., $750. ‘48 FM club $1,535, $1,540, $1,595, $1,600, $1,605, 
coupe, $840; FL aerosedan, $705. '47 $1,610*, $1,625*. '50 SL Deluxe sedan, 
FM 2-dr., $640; SM 2-dr., $645. '46 %- $1,100, $1,180, $1,200, $1,210, $1,310, 
ton pickup, $425. $1,360*, $1,390, $1,400. °49 SL Deluxe 
DeSOTO—'51 Custom 4-dr., $1,595*. '46 sedan, $1,035, $1,055, $1,060, $1,085. °48 





Custom 4-dr., $525. SM sedan, $805, 


(Prices slipped on all models, particu- 


63 units out of 408 





$895. ‘417 SM _ sedan, 





View Olds Test— 


Fonty Flock (left), stock-car race driver 


from Decatur, Ga., and William France, 
of Daytona Beach, Fla., president of the 
National Assn. of Stock Car Auto Racing, 
view an Oldsmobile Rocket engine on the 
test stand in the company's dynamometer 
laboratory at Lansing. D. C. Perkins (right), 
Oldsmobile experimental engineer, points 
out some of the test features. France and 
Flock made a tour of Oldsmobile's engi- 
neering facilities. 





$630, $675, $775. °'46 FM sedan, $640. 
CHRYSLER—’52 Saratoga sedan, $2,700*, 
$2,760", $2,785*; Windsor sedan, $2,325*. 


51 Windsor sedan, $2,000*. '50 Windsor 
sedan, $1,425*, $1,540*, $1,565*, $1,570*, 
$1,600*, $1, 675*, $1, 820°, $1,855*. °49 
Windsor sedan, $1,045, $1,230*. °47 NY 


sedan, $655*, $700*. 46 Windsor sedan, 
$600*. 

DeSOTO—’'52 Fire Dome (8) sedan, §2,- 
500*, $2,590*; Custom (6) sedan, §$2,- 
080*. 

DODGE—’52 Diplomat, $2,065*, $2,100*; 


‘%-ton pickup, $1,270. ’51 Meadowbrook 


sedan, $1,500*. '50 '%-ton pickup, $700. 
"49 Coronet sedan, $1,055*. ‘48 ‘%-ton 
pickup, $480. 

FORD—'52 conv., $2,335*, $2,505*; Cus- 
tom (8) sedan, $1,760, $1,830, $1,870", 
$2,115*; %-ton pickup, $1,700. ‘51 Vic- 
toria, $1,700*, $1,755*, $1,790*, $1,- 
810*, $1,835*, $1,855*, $1,880*; Custom 





Through the years 
Montp elier has been working hand in hand 
with all truck manufacturers and dealers 








MONTPELIER URBAN—Available 
in load space lengths of 8, 10, 12 
and 15 feet. 


MONTPELIER SIDE-AISLE—Avail- 
able in load space lengths of 6!/2, 
8'f, and , feet. 







Montp 


TURING CO- 
MANUFAC. Ohio 


Engineered for Economy 
SPECIALIZED 


MOTOR VEHICLES 









See Your Customers— 
Thea Wire—Phone— 
Write MONTPELIER Today 


body 


YOU a com 


cations 


MONTPELIER 
BAKERY, DAIRY and LAUNDRY Publi- 





advertises in leading 


adapting trucks to more voca- 


tions to create better and more efficient 
product distribution, 





pelier . helps YOU make the sale 


MONTPELIER, by giving your customer what he needs and 


ed and built as a unit 





wants in a body and chassis 
of his specific vocation—not only helps YOU make a sale— 

+ sati 
MONTPELIER—Gives You, the Dealer, full cooperation and 
help on sales. MONTPELIER gives the dealer and the customer 
the benefit of their many long years of engineering and manu- 
facturing 
MONTPELIER “assistance” 
You contact MONTPELIER—the firm with a background of 
twenty-five years of successful experience, who will submit to 
te proposal including recommendations for both 
assis, which will give 
‘dias he needs to help him 


isfy a customer. 


“know how", 


and 


For 
is the same. 


one vehicle or a fleet—the 


our customer the specific 
th his delivery problems. 


YOU MAKE MORE SALES—BIGGER PROFITS—WHEN YOU GIVE THEM WHAT THEY NEED. 


a a a el a 








‘®) sedan, $1,600*, $1,655* 50) Custom 
(8» sedan, $875, $1,000*, $1,140*, $1,- 
210*, $1,255, $1,385*. ‘49 Custom (8) 
sedan, $850, $1,040*, $1,070, $1,140*. '48 
SD sedan, $655, $610, $725, $775. 

LINCOLN —’52 Capri sedan, $3,240*, §$3,- 
335*. ‘50 sedan, $1,480*. ‘49 sedan, 
$900*, $1,000*, $1,060*. 

MERCURY—’52 sedan, $2,690*. '51 sedan, 
$1,720*, $1,875* $1,880*, $1,920*, $1,- 
950*, $1,960*, $1, 965* "50 sedan, §$1,- 
490* ‘49 sedan, $1,000*%, $1,100* "48 
sedan, $655, $710, $725, $730 47 se- 
dan, $675 

NASH—-'51 Rambler station wagon, §$1,- 
435*, '50 Statesman sedan, $1,005*, $1,- 
120°. 

OLDSMOBILE—'52 (98) Holiday coupe, 
$3,300*, $3,.495*, $3,690*; sedan, §$3,- 
115*; Super (88) sedan, $2,615*, §$2,- 
765*. ‘51 (98) sedan, $1,955*, $2,410*. 
’50 .(88) sedan, $1,245*, $1,330*, $1,- 
560*, $1,570*, $1,640*, $1,715*, $1,720*. 
"49 (88) sedan, $1,220*. ‘47 (98) sedan, 
$535*, $690". 

PACKARD ~—’50 sedan, $1,025*. '48 sedan, 
$460. '47 sedan, $430. 

PLYMOUTH—'52 Suburban, $2,175; Cran- 
brook sedan, $1,915. °51 Cambridge se- 
dan, $1,185, $1,330. ‘50 Deluxe sedan, 
$1,100. '49 SD sedan, $905. “48 sedan, 
$440, $625, $710. 

PONTIAC—-'52 Catalina, $2,765*; Chieftain 
(8) sedan, $2,475*. ‘51 Chieftain (8) 
sedan, $1,670*, $1,820*. ‘50 Chieftain 
(8) sedan, $1,340*, $1,490*. ‘49 Chief- 
tain (8) sedan, $1,195*. '48 SL (8) se- 
dan, $915*. 

STUDEBAKER—’51 Commander (8) conv., 
$1,610*. '50 Champion club coupe, £955. 
"48 Champion sedan, $750*. 

WILLYS—’52 station wagon, $2,035, §$2,- 
100; %-ton pickup, $1,770, $1,775, §$1,- 
780, $1,755; Ace sedan, $1,770*. '49 sta- 
tion wagon, §$780*; Jeep, $670. ‘48 
Jeep, $600. 

DYER, IND. 
(Dyer Auto Auction. Sale every Friday. 


Prices are for sale of Sept. 26.) 

(’52s have dropped about $125 a unit, 
and ‘51s about $50. Other models are 
steady, with lots of action on clean cars. 
Sold 143 units out of 246 offerings.) 
BUICK—’51 Special sedan, $1,860. '50 Spe- 

cial sedan, $1,185, $1450; RM _ sedan, 
$1,615, 2 at $1,655, $1,495. ‘49 Super 
sedan, $1.090; RM conv., $1,030. '48 RM 
sedan, $690. '46 Super sedan, $510. 
CADILLAC—'49 (62) sedan, $1,900*. ‘47 
(75) sedan, $865*; (61) sedan, $1,030*. 
CHEVROLET--—'52 SL Deluxe club coupe. 
$1,905. '51 SL Deluxe sedan, $1,555. '50 
Bel-Air, $1,400, $1,490, $1,435; FL 
luxe sedan, $1,225, $1,150, $1,225. 
FL Deluxe sedan, $1,065, $855. '48 SM 
sedan, $760. °47 FM sedan, $600, $610 
$620. '30 sedan, $290. 
CHRYSLER—’51 Windsor sedan, 
’50 Windsor Newport, $1,775". 
DeSOTO—'52 Custom sedan, §$2,120*. '50 
Custom club coupe, $1,465*. '42 Custom 
sedan, $375. 
DODGE—'52 Coronet club coupe, $1,780. 
FORD—'52 Custom (8) sedan, $2,075. ‘51 
%-ton pickup, $1,010; Custom (8) sedan. 


$1,895*. 





$1,350. °'50 Custom (8) sedan, $1,125, 
$1,075; conv., $1,265; %-ton pickup. 
$850. '49 Custom (8) sedan, $1,035, $830, 





$865. '48 sedan, $765, $750, $475. 
FRAZER—'48 Manhattan 4-dr., $280. 
HUDSON—’'51 Hornet 4-dr., $1,600. '49 
Super (6) sedan, $970. ‘48 Commodore 
(8) sedan, $670. '46 Super (8) club 
coupe, $420. 
KAISER—'’'51 Henry J 2-dr., $790. '417 se- 
dan, $365, $135. 
LINCOLN—’52 Capri sedan, $3,285*. 
MERCURY—’51 sedan, $1,705, $1,760". '50 


sedan, $1,445, $1,360; club coupe, $1,435. 
’49 sedan, $1,130. '47 sedan, $680. 

NASH—’51 Ambassador sedan, $1,550. 
Statesman sedan, $650, $1,005. "49 Am- 
bassador sedan, $870; club coupe, $750. 
"47 (600) sedan, $435. 


OLDSMOBILE—’52 Super (88) sedan, $2,- 
475*. '51 (98) sedan, $2,175*, $2,050°*. 
’50 (98) sedan, $1,500*. '49 (98) sedan, 


$1,200*. '47 (78) sedan, $655. 
PACKARD—’48 sedan, $780. 
PLYMOUTH—'51 Cambridge sedan, $1,385; 

club coupe, $1,300; Cranbrook sedan, $1,- 


360, $1,395. °50 Deluxe sedan, $1,290, 
$1,155. °49 SD sedan, $1,005. ‘48 SD 
sedan, $755. 

PONTIAC—’52 Chieftain (8) sedan, §$2,- 
400*. °51 conv., $2,245; SL (8) sedan, 
$1,760. ’°42 SL (8) sedan, $325. 

STUDEBAKER—’50 Champion club coupe, 
$1,000 

WILLYS—’48 %-ton panel, $425. 

MISCELLANEOUS—’52 Morris Mann 


$1,000. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of Sept. 24.) 


(Prices held steady this week—buying 
brisk. Sold 168 units out of 234 offer- 
ings.) 

BUICK—’51 Super Riviera 4-dr., 
$1,855". °50 Special 4-dr., $1,155. ’49 
RM 4-dr., $1,000*; Super 4-dr., $1,085*. 

CADILLAC—’51 (62) 4-dr., $3,270*, $3,- 
310*. °50 (60) 4-dr., $2,825*. °49 (61) 
4-dr., $2,225*; (62) 4-dr., $2,115*. 

CHEVROLET—’51 station wagon, $1,820*; 
SL Deluxe 4-dr., $1,445, $1,430, $1,405. 
‘50 FL Deluxe 2-dr., $1,270, $1,250, $1,- 


conv., 


$1,800*, 


210, $1,160; SL Special 2-dr., $1,125, 
$1,115, $1,105. °49 FL Deluxe 4-dr., $1,- 
150, $1,100, $1,070, $1,050; FL Special 
2-dr., $900, $930; SL Deluxe station 

conv., $965. °46 FM 4-dr., 


wagon, $860; 
$570. 
CHRYSLER—’52 Windsor club coupe, $2,- 


315*. °50 Windsor 4-dr., $1,410*. ‘49 
Royal 4-dr., $1,040*. °47 "Windsor conv., 
$510*; NY 4-dr., $715. 

DODGE—’52 Coronet 4-dr., $2,055". °48 
Custom club coupe, $695*, $675. 

FORD—’52 Victoria, $2,400*, $2,320; Cus- 
tom (8) 4-dr., $2,110*, $1,900*, $1,835, 
$1,825. ’'51 Custom (8) 2-dr., $1,530, 
$1,510*, $1,500*, $1,465; Deluxe (6) 
4-dr., $1,285, $1,270, $1,260. ’50 Custom 
(8) 2-dr., $1,255*, $1,175*, $1,135. °'49 
Custom (8) 4-dr., $980, $910, $835*. ‘48 
SD 4-dr., $735. °47 SD club coupe, $610. 

HUDSON—’52 Hornet 4-dr., $2,235*. ’51 
Hornet 4-dr., $1,850*. ‘50 Pacemaker 
4-dr., $1,060, $980*. 

KAISER — 51 Deluxe 4-dr., $1,265. °47 
4-dr., $230 

LINCOLN—'49 4-dr., $1,060*, $1,035*. 

MERCURY—’'52 sport coupe, $2,555*. ’51 
4-dr., $1,690, $1,675. °50 4-dr., $1,240, 
$1,210. °49 4-dr., $1,040*. 

NASH—’50 Statesman 2-dr., $1,020*. 

OLDSMOBILE—’52 (98) 4-dr., $3,000*. ’51 
(98) conv., $2,460*; Super (88) 4-dr., 
$1,980". '50 (98) 4-dr., $1,650*, $1,630°; 








(88) $1,375", $1,425* "49 (98 
4-dr., ‘M1. ‘205 "48 (98) club coupe, $1 
000*. ‘47 (98) 4-dr., $660*, $625 

PACKARD—’52 (300) 4-dr., $2,365* 5 
(200) 4-dr., $1,655* 

PLYMOUTH — '52 Suburban, $2,100. ‘5 
Cranbrook 4-dr., $1,310, $1,280, $1,240 
conv., $1,345. ‘50 Deluxe club coupe 
$1, 110, $1,100. 

PONTIAC ’52 Catalina, $2,695* 51 
Chieftain (8) 4-dr., $1,780*; SL (6) club 
coupe, $1,445. ‘50 SL (8) club coupe 
$1,365, $1,260 ‘49 Chieftain (S) 4-dr 
$1,225*, $1,185* ‘48 SL (8) 2-dr., $825 
$800 

STUDEBAKER —'51 Commander (8) club 
coupe $1,305* ‘50 Commander club 
coupe, $1,035*; Champion club coupe 
$990* ‘48 Commander 4-dr., $675 

'48 Jeep, $535". 


WILLYS 








Enjoy Fall Motoring With 


TROY “CAPERobe” 
and Deluxe MOTOR ROBE 





Nationally 
Advertised 


Color Chart 
Available 


The CAPERobe ... new, smart and so useful! 
Zip it up... it's a Capel Zip it down... it's 
a Robe! In its own carrying case that’s a cush- 
ion. What could be snugger or more convenient 
for convertible or stadium? Colorful Scotch 
plaids of soft, fleecy 100% wool. Thick, rolled 
fringes. Size 50x70”. Colors: Red, Green or 
Blue grounds. Cushion-case. Size: 17x12%4x2'". 
List price $18.50, special . 1 aaa $1475 
Postpaid and insured, complet 





Deluxe MOTOR ROBE... 


in ZIP-A-ROBE 
waterproof case. Authentic Tartan plaids, in 
fine, soft 100% wool. Large size, 56x72”, with 
deep fringes. Wonderful for car, at school or 
college, camping, etc. Makes distinctive Gift. 
Cushion-case 18x13x3”. Colors: White, Red, 
Green or Blue grounds. Color chart available. 
List price $22.50, special to Dealers, $1850 
Post-aid and insured, complete 





CAMERA CASE 
BEVERAGE 
SET 


On nippy Fall days, this will be a great comfort 
at the game. Case made in England of heavy 
saddle leather, saddie-stitched for strength 
tuck-tite lock. Contains 2 curved 10 oz. flasks 
in leather jackets, stamped RYE and SCOTCH 
Chrome jigger cups screw on bottles. Adjustab!« 
leather shoulder straps. Size: 8x434,x3¥/2° 
List price $25.00. Special to Dealers, $1 65° 
Postpaid and insured 

Send check or we will ship C.O.D. 

Additional Quantity Discounts 


CONTEMPO LUGGAGE CO., 
170 FIFTH AVENUE NEW YORK 10, N.Y. 








AY el 





ea 


waste 








Tf ore Re 


wihigs MRAM a: 








PIB a Ae iis «38 





AUTOMOTIVE NEWS, OCTOBER 6, 1952 


57 








Affecting Factories and Dealers... 








ter .. . Keep Springtime in Your 
Engine,” the contents of the Push- 
er-Pak, distributed to dealers, serv- 
ice station operators and garage 
mechanics through the AP Parts 
wholesaler outlets, includes direct | 
mail envelope stuffers, compres-| 
sion test folders, reprints of maga- | 
zine articles about the product and | 
a reproduction of a full page ad} 
appearing in True Magazine’s 1952 | 
automobile annual. 


The window and island signs re- 
mind motorists of the changeover 
season and advise them to have 
their “fall muffler check,” “fall 
tuneup,” “fall battery check” and 
“antifreeze service” . each sign 
reminding them, too, to put Miracle 
Power in their gas and oil. 

The Pusher-Pak blends into the 
overall ad program of the AP Parts 
which includes continuous advertis- 
ing in the nation’s leading automo- 
tive trade journals as well as the 
outstanding consumer publications, 
a seasonal series of direct mail pro- 
motions, an information-filled ex- 
ternal house magazine sent month- 
ly to its outlets, plus scores of local 
television, radio and newspaper 
promotions. 

This program is and has been di- 
rectly responsible for tripling Mir- 
acle Power sales in 1952, doubling 
the previous year’s sales in 1951, 
let Co. at Fort Scott, Kans. Wal- |and for greater sales heights in 
lace was at Mound City for four | 1952, the firm states. 
years. Before that he worked = . & @ 

Kansas City for five years with | P 
Chevrolet headquarters, and 12 Van Cleave in New Post 
Ben D. Van Cleave has been add- 


years with a Chevrolet dealer- 
ship there. ed to the Chicago ad sales staff of 


a ” OF GAS FUMES 


en A TESTED AND APPROVED 


SYSTEM 


6 "NATIONAL" SYSTEMS. TO SUIT YOUR NEEDS... 


Both Overhead and Underfloor Systems for 
use in present buildings or in new construc- 


Autocar Cab— 


An all-steel cab, which the company 
says can be removed in 10 minutes for 
major engine maintenance and repairs, 
has been brought out by Autocar Co., 
Ardmore, Pa., for its engine-under-seat 
trucks and highway tractors. The engine 
can be reached for minor work by raising 
the seat backs and removing the seat 
cushions, the firm states. Another im- 
provement in the cab is placement of the 
seat so that the driver is brought four 
inches closer to the windshield. 


Wallace a Dealer 
H. G. Wallace, former Chevro- 
let dealer at Mound City, Kans., 
has purchased the Shaw Chevro- 














tion . . . designed and engineered to meet 
your exact requirements. Overhead systems 
are priced from $206.25 depending on the 


number of inlets. 


A COMPLETE SYSTEM... 

NOTHING ELSE TO BUY! 

Every “NATIONAL" System is complete with 
motor and blower unit, necessary ducts, tubes 
and our service extensions to carry exhaust 
gases from car tailpipe to outside of building. 


GUARANTEED, TOO! 

Every NATIONAL" System carries a wriften 
guarantee of satisfaction. You buy with confi- 
dence when you select a “NATIONAL.” 





There is a qualified "NATIONAL" man near you. Learn about all six 
“NATIONAL” Systems. There is no obligation. Write for literature. 


Ze NATIONAL SYSTEM 
GARAGE VENTILATION INC. 


OF 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 





Dept. K2, 330 North Church Street, Decatur, Illinois 





CHROME=CRAFT 
EMBLEMS 





Advertising Em- 
blems Made. Permanent, At- 
tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 


Finest 










DOUGLAS ALSO men. Write for Free Sample Without Obligation. 
MANUFACTURES = Sales Territories Open for Top Salesmen. 
Scotchlite Ads oO on Frames Rear Deck Plates 


DOUGLAS CO. 


MINNEAPOLIS 4, MINNESOTA 





THE 


AVENUE 





12th SOUTH e 
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Auto Advertising 


30) 


Farm and Ranch-Southern Agricul- 


turist by Ted Lord, ad director. For | 
|from 1942 to 1946 he served as a 


the past three years Van Cleave 
has been ad sales representative 
for Prairie Farmer in Indiana and 
Michigan and formerly was with 
the merchandising department of 
Colgate - Palmolive - Peet, Chicago. 
He also has been employed by 
Lever Brothers in New York. 
* * * 


Look’s Auto Editor 


George Koether, with more than 
20 years of automotive and publish- 
ing experience, has rejoined Look 
to become the first fulltime auto 
editor in Look’s history. 

In announcing the appointment, 
Gardner Cowles, president and edi- 
tor, pointed out 
that early this 
year, the maga- 
zine launched a 
series of articles 
designed to _ in- 
form the car-own- 
ing public about 


conditions that 
determine pleas- 
ure and_ safety 


for motorists. 

“The automobile 
is the most highly 
prized possession of millions of 
people,” Cowles said, “yet few peo- 
ple know as much as they would 
like to about their cars and the 
safe driving of them. 


“We felt that we should bring 
them this information in as author- 
itative a fashion as possible and 
with as great a degree of regular- 
ity as possible. With the appoint- 
ment of George Koether as Look’s 
automotive editor, we are now in 
a position to accomplish both of 
these aims.” 


Koether, who grew up in Detroit, 


Dodge Trucks Win 
8 Out of 9 Places 


In Kansas Roadeo 


DETROIT.—Eight of nine win- 
ners in the 1952 Kansas _ truck 
roadeo finals, conducted by the 
Kansas Motor Carriers Assn., drove 
Dodge trucks, it is pointed out by 
William S. Woolsey, director of 
truck sales for the Dodge division. 

Winners of first place in each of 
three events will represent Kansas 
in the national truck roadeo finals 
in New York on Oct. 9. 

Paul Mendenhall, a driver for 
Dicks’ Transfer, Kansas City, Kans., 
won first in the tractor single-axle, 
semi-trailer event, driving a Dodge 
JA-128. Raymond Holt, a driver for 
Pacific Intermountain Express, 
Kansas City, won second in this 
event, and Melvin Hampton, of 
Healzer Cartage Co., Hutchinson, 
won third, both driving the same 
truck. 

Frank P. Stark, of Pacific Inter- 
mountain Express, won first in the 
tractor tandem-axle, semi-trailer 
event, driving a Dodge YA-142. 
William Wright, of Dicks’ Transfer, 
won second in this event, and Arn- 
old Wilson, of Pacific Intermoun- 
tain Express, won third, both driv- 
ing the same truck. 

First place in the straight truck 
event was won by Ed Hornbeck, of 
Healzer Cartage, with an Interna- 
tional truck. Rolla Davis, of Pacific 
Intermountain Express, won second 
place in this event, and Fred Boet- 
jer, of the same company, won 
third. Both drove a Dodge GA-152 
truck. 


Pasadena Dealer Readies 
Lincoln-Allard Race Car 


A unique Lincoln-powered Allard 
sports car was prepared recently by 
the staff of City Lincoln-Mercury 
Co., Pasadena, Calif., and was put 
on display at the firm’s showroom. 
The car, built to Class I specifica- 
tions of the Sports Car Club of 
America, was scheduled to make 
its initial run in the Sacramento 
Road Race in October. 

The car is equipped with a front 
axle from a 1%-ton Ford truck, di- 


Geo. Koether 








vided and hinged for independent | 


suspension; Lockheed brakes; a 


Cyclone quick-change differential, | 


and a 1952 Lincoln overhead-valve 
engine. 





for 11 years was with the Camp- 
bell-Ewald ad agency there, work- 
ing on such accounts as Chevrolet, 
Buick, AC Spark Plug, Delco, Pon- 
tiac, Guide Lamp and Harrison 
Radiator. 

From Chevrolet’s Friends, Koe- 
ther went to the Saturday Evening 
Post as photography editor, and 


special assignment editor of Look. 

Since then, he has been with the 

Foundation for Economic Educa- 

tion and the Christian Freedom 

Foundation as an economics writer. 
a * * 


Chisholm in New Post 


William S. Chisholm has been 
named director of personnel and 
public relations for Cadillac. He 
succeeded M. E. Fields, who has 
been appointed merchandising 
manager. 

Chisholm started with Cadillac 
in 1925 in the engineering division. 
He later became foreman in the 
engineering procurement depart- 





ment. Until his most recent promo- 
tion, he had been with Cadillac’s 
tank plant in Cleveland. 

+ * * 


With Grant Now 


Victor E. Hollingshead has been 
appointed director of cooperative 
advertising on the Dodge car ac- 
count, according to Will C. Grant, 
president of Grant Advertising. 

Before joining the Grant organi- 
zation, Hollingshead was with Ruth- 
rauff & Ryan, where he held a 
similar position after being asso- 
ciated with Chrysler Corp. for many 
years. Assisting him is Leonard L. 
Herbert, also a former Ruthrauff 


& Ryan man. 
* * ~ 


Names 

Russell L. Brown, of Detroit, has 
joined the product information 
staff of Ross Roy, ad agency. 

Brown, who formerly was with 
Ford Motor and the Detroit Air 
Conditioning Institute, has been 
assigned to product research on 
the account of the air-conditioning 
division of Servel, Inc. 





BUILD-UP 
KITS 


Complete units including extra leaves, ex- 


tra-length U-Bolts, center bolts, 
clips, and clip bolts 
moximum service 


rebound 
Sete engineered for 
Boxed for convenience. 


PROVIDE COMPLETE 
PAYLOAD PROTECTION 





Now is the time to install Trainor Payload Protection on every 
truck you sell and those already in use — the best protection any 
dealer can sell, any fleet owner can buy. Trainor Spring products 
are load tested, carefully heat treated, and job engineered to 
absorb the extra payload while stabilizing it and reducing truck 


sidesway. 


@ Trainor Helper Springs, installed on 2 to 1 ton trucks, will carry 
safely as high as 2,250 pounds added load. All attaching parts 
are made of spring steel—without breakable castings. Installation 
is quick and simple—no drilling necessary, simply bolt on brack- 
ets and use holes already in frame. 


8 Trainor Build-Up Kits do exactly what the term implies — they 
build up the load carrying capacity of 14% to 3 ton trucks. At the 


same time they protect main 


tires from the additional weight. 


and helper springs, chassis and 
Each kit comes complete with 


extra length U-Bolts, rebound clips and center bolts, individually 


boxed. 


The next time you order from your jobber, specify 
Trainor Spring products, the best in Payload Protection 
for more than half a century. 


(Ea 





For complete details mail coupon today. 
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$1,000,000 a Day in N. Y.... 


PAR Aide Cites Cost 
Of Tangled Traffic 


| Pointed out, “that state and local 
groups cooperating in Project Ade- 
| quate Roads have a tremendously 
important part in the PAR pro- 
gram. This is as it should be, for 
| the problem is very widespread and 
| reaches to every community level. 
|The traffic muddle 


AUTOMOTIVE NEWS, OCTOBER 6, 1952 


is one mess | 
|that is not confined to Washing- | 


CHICAGO.—Progress so far in 
alerting state legislatures and the 
public to the urgent need for na- 
tionwide road rebuilding is “only 
the beginning,” Director Arthur C. 
Butler of the National Highway 
Users Conference is emphasizing in 
a series of talks to key national 
organizations. 

On successive days, Butler ad- 
dressed recent Chicago meetings of 
the National Assn. of Motor Bus 
Operators and the Construction In- 
dustry Manufacturers Assn. Fif- 
teen state PAR have been or are 
being organized, he reported. 

America has welcomed Project 
Adequate Roads—PAR—“like a 
ninth-inning homer or the final 
words of a long-winded speaker,” 
Butler told the manufacturers. 
He is secretary of the national | 
PAR committee. 

“PAR has already justified it-| 
self to this point,” Butler said, | 


“simply on the basis of its assist- 
ance in alerting the country to the 
highway crisis.” 


The NHUC spokesman told the 
bus operators that traffic jams, 
parking delays and other effects 
of highway inadequacies are “cost- 
ly to America’s economy and de- 
fense, and wasteful of American 
lives.” 

Congestion is costing the truck- 
ing industry—and therefore in- 
dustry as a whole—$100 million a 


Used-Car Dealers 
In Canada Start 
Exodus to Suburbs | 


OTTAWA.—Many used-car deal- 
ers, aiming to cut down on over- 
head, reportedly are starting to | 
move into less congested areas or 
suburbs on an unprecedented scale. 

This trend is developing rapidly 
in several large urban centers and 
already a number of established 
dealers are considering moving | 
their used-car business into such | 
areas, where rents are lower and 
lots are larger. 

Instead of spending heavily on | 
high rents, these dealers plan to | 
use more expenditures on adver- 
tising. Besides, as one dealer put 
it, “we’re dealing with guys who 
have cars and they'll reach us just 
as easily and perhaps even notice 
us more easily on the highway on 
a large lot than in smaller places 
in the city.” 

So far, this trend is growing in 
eastern Canadian cities and is ex- 
pected to spread elsewhere in time. 

“We are not renewing our lease,” 
one dealer said, “because we plan 
to get out of here and onto a busy 
highway as soon as possible.” 


Markets 


(Continued from Page 16) 

high since May was established 
with 156 transactions. 

New-truck sales of 120 topped all 
weekly figures since July. 

However, the Federal Reserve 
Bank indicated that despite the up- 
ward trend, total automotive sales 
for week still were below the com- 
parable weeks of 1951 and 1950 
(Sanford Markey.) 


* * o 


Philadelphia 


Confusion reigns supreme in the 
Philadelphia used-car market, with 
dealers not knowing which way the 
wind is blowing. 

Lou Green, a leading used-car 
dealer, reports, “Cars in the 1947-49 
group have dropped down in value 
unless they are creampuffs. Most 
of them look like prewar cars, and 
the public is shying away from 
them. It is becoming extremely dif- 
ficult to sell these cars for a profit. 

“Dealers have been overallowing 
on trades now that new cars are 
coming in from the factories. This 
makes these cars expensive, and 
the margin of profit is becoming 
very : 

“However, 1951 sport-model cars 
are still bringing good money, and 
they demonstrate that there is stil] 
a demand for used cars.”— (Norma 
Shigon.) 


year in Chicago, $100,000 a day 
in Cincinnati, and more than a 
million dollars a day in New 
York, he said. 

The nation already has a few 
really excellent highways, Butler 
said—but it has a much larger num- 
ber of outmoded and overloaded 
routes. Effective action must come 
at the local and state levels, he 
emphasized. 


“It is readily apparent,” he 


ton.” 

PAR was launched last Feb. 28 | 
by executives of 40 national organi- 
zations, including the U. S. Cham- 
ber of Commerce, National Grange, 
and associations and groups from 
several industry fields. Albert 


Bradley, executive vice-president of | alain | - . 
General Motors and chairman of | 4udson Wasp for Driver-Training— 


NHUC, called the organizations to- Frederick Roden, adult education teacher at Columbia High School, East Green- 
gether to attack what he termed a/ bush, N. Y., accepts the keys to a Hudson Wasp from Mrs. Arthur Carkner, of East 
“highway crisis.” | Greenbush Garage, Inc. The car will be used for driver-training at the school. 


Relaxes all 
spring 
suspensions 


Frees wheels, 
for lubrication 


and brake work 


Gives maximum 
accessibility to 
undercar parts 
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| News in Brief rr occu 


‘la. Gas Tax Up $6 Million | Model T Ford, which they owned 


: | for 28 years, has been put to pas-| ff 
TALLAHASSEE, Fila. — Florida | “ | 
gasoline tax receipts reached an | ture and they must now haul their | 


alltime high total of $63,000,000 dur- | groceries by wheelbarrow. | 
ing the fiscal year just ended, an a Yee 

increase of $6,000,000 above the Propane Octane 125 

previous year, it is reported by LANSING.—Propane, used 

State Comptroller C. M. Gay. alone or mixed with butane as a 

. *¢ * fuel for trucks and buses, has an 

Driver, Car Both Retire octane rating of 125, equal to 

SEATTLE.—Mr. and Mrs. J. F high-test aviation gasoline, ac- 


Knoerzer's Glassed-In Showroom— 
leo P. Knoerzer Co., Inc. 


| the rear. 





(Oldsmobile-Cadillac), Hammond, Ind., has this new 
showroom on Hohman Ave., with the windows on three sides. Service facilities are in 





Hielscher will have to discontinue cording to Reo Motors. 
their transcontinental trips, which | . ‘ 
\. they took frequently, because Mr. Rubber Seals Resist Oil 
1 Hielscher, 86, has been refused re- 
newal of his driver’s license. Their 


- . _ 





tional Motor Bearing Co., Inc., Red-| assemblies. The seals, 


| wood City, is producing oil-resistant | firm says must resist temperatures 
| rubber seals to prevent oil leakage| ranging from minus 65 degrees 
REDWOOD CITY, Calif.—Na-| from aircraft propeller oil control} fahrenheit to 220 degrees, are made 
which the|from Hycar American rubber, a 








EASY-SPOT WHEEL GROOVES 








Fast, accurate, 
simplified spotting 








Handles practically 
all cars without 
using adapters 








POSITIVE GRIP PICK-UP PADS 
(Oil resistant synthetic rubber) 
5!" x 8" x 134" thick 


PAYS FOR ITSELF IN A FEW MONTHS! 


This new Frame Pick-Up Lift is the greatest labor-saver 
you ever saw . . . makes hard jobs unbelievably simple. 
Lubrication is so much easier and more effective because 
wheels are freed and springs relaxed. Repair and service 
jobs are donc “in a breeze” because transmissions, universal 
joints and other hard-to-reach parts are out in the open 
and easily accessible. Almost before you know it, lowered 
costs and increased profits will pay for this lift. 


Inexpensive to buy ... to install . . . to maintain 
The initial cost of a Rotary Frame Pick-Up Lift is in 
line with that of other standard single-jack lifts. Installa- 
tion is also about the same; no additional excavation or 
piping is involved. Maintenance expense is negligible. 
Mail coupon below for catalog and prices on this new 
profit-making Rotary Lift. 
ROTARY LIFT CO., Memphis, Tenn. 


| 
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B. F. Goodrich Chemical Co. prod- 

uct. Development was made jointly 

by National Motor Bearing and 

Hamilton-Standard Aircraft Co., 

makers of the oil control assembly. 
* - * 


‘Garageteria’ Opens 

OTTAWA. — Ontario’s first “ga- 
rageteria” has been opened in St. 
Thomas, where an owner can make 
his own repairs on his car at an 
hourly rate charge under the direc- 
tion of skilled mechanics. Lifts and 
other facilities for repairs are 
provided. 


* * ° 


Fewer Personnel Aides 


NEW YORK.—For the second 
successive year, the ratio of per- 
sons employed in personnel work 
per 100 company employes has 
dropped, according to a survey, but 
salaries of such employes are up. 
From the 1950 high of 0.87, the 
ratio is now down to 0.61, as re- 
ported in the American Manage- 
ment Assn. magazine. 

. . . 


Jupe Expands in Amarillo 


AMARILLO, Tex.—Jupe Motor 
Co. has purchased all stock and 
fixtures of Motor Supply Co. and 
will move its offices to 400 W. 6th, 
the location of Motor Supply Co.. 
in the near future. The present 
office building of the Jupe com- 
pany will be used for specialized 
spring and brake department. 

+ * 


Belgium Changes Plates 


BRUSSELS BELGIUM.—(UTPS) 
—A half-million dollars has been 
allocated by the Belgian ministry 
of transport to compulsory chang- 
ing of all existing automobile li- 
cense plates in this country. The 
operation is scheduled to take two 
years. Reasons for the change are 
limitation of fraud and _ illegally 
imported automobiles, and better 
identification in case of accident. 
New plates are to be aluminum, 
with red letters and figures on a 
white background. 


RiteSet Expanding Again 

LOS ANGELES. — Another step 
in an expansion program outlined 
at the beginning of this year has 
been announced by President How- 
ard N. Wilhelm, of RiteSet Mfg. 
Co., Los Angeles, Wilhelm said the 
firm will acquire a new building 
with much larger manufacturing 
facilities and the latest in materials 
handling systems. 

7 * * * 


Fire Hits Monson Motor 


DECORAH, Ia.—Fire, believed 
to have been started by lightning, 
destroyed the interior of the ga- 
rage and salesroom of Monson 
Motor Co., owned by Clinton 
Monson. The fire burned a con- 
siderable time before it was 
discovered. 

” * 


Starrett Expands Line 


ATHOL, Mass.—L. S. Starrett 
Co., Athol, has added a new-type 
precision ground die and flat stock 
(No. 497) for hardening in air. The 
firm claims the 5 percent chrom- 
ium content makes the _ stock 
especially wear-resistant, giving an 
average of 50 percent more pieces 
per sharpening. It is recommended 
for punches and dies on long pro- 
duction runs, or for stamping sili- 
con, stainless steel, Monel and other 
abrasive metals. 

>. * 


Convair Claims Sales Mark 


SAN DIEGO, Calif.—Consolidated 
Vultee Aircraft Corp. announces 
that it has achieved a sales record 
of $100,000,000 for Model 340 Con- 
vair-Liners and related spares in a 
period of 18 months—believed to be 
an alltime record for the industry. 
The sales total was reached with 
announcement by Convair Vice- 
President J. V. Naish of the sale 
of three 340s to Jugoslovenski Aero- 
transport (JAT), the Yugoslav na- 
tional airline. 

- * « 


Parking-Lot Firm Sued 


DENVER.—Parkrite Denver Co., 
Ltd., a parking-lot firm which is 
associated with an interstate con- 
cern controlling a chain of parking 
facilities in Texas, Colorado and 
elsewhere in the south and west, 
has been named in an OPS treble- 
damage action for $3,082.29. U. S. 
Attorney Charles S. Virgil filed the 
Office of Price Stabilization com- 
plaint, alleging parking overcharges, 
in the U. S. District court here. 
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A Service, Plus Ballyhoo in Phoenix .. . 







































PHOENIX, Ariz.—(UTPS)—What 
makes for success in the used-car 
business? 

Clark Smith, who claims to be 
Arizona’s largest used-car dealer, 
puts it this way: 

“Have something of value to 
offer the public and keep telling 
them about it.” 

Backing up this policy, Smith 
spends a quarter of a million dol- 
lars a year in advertising, stresses 
good-neighbor promotions, shoots 
for volume to keep prices competi- 
tive and seeks out methods making 
for better business efficiency. 

Smith reports an average of 450 
car sales a month, with a yearly 
gross of $4,800,000. 

Each Friday evening, the firm 
auctions off 25 to 30 cars taken in 
trade during the week. Tied in with 
this is a full-hour radio broadcast, 
musical entertainment and free re- 
freshments. 

Smith sponsors six television 
shews a week. In order to appeal 
to the different tastes, these shows 
vary from a western movie to a 
good play. 

In addition to the regular ad- 
vertising space used in the two 

daily Phoenix papers, he also has 
a daily signed column. This col- 
umn bears the title, “As I See 
It,” and carries no direct adver- 
tising. 

It is written in an informal chatty 
style about everything from amus- 
ing anecdotes, helpful suggestions 
and interesting information. A 
small photo of Smith is used at the 
heading. This has served to make 
his face so familiar to Arizonans’ 
that one not only recognizes him 
on the first meeting, but feels that 
they already have met. 

In order to compare prices, the 
business subscribes to 60 daily 
newspapers from other states in 
cities of a hundred thousand or 
more population. 

Smith operates his own insurance 
agency. A customer is not com- 
pelled to take out an insurance 
policy with him. Selling effort is 
based on the convenience factor. 

Other enterprises are the Clark 
and Faye Smith Security Plan. 





‘Lust for Power’ 
Laid to Backers 
Of Credit Curbs 


CHICAGO.—Under the heading 
“Why More Controls?” the Ameri- 
can Finance Conference has as- 
sailed reports that the administra- 
tion will ask Congress to restore 
credit controls. The attack appears 
as an editorial in Sales Credit News, 
issued by AFC. 

“Only a lust for power” can ex- 
plain serious consideration of such 
a move, the publication says. 

“Permanent credit controls, like 
permanent price controls, would 
mean the hand of the government 
in the public’s day-by-day pur- 
chases,” the editorial charges. “Per- 
manent controls are the resort of a 
totalitarian government, not a de- 
mocracy.” 

Figures are presented in the edi- 
torial to show that on June 30 the 
amount of installment debt—two 
months after consumer credit con- 
trols were suspended—was 6.22 per- 
cent of personal income after taxes, 
whereas in 1940 the ratio was 7.2 
percent. 

AFC contends that “we owe less 
money in relation to the amount of 
money we have to spend than we 
did before World War II, and we 
are better able to pay what we owe 
because all of our money is not in 
our pockets.” 











$10,000? - $20,000? 


I Can Show You How to 
DOUBLE 
YOUR INCOME 


Let me show you a new life. . . a successful life of 
selling. Learn how easy it is to make more money 
by following my simple technique. In the past 
19 years I have developed 105,000 selling word 
combinations which have been used by hundreds 
of famous corporations; Sears, Parker Pen, 
Cadillac, Remington Rand and many others. 

You, too, can learn the Wheeler Way to suc- 
cess. My Home Study Sales Training Course 
will teach you how to sell, how to make more 
money, easy money. Write TODAY for details. 


ELMER WHEELER SALES TRAINING INSTITUTE 
Heme Study Division . AN-55 
L_S46N. Michigan Ave. Chicago 11, WI. 

















An individual may deposit money 

and draw 4 percent compound 

semi-annual interest on it. The 
money on deposit is used to fi- 
nance cars for the customers. 

Smith owns the entire block 
where the automobile lot is located. 
This gives him two corners facing 
the much traveled main highway 
route through the city. There are 
four air-conditioned shop buildings 
on the lot, and each one specializes 
in a different service, such as re- 
building of motors, retreading, 
paint, trim, upholstering, etc. 

The office is a pleasant and inter- 
esting place, with a fish aquarium, 
colorful Parakeets, and _ potted 
plants. Of the 60 employes, 14 are 
salesmen. 

A large bulletin board in the 
office keeps an accurate daily 
listing of the makes and models 
of all cars on the lot, which 
usually numbers about 200 kept 
on display. 

The use of colored pins on a city 
map makes it easy to check the 





How Smith Sells Used Cars 


neighborhoods in which the 
has made the most sales. Then 
Smith concentrates on reaching 
new customers in other sections 
with advertising. 


As a goodwill gesture each Jan- 
uary, Smith advertises that he will 
secure the license plates for any car 
owner, regardless of where he 
bought his car, and without any 
extra charge above the actual price. 
All the owner does to get this serv- 
ice is to turn the title to his car in 
at the office. When the plates are 
issued a card is mailed to the own- 
er, stating the cost of the plate and 
asking him to call for it at the 
office. 

Another community service is the 
collecting of current magazines 
which are distributed to the Vet- 
erans hospital and other rest homes. 
Two large boxes are conveniently 
located on the lot where one may 
drive past and leave the maga- 
zines. This good neighbor policy 
gets a tremendous response from 
the public. 


firm 








New Pontiac Outlet in California— 


Hoyt Pontiac, 1039 El Camino Real, Redwood City, Calif., held its grand opening 
in September. Formerly Weltner Motor Co., the Pontiac and GMC dealership was 
purchased recently by F. A. Hoyt. The dealership, located at one of the busiest loco 
tions on the peninsula, has 60,000 square feet of ground area and boasts a new 
main building with 20,000 square feet of space. The service department has all new 


equipment. 





Hutchinson to Talk 
At Socony Parley 


DETROIT. — The 25th manufac- 
turing group meeting of Socony- 
Vacuum is being held here this 
week at the Fort Shelby Hotel. 





The meeting opens today (Oct. 6) 
and will run through Friday. 

B. E. Hutchinson, of Chrysler 
Corp., will speak on “What’s the 
Automotive Destination?” at Thurs- 
day’s afternoon session. C. L. Hard- 
ing, Socony-Vacuum director, will 
give a talk on “Near East Develop- 
ments.” 





They never slop going 


— these millions of top-mileage families with 


BUY ON THEIR MINDS! 












































Serving more than 34-million families 
screened for the 






















en 3/2-million families, living in the better su 
urban communities and using their cars eve 


day, in many ways. That describes the readers 
Better Homes & Gardens! 


Naturally, such people are an ideal audience for auto! 
motive advertising. They have incomes much bigget 
than average. In fact, over a million of them arg 
executives or professional men. | 


a 


You know such people don’t stint on the upkeep 0 
their cars —and are always eager for improvements 


So you also know that auto advertising in BH&G wil 
find a ready eye and a well-filled pocketbook! 


BH G BUYoLosIcAL BRIEFS 


e MORE THAN 3%-MILLION BH&G fam- 


ilies own nearly 334-million automobiles. 


e OVER 2,000,000 BH&G families take auto 
vacations, sparked by BH&G’s travel editorials. 


e MORE THAN 100,000,000 miles of driving 
by BH&G families every day. ‘ 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
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Automotive Washington 











(Continued from Page 21) 


activity all related to our automo- 
bile industry. 

First, let’s take a look at the 
AAA itself. Your association, for 50 
long years, has devoted itself to 
protecting the interests of motor- 
ists. It has done so with such sig- 
nal success that the initials ‘AAA’ 
have become a footnote in the his- 
tory of American motoring. This 
success is due in part to the mag- 
nificent leadership it has had from 
its very beginning. But does any- 
one suppose that if your members 
were compelled to join when they 
registered their cars, the American 
Automobile Assn. would have the 
same vitality? I doubt it very 
much. 


* * * 
Cooperation Aids Safety 
“NTEXT, I call your attention to 
+‘ the Automotive Safety Foun- 
dation, created by the automobile 
industry to help solve the problems 
of safe use of our highways. This 
organization is, in many respects, 
a counterpart of your own, except 
that it represents industry’s ap- 








| highway 


,; proach where you represent the | 
user. 
“Out of the coordinated drive 


which has been brought about by | 


these two organizations 
eration 
the death rate on our highways has 
been cut in half in the past 15 
years and much has been done to 
back up the public officials in their 
drive both for better highways and 
better use of them. 

“Third, I would like to mention 
the Ford Foundation. This founda- 
tion is a non-governmental agency 
which is using profits made by the 
Ford Motor Co. to contribute to- 
ward bringing about conditions of 
peace, strengthening our own free 
society, buttressing democratic in- 
stitutions throughout the world, 
advancing education and bringing 
new knowledge to bear on human 
behavior. 


MacDonald’s Work Lauded 


“MY FOURTH example of the 
+ association is not an associa- 


tion—but a man. Chief Thomas 


in coop- | 
with hundreds of others, | 





MacDonald, of the U. S. Bureau of 
Public Roads, by reason of his ded- 
ication to the development of our 
system and his persua- 
siveness, has exercised group ac- 
tion in 48 states and in the nation. 

“We might well have had 48 

disjointed highway systems if he 

had not been promoting coopera- 
tion. 

“In closing, may I say to you 
that the most significant fact about 
America to me is that it is unfin- 
ished business. In the past 50 
years we have proved that it is 
possible to build a society in which 
the vital forces of competition and 
cooperation can work for the com- 
mon good. 

“We have ample grounds to look 
ahead to a better world with con- 
fidence and optimism. We should 
look backward only to recognize 
mistakes to avoid.” 

oe * ° 


Tungsten Ration Stays 
HILE total free-world produc- 
tion of tungsten and molybde- 


num is steadily increasing, demand 
is so great that allocations will be 


continued, the International Ma- 
terials Conference reported last 
week. 


Slight boosts in distribution quo- 








Couri Presents Car— 


Dewey Couri (right), president of Couri | 
Motor Co. (Pontiac), Portland, Me., presents | 


the keys to this driver-training car to 
Daniel F. Mahoney, South Portland high 
school principal. At rear are George E. 
Beal, school superintendent, and City Man- 
ager J. Harold Webster. Couri's firm has 
supplied cars for the driver-training pro- 
gram for several years. 





tas for the fourth quarter were an- 
nounced. 

Of the total of 4,957 metric tons 
of tungsten available for the fourth 
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quarter, the U. S. share is 2,510 
tons. Britain gets 991 tons, Ger- 
many 440 and France 363. 

The U. S. was allotted 4,203 of the 
metric tons of molybdenum dealt 
out for the fourth quarter while 
Britain was apportioned 420 tons, 
France 304 and Germany 271. 

IMC was set up about two years 
ago to allocate the supplies of 
scarce commodities in the free 
world to expedite rearmament. 

+ * * 


Tool Output Skyrockets 


An advisory committee for the 
machine-tool industry reported last 
week that shipments in 1952 will 
be the largest since 1942—probably 
in excess of a billion dollars. Cur- 
rent production was said to be 
running at $100 million monthly. 

Meanwhile, L. M. Seiberling, vice- 
| president of Seiberling Rubber Co., 
stated that the rubber industry will 
| sell 45 million passenger tires and 
| approximately 7.5 million truck 
|tires for replacement alone this 
year. 


| Highway Giants 


| Indispensable, 
| Fruehauf Says 


DETROIT.—Eighty-nine percent 
of our farm produce speeds over 
highways to arrive fresh on our 
tables, a new brochure of Fruehauf 
Trailer Co. points out. Eighty-five 
percent of our urban population 
gets its milk by truck, and 65 per- 
cent of the country’s livestock 
moves to market the same way, 
Fruehauf notes. 

“This means that people are dead 
wrong who loosely exclaim: “They 
ought to keep trucks off the 
roads,’” the booklet says. 

With 10 statements backed by 
statistics and photographs, the 
booklet is aimed at those who keep 
restrictive legislation on the books 
to “hamper and hamstring the mo- 
tor transport of our nation.” Frue- 
hauf contends: 


“Modern roads are not necessar- 
ily superhighways; roads are pri- 
marily for business—they aren’t 
monuments; nature is the major 
enemy of roads—not weight and 
traffic; cars travel more than 80 
percent of total vehicle miles in 
the U. S.—motor transport the rest; 
no one knows how heavy a load 
a properly-built and maintained 
road can carry. 

“Proper and regular maintenance 
is the most important factor in 
road life; the surface—the part 
that takes the wear—is only a part 
of total highway costs; bridges 
should match roads—not low-cost 
budgets; motor transport already 
pays its full share for roads; motor 
transport performs an irreplaceable 
public service by delivering goods 





faster and cheaper than other 
forms of transportation, despite 
handicaps imposed on no other 
carrier.” 


The booklet pleads for a halt to 
diversion of highway taxes to non- 
highway uses. Copies are available 
from Public Relations Div., Frue- 
hauf Trailer Co., Detroit. 


' t 
Chugster'? 
Modified Jeep Is Offered 
For Use on Rails 
TOLEDO.—The Jeep has taken 

to riding the rails. 

In five versions, called the Hy- 
Rail car, Willys-Overland is supply- 
ing a special duty road-and-rail 
model now in use on 21 American 
railways, replacing the “buck- 
boards” traditionally used to cart 
inspectors and section gangs along 
the line. 

To keep its high-pressure tires on 
the rails, flanged guide wheels are 
lowered into place after the Jeep 
takes its place astride the tracks, 
preferably at a grade crossing. 
However, portable ramp blocks are 
also carried. ° 

Models include a standard Willys 
| station wagon; pickup truck; pick- 
j}up truck with telescoping tower, 
| for inspection of tunnels; fully en- 
|closed body, with side door and 
{cushion seats; and caboose body, 
with long side seats for nine to 11 
men and underseat tool compart- 
ments. Four-wheel drive is stand- 
| ard. 
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Rubber Eyes New Role 


Moving Sidewalks May 


Top Tire in Importance 


To Transit, Goodyear Is Told 


AKRON.—“Moving sidewalks” of 
rubber may present that industry 
with its: next great phase, Col. Sid- 
ney H. Bingham, chairman of the 
New York City Board of Transpor- 
tation, has told Goodyear officials. 

Bingham ventured the predic- 
tion that the application of rub- 
ber conveyor belts to passenger 
transit, such as in the “rubber 
subway” proposal, may surpass 
the pneumatic tire in impor- 
tance. 

“While the automobile and truck 


have been responsible for the tre- 
mendous expansion of the rubber 
industry to date,” Bingham said, “a 
new era in transportation progress 
comes into view with the perfec- 
tion of the passenger conveyor. I 
am told that somewhere around 80 
long tons of rubber per mile will 
be required to fabricate belting for 
a two-way transportation system. 
“Once the feasibility and economy 
of this type of transportation is es- 
tablished, the field of application 
appears unlimited. I often am chal- 








lenged in my predictions, but it 
does not seem unreasonable for me 
to envision thousands of miles of 
conveyor belting produced annual- 
ly for transportation purposes.” 


Among other potential users of 
the moving platform, besides 
transit, Bingham listed airport 
terminals, supermarkets and sta- 
diums. 

Bingham complimented Goodyear 
on its pioneering in conveyor trans- 
portation that has resulted in the 
Goodyear-Stephens-Adamson design 
for a high-speed subway conveyor 
system. 

The “rubber subway” has been 
recommended as a replacement for 
the Grand Central Station-Times 
Square shuttle train in New York. 
It has also been suggested in Cleve- 





land for a downtown subway loop 
between Public and Playhouse 
squares. 

Bingham has long advocated the 


Hollingshead Post 
To LeKashman 


CAMDEN, N. J.—R. M. Hollings- 
head Corp. has appointed Raymond 
LeKashman to manage its automo- 
tive division, according to Donald 
O. Severson, vice-president and di- 
rector of sales and merchandising 
for the maintenance-chemical firm. 

LeKashman, who had been assis- 
tant manager of the Morristown (N. 
J.) store of R. H. Macy and Co., 
Inc., succeeds L. M. Olson, who re- 
signed. 





conveyor principle for passen er 








transportation because he believes 
that revolutionary forms of trans- 
portation must be resorted to in 
the face of mounting transit prc »- 
lems. 

Bingham has even recommend- 
ed the utilization of conveyor — 
belts for the overland transpor- ~— 
tation of bulk commodities. f 

The high-speed conveyor subway), 
Bingham believes, can be built by © 
the world’s great cities either for 
complete underground transit sys- | 
tems or for transfer and feeder | 
lines to existing facilities. 4 

While at Goodyear, he inspected 
a moving passenger-belt installa- 
tion built as a prototype of the 
loading and unloading platforms 
designed for the “rubber subway.” 
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Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


Autocar 








Brockway 
Chevrolet 
Crosley 
Diamond T 
Diveo 
Federal 




















F.W.D. 
G.M.C. 
International 
Kenworth 
Mack 
Peterbilt 


Ford 









































ao] 

Sis 

3 1 3 

3 4) earl i 
> 2 = tS =s|/ =] = 
e/2|/& | /se| | = 





Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 





TOTAL 





Previously 
for 


ennessee 


exas 








ine 


ota 


ennessee 


exas 








re 
id 
in 


sly 
orida 
daho 


jinoi 


| 


lowa 
ansas 
ligan 
olina 
<a 
Ohio 
ome 
— 
olina 
skote 
—_ 
essee 


— 
fexas 





a 





AUTOMOTIVE NEWS, OCTOBER 6, 1952 











| 
| 


Merchandising 


Memos to Dealers 


By Bob Finlay 











[ RALans in several parts of the 

country are using cooperative 
advertising either to sell cars or 
for promotional purposes. 

Since early in the year, the Port- 
land (Me.) Automobile Dealers 
Assn. has advertised weekly in the 
Portland Sunday Telegram and on 
Portland radio stations. 

For example, when the dealers 
decided to stay open Monday eve- 
nings, they agreed that they 
could accomplish their p 
economically through cooperative 
advertising. 

Dewey W. Couri, president of the 
association, says that the program 
has worked out well. 

The dealers also use cooperative 
ads for general sales promotion. A 
recent ad was headlined: 

“The liveliest market in Maine 
is Portland, where more new and 
used cars are sold than any other 
market in Maine.” 

Another ad pointed out: “Get all 
four—best trades, best terms, best 
guarantee, best service ... at your 
Portland new-car dealer. Largest 
and best selection of both new and 
used cars in Maine.” 

* . * 


Check Used Cars 
EMBERS of the Johnstown 
(Pa.) Auto Dealers Assn. are 
sponsoring cooperative newspaper 
advertising to promote used-car 
business. 
The ads point out that associa- 
tion members exercise extreme 
care in making sure that used 
cars they sell are in safe-driving 
condition, checking these points: 
Brakes, wheel alignment, steer- 
ing, lights and ignition. 
Participating dealers are: Cam- 
bria Motors, Community Motors, 
Johnstown Motors, Leitenberger 
Machine Co., Luther Nash Motor 
Sales, McEldowney Motors, Motor 
Sales, Packard Motor, Sell Motor, 
Super Motors, Suppes Motor Sales, 
Thackray Motors, H. E. Wagner 





Motor Sales, Russ Wagoner & Son 
Motors, and Zamer Motor Sales. 


* . & | 


At the Fair 

ODGE dealers of Erie County, 

N. Y., joined hands in promot- 
ing a Dodge truck display at the 
Erie County Fair. Prizes and sou- 
venirs were distributed at the dis- 
play throughout the week and a 
special “Mileage Contest” was con- | 
ducted. 


* * > 
Community 
IAGARA FALLS, (N. Y.) auto- | 
mobile and truck dealers are 
sponsoring cooperative newspaper | 
ads which stress the idea that deal- 
ers play an important role in the, 
community’s economy. 

Copy reads: “Automobile and | 
auto supply dealers perform a vi- 
tal function in our economy. They 
are trained in their profession, 
just as lawyers or doctors are in | 
theirs. 

“They realize their business must | | 
be founded upon honesty to be suc- | 

cessful. And so no stone is left un- | 
turned to give you as much mile- | 
age and economical service as pos- | 
sible from the car or parts you} 
buy.” 

x 7 * | 
Sunday Look 

UNDAY auto “shopping” with- 

out the intrusion of salesmen is 

offered prospective buyers of used 
cars by Hickox Motor Sales, Man- 
chester, N. Y. 

“Stop in on Sunday, shop and 
look around at your leisure,” the 
establishment advised in local 
newspaper advertisements. “No 
salesmen will be on duty, but all 
automobiles will have sale prices 
plainly marked on their windows. 

“Open the doors, lift the hoods, 
inspect any car that may interest 
you. 

“Call Manchester 3-3005 on Mon- 





day for additional details on any of 

these fine units.” 
= > . 

Incentives 


jLTON F. MacDONALD, presi- 
dent of Cappel, MacDonald & 
Co., says that his firm has prepared 
a portfolio outlining case histories 
of successful sales campaigns in- 
volving incentive prizes. The port- 
folio can be obtained by writing the 
firm at Dayton 1, O. 

In this respect, Fruehauf Trail- 

er is using prizes as part of a 
campaign to sell used trailers. 

A card is supplied which can be 
mailed to Fruehauf providing a 
lead to a prospect. If the tip pro- 
duces a sale, a Thermo-Keep bag 
goes to the winner. 








Aspiring Engineer?— 

The 5,000,000th visitor to Chrysler's 
“New Worlds in Engineering” exhibit was 
five-year-old Joan Lien, of 422 N. 19th, 
Montebello, Calif. She was greeted by 
Ruth Pierce, queen of the Los Angeles 
County Fair, at the $1,000,000 exhibit at 
Pomona, Calif. 





The AUTOMOTIVE NEWS ALMANAC Is 
a year-long friend. Use it often for statis- 





tics, buyer information and personnel data. 


Used Trucks Get 
Own Blue Book 


CHICAGO. — Used-truck dealers 
now may obtain a new appraisal 
service in the form of a “Blue 
Book Truck Appraisal Guide,” ac- 
cording to National Market Re- 
ports, Inc., which publishes the 
“Red Book” and “Blue Book.” 
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included in the “Blue Book,” the 
new publication will be devoted to 
valuation of trucks of all sizes and 
models back to 1941. 


To be issued quarterly, the loose- 
leaf book will contain current spe- 
cifications and serial numbers, plus 
current freight rates. The current 
issue in binder, plus three supple- 
ments a year, will sell for $9. 


The address of National Market 





An enlargement under separate | Reports is 900 S. Wabash Ave., 
cover of the truck section formerly | Chicago. 





IMPROVED 


WITH THE 


VERTEX MAGNETO 





DEALERSHIPS 
AVAILABLE 






IGNITION SYSTEM SERVICING 
PRACTICALLY ELIMINATED 


Commercial car operators, as well as 
pleasure car drivers, get increased horsepower, 
peak — performance and many other 
benefits by installing VERTEX Magnetos. 
Burning of distributor points, so troublesome 
with high compression engines, is eliminated. 


as A independent of the battery, 
VERTEX is a self-contained power 
generating unit in very compact form. 
Replaces ignition coil and distributor. Can be 
installed without engine modification. 


Send for 20 page illustrated catalog, “Performance Proved Vertex 
Magneto,”’ containing complete information. 


F. T. GRISWOLD MFG. CO. 
WAYNE 11, PA. — WAYNE 0341 








Only GMC dealers have: 


‘The mightiest 4 tons 
in trucking history! 


ERE’S the new gasoline-powered 
GMC Model 472-30A—the tractor 

that will haul more payload within the 
45,000 GCW limit than any ever built, 
by as much as 1,200 EXTRA pounds in 


some cases! 


Fueled and ready for the road, this revo- 
lutionary new highway tractor weighs 
a trim 8,000 pounds — the result of new 
engineering techniques, developed by 
GMC, which eliminate load-robbing 
“dead weight” from truck design. 


A good example is this GMC’s revolu- 
tionary new “302” valve-in-head engine 
—pound for pound the mightiest in truck 


history. It achieves a record-breaking 
7.2 to 1 high-compression ratio from 
regular fuel, produces 145 horsepower 
—yet weighs as much as 500 pounds less 


than competitive engines! 


It has all the features haulers want 
in a great truck. Standard equipment 
includes full air brakes and husky rear 
axle rated to accommodate 10:00/20 
tires. Available in conventional and 
cab-over-engine models in a variety of 


wheelbases. 


It’s waiting—ready to haul a bigger pay- 
load than ever put behind a 45,000 GCW 


tractor before! 


GMC Truck & Coach Division of General Motors 


Watch the TV Football Game of the Week Every Saturday on NBC Television. 
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(Continued from Page 51) 


One of the _ world’s 
authorities on the manufacture of | 
tetraethyl lead, Joseph L. Stecher, 
assistant director of sales of Du 
Pont’s petroleum chemicals divi- 
sion, Wilmington, Del., has retired 
after a 37-year career with the 
company. He had been connected 
with tetraethyl lead production and 
sales almost continuously since 
1923, the year the first tetraethyl 
lead anti-knock compounds for gas- 
oline were marketed. 

7. * e 


Pump Firm Fills Post 


S. K. Makemson, vice-president 
and general sales manager of Ben- 
nett Pump division, John Wood Co., 
Muskegon, Mich., announces ap- 
pointment of Gary Garrett as Chi- 
cago district sales manager. He will 
supervise distribution of the firm’s 
petroleum dispensers, Eco Auto- 
matic Tireflators and Islander air- 
water units. 

ad * + 


L-M Plant Chiefs Boosted 
In Coast-to-Coast Shuffle 


Managers of Lincoln - Mercury’s 
three branch plants have all been 
promoted in moves announced by 
R. P. Powers, general manufactur- 
ing agent. Paul S. Mabie, St. Louis 
plant manager, has been named to 
the L-M division manufacturing 





foremost | staff in Detroit, assigned to special 


projects and studies. 


Robert J. Neville has moved from | 
|the Metuchen (N, J.) plant to St.| MJ 


Louis, and Edward J. Bond 


j}taken Neville’s Metuchen post, 
a move from Los Angeles. Harold} 
assistant manager of| 
has been named 


H. Keays, 
the Coast plant, 


its acting manager. Neville has 
been with the Ford company for| 
29 years, one year longer than 
Mabie. Neville and Keays both 
have been with Ford 18 years. 

a” * * 


Dodge Regional Posts Go 
To Naughton, Moore 


E. C. Dock, Dodge general sales 
has announced appoint- 
ment of two regional business man- 
Matthew Naughton in 
Omaha and George E. Moore in 


manager, 
agers, 


Chicago. 
Naughton has been Omaha 


trict manager for five years. Moore 


has been district manager 
regional truck manager for 


years in the Minneapolis region. 


* * * 


Du Pont Names Sales Aide 


In Automotive Finishes 
Frank H. Beadles has 


been 
named to the new post of assis- 
tant sales director for automotive 
specialties and export sales and 





has | 
in | 


| At Ford District Dealer Parley in New Orleans— 


Ford's New Orleans district dealer council meeting was attended by management and department heads of the company as 
well as two dealers from each of the six zones. Seated (from left) are: R. H. Dossat, field manager; R. V. Wise, Wise Motor 
Co., Hazlehurst, Miss.; J. O. Barron jr., Barron Motor Co., Hattiesburg, Miss.; J. 
Miss.; B. G. DeVan, DeVan Motor Co., Mobile, Ala.; L. C. Frederick, Covington Motor Co., Covington, La.; J. T. Brown, Capita! 
City Motor Co., Baton Rouge, La. Standing: L. J. Pujol, service manager; J. W. Cooper, district sales manager; R. T. Andress, 
Andress Motor Co., Shreveport, La.; J. E. Gaston, Gaston Motor Co., Fairhope, Ala.; L. T. Warinner, assistant district sales man- 
ager; R. R. Marshall, truck and fleet sales department. Seated: H. W. Head, Bluff City Motors, Natchez, Miss.; G. D. Babin, 
Babin Motors, Jonesville, La.; George D. Wray jr., Wray-Dickinson Co., Shreveport, La.; L. D. Roy, Don Roy Motors, Bunkie, La.; 
Ed Taussig, Ed Taussig, Inc., Lake Charles, la.; W. Bordelon, Bordelon Motor Co., Opelousas, La.; Miss C. E. Burkert, district 
office secretary; W. H. Lawton, car sales manager, and H. C. Regus, manager, business management department. 


dis- 
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B. Estabrook, Estabrook Ford Co., Pascagoula, 





Inc., Wilmington, Del. 





transfers, finishes division of E. 
I. du Pont de Nemours and Co., 


Division Sales Director Harold 
R. Lounsbury said creation of the 
job results from doubled division 
sales in the past 10 years, Joseph 
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HELP BOOST 
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MAIL TO NEAREST 


PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


Please send me descriptive literature on the “Load- 


ster’ HELPER SPRING 
nearest distributor. 


ADDRESS BELOW 


and the name of your 





STREET. 





CITY. 





STATE 





EASY TO STOCK 


Tate thaleltlel midelarelalwmie| <-miie 
. labeled 


for easy identification. 







tle shelf space. . 


SMALL INVENTORY 


Ten (10) sizes cover 90% 
of the cars in operation. Dis- 
tributors located through- 
out the country mean quick 


delivery. 


BIG MARKET 


For Y2-ton and %-ton pick- 
up trucks...passenger cars; 
salesmen with heavy sam- 
ple cases, vacationers with 
luggage, cars pulling house 
trailers and work trailers 

.a sales potential in the 


ealtiitela ce 


EASY TO INSTALL 


NO MAINTENANCE 
REQUIRED 


PRICED RIGHT 


List prices from 


$14.75 to $21.40 


PROFITABLE 


B. Dietz remains assistant direc- 
tor of industrial, trade and re- 
finish sales. 

Beadles, with Du Pont since 
1929, had been manager of the 
division’s plants technical section 
since its creation last year. 

4 * 


Ethyl Appoints Desmond 


Edwin A. Desmond has _ been 
named head of a new section in 
the Technical Service division of 
Ethyl Corp., according to R. K. 
Scales,. director of technical serv- 
ice. The new section will be con- 
cerned with diesel engines, diesel 
fuels and diesel fuel additives. Des- 
mond joined Ethyl] as a student en- 
gineer in 1939. 

os 


* * 


Stelling Moves Up 


C. F. Stelling has been appointed 
divisional office manager of Gould- 
National Batteries, Inc., succeeding 
Orman P. Dulac, it is announced by 
Alfred Sedgwick, vice-president and 
controller. Stelling will be in charge 
of accounting and office manage- 
ment activities in the company’s 
industrial storage battery division 
plants at Trenton, N. J.; Depew, 
N. Y.; Monroe, Mich., and Kanka- 
kee, Il. 


* * * 


Dunlap and Kirk Given 


New Dodge Assignments 


Dwight L. Dunlap and Bernard 
V. Kirk have been assigned to new 
posts in the Dodge field organiza- 
tion by E. C. Dock, Dodge general 
sales manager. 

Dunlap becomes city manager in 
Houston. Kirk becomes city region- 
al business manager in Kansas 
City. Dunlap had been district man- 
ager in Dodge’s Dallas region. Kirk 
was formerly a district manager in 
Kansas City. 

* 


Riddle Named Plant Chief 
For K-F Aircraft Work 


S. A. Girard, general manager 
of Kaiser-Frazer's aircraft divi- 
sion, has announced the appoint- 
ment of Tjark F. Riddle as air- 
craft plant manager at Willow 
Run. 

Riddle, 39, came to Willow Run 
earlier this year as consultant to 
C. P. Bedford, president of Chase 
Aircraft Co. The Chase C-123 is 
scheduled for early production at 
Willow Run. 


* * * 


Sintercast Names Mull 


Sintercast Corp. of America, 
Yonkers, N. Y., announces the ap- 
pointment of J. W. Mull jr. at In- 
dianapolis as its sales representa- 
tive for Indiana, western Ohio and 


northern Kentucky. 
. . * 


Koehler Joins Champion 


as West Coast aircraft-sales repre- 
sentative has been announced by 
Champion Spark Plug. Before join- 
ing Champion, Koehler was with 
United Air Lines as an equipment 
engineer. 

* ao 


U. S. Chamber Picks Five 


From Automotive Field 
Five representatives of the auto- 





Appointment of Earl G. Koehler | 


| 

| motive industry are included in the 
34-member manufacture’ depart- 
ment committee appointed by the 
U. S. Chamber of Commerce. 

They are E. R. Breech, executive 
vice-president, Ford Motor Co.; 
John W. Dixon, executive vice- 
president, Cleveland Graphite 
Bronze Co.; Roy C. Ingersoll, presi- 
dent, Borg-Warner Corp.; Daniel 
H. Kelly, vice-chairman and vice- 
president, Electric Auto-Lite Co.; 
and George Romney, vice-president, 
Nash-Kelvinator Corp. 

Stanley C. Allyn, National Cash 
Register Co. president, is chairman. 








DO YOU 
WANT THE FINEST, 
MOST COMPLETE 


DEALER 
FORM 


In America Today? 


CL] NEW CAR PURCHASE ORDERS. 
C) FAIR APPRAISAL SHEETS. 

(J “LET'S TRADE" PROPOSALS. 
[J SALESMAN'S DAILY REPORTS. 
O 


“MY DAILY WORK" POCKET 
SIZE, PROSPECT & OWNER 
BOOK. 





& 

/', EVERY FORM HAS BEEN PROVEN 
|“IN SUCCESSFUL DEALERSHIPS BE- 
|= FORE BEING OFFERED FOR SALE. 


- 
* 

USED CAR ORDERS "50-50." 

USED CAR ORDERS "AS-IS." 


USED CAR MASTER CONTROL 
RECORD SYSTEM. 


SALESMAN'S USED CAR 
STOCK REPORT SHEETS. 


ESTIMATE OF NECESSARY 
REPAIRS FOR WRECKS OR 
i MAJOR REPAIRS. 


I vy CHECK YOUR WANTS 


> ie: Bee ee 





2 
a 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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Free Samples Will Arrive Promptly 
If You Mail This Now. 


MODERN 
SELLING 
: 


METHODS 


INCORPORATED 
P.O. Box 666 





Louisville 1, Ky. 
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Errant Motorists to Undergo Tests .. . 





| 
| 
| 


New Jersey Gets Driver Clinic 


RENTON, N. J.—Driver  be- 
havior and its relation to traffic 
safety is the subject of a two-year 
study being inaugurated by New 
Jersey with the opening in Tren- 
ton of a clinic for the testing of 
traffic violators and accident re- 
peaters, according to Attorney Gen- 
eral Theodore D. Parsons, head of 
the State Department of Law and 
Public Safety. 

The clinic, at 152 W. State St., 
was opened recently by William J. 
Dearden, acting state motor-ve- 
hicle director, and a special staff 
of motor-vehicle inspectors. 

Describing the clinic as the 
“first of its kind in the nation,” 
Parsons said other states have 
conducted driver clinics, “but for 
no longer than several months 
and none has previously main- 
tained any statistical records or 
made available its findings.” 

(Detroit has had a psychological 
clinic for drivers for some time, and 
similar systems have been instituted 
in Arizona, Connecticut and the 
District of Columbia. 

(Connecticut, which has had a 
clinic for the past six years, keeps 
a master file throughout the driv- 
er’s lifetime, but clinic “points” are 
removed after five years. Points 
are determined by the seriousness 
of charges against the driver, and | 
range from one point for a police | 


Chicago to Host 
Oct. Lube Parley 


CHICAGO. — Subjects ranging 
from the latest-type additives to 
methods of grease manufacture in 
a continuous process will be dis- 
cussed at the annual meeting of 
the National Lubrication Grease 
Institute at the Edgewater Beach 
Hotel here Oct. 27-29, it was an- 
nounced last week. 

Other discussions during the con- 
vention will cover  lithium-type 
greases, the flow of lubricating 
grease between parallel lines, per- 
formance of synthetic greases, and 
the development of proper lubri- 
cants and greases for U.S. Air 
Force planes. 








Common Hobby Attracts 


Dealers from Two Coasts 

Two auto dealers from widely 
separated points met recently at a 
dude ranch at Valley, Wyo., for a 
semiannual board meeting of the 
National Wildlife Federation. 

George Averitt, Ford dealer of 
Dora, Ala., is honorary president 
of the federation. F. Ross Brown, 
Chrysler-Plymouth dealer of Al- 
bany, Ore., is a regional director. 
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warning on a minor violation to 10 
points for drunken driving.) 

“The New Jersey clinic,” Parsons 
explained, “will operate for two 
years, at the end of which the State 
will be in possession of facts and | 
figures that will place it far ahead 
of the rest of the country in the | 
subject of driver behavior and its | 
relation to traffic accidents. 

“At the same time, the clinic will | 





Inland Steel Completes 
Second New Furnace 


EAST CHICAGO, Ind. — First 
steel was poured last week from 
the second of four new open-hearth 
furnaces which Inland Steel Co. is 
building at its Indiana Harbor 
works here. 

The first furnace of the quartet, 
which is to lift the plant’s capacity 
20 percent, was tapped on Sept. 10. 
The other two now are scheduled 
for completion before the end of 





the year. 


be giving immediate corrective ad- | § 


| 
| 
| 


vice to thousands of motorists sub- | 


mitting to the tests who, upon be-|_ 
|ing made aware of their limitations | 


and taught the necessary compen- | 
sations for their limitations, should 4 
instinctively develop into safer 
drivers.” 

The main purpose of the clinic, 
Parsons said, is to reduce the 
number of traffic violations and 
accidents in the state. The clinic 
will be underwritten by the safety 
division of the Automobile Assn. 
of New Jersey, with research and 
fact-finding to be handled by the 
center for safety education of 
New York University. 


Examinations will include a psy- 
chological test to help detect per- 
sons with improper attitudes to- 
ward safety and traffic regulations. 
Also included will be tests of vi- 
sion, depth perception, glare recov- 
ery, judgment and reaction time. 

Such drivers as accident repeat- 
ers, second offenders and those 








New Leaders of N. Y. State Group— 


Elected at the 29th annual meeting in Syracuse by the New York State Automobile 


Dealers Assn. were (front row, from left): 
president; 


Plymouth), Malone, second vice-president. 


William E. Frame (Chevrolet), Mineola, president; 


S. J. Reynolds (Ford), Syracuse, first vice- 


Fred E. Mason (Dodge- 
Standing: William G. Herpich (Hudson), 


Rochester, assistant treasurer; Ralph W. Austin (Dodge-Plymouth), Jamestown, secretary; 
R. Harold Craig, Albany, treasurer, and Ben F. Curry (Chevrolet), third vice-president. 





called up under the State’s joint 
system will be required to submit to 
clinical examinations. 


tive measures to prevent him from 
driving, but a method of acquaint- 
ing the subject with his failings and 


In addition to research on driver|a design for self-correction to be 


behavior, Parsons said, the tests 
“have for their purpose, not puni- 


adopted if he hopes to continue ex- 
ercising the driving privilege.” 





A NEw HIGH In vALUE—A NEW LOW IN cost 


FOR STANDARD AND SPECIAL UTILITY BODIES 

















These bodies are made of 14 
and 16 ga. body steel and 
12 ga. diamond plate for 
Compartments are 
accurately cut, formed and 
welded to insure essential 
strength. The under struc- 
ture of heavy U channel is 
throughout 


floors. 


welded 


make one solid steel unit— 
and the heavy under coat- 
ing prevents rust and drum- 


ing. 


All compartments are weather sealed—the spring loaded door locks are 
recessed into the body—these and many other features represent the latest 
developments in utility body design—Bodies which fit the particular needs of 
Phone and Light Companies, Plumbers, Electricians and Appliance firms. 





Better Built best describes the quality of structural fabrication, the skill and 
integrity that goes into every Morysville utility body. Made by expert crafts- 
men, these are “Bodies you can depend on’’ to last indefinitely. 


This Special Utility body made of 14 ga. steel and extra 
heavy diamond floor plate is most popular with utility fleets. 


front 


your 


7 
a = 


Model U for ' 
4 horizontal shelves, 


Model D for 
1 horizontal shelf on curb side — 
11 spacers. 6 shelves, 3 in each 


dividual locks. 
ment: 


ladder racks, 


MODEL D 


Ya or Yq ton chassis 


vertical compartment. In- 
Optional equip- 
shelving and spacers to 
specifications. Pipe or 


canvas tops, etc. 


MODEL U 


Ys ton chassis. 


2 in each 


2 oF 


compartment, 6 shelves, 3 in each 


front vertical compartment. Body 


length 78 
Optional 


width 74. 
same as 


or 90 
equipment 


model D 





to 





The telescopic roof and hinged endgate gives quick 
access to interior or locked for complete protection. 














Model T special All-Steel 





MODEL T 


Top 
1 3 


Utility Body available for 2, “% 
or 1 ton chassis with either model 
D or U_ under-structure 
height 52 
shelves inside top, 3 on each side. 


Inside 


to 54 including 6 


SPECIAL UTILITY 


4v", 


floor space 108 


Special Utility for 1 Ton Chassis 


x 48% 
Floor to top 26. 


; height 
Overall 


width 74°. 


Tm 








OTHER PRODUCTS 
Canvas enclosures, Ladder, pipe 
and pipe vise racks. Special 
shelves andspacers. Also wrecker 
Bodies. Pick-up bodies, pick-up 
tool boxes with recessed locking 


handles 





Distributors in principal 
cities east of the Mississippi. 





813 SO. READING AVE. 
BOYERTOWN, PA. 


Made by 1 The Las-stik Mfg. Co., 
Hemiltea, 0. | 
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Calif. Huddle— 





Chrysler dealers confer on announcement plans for new model when it arrives in 
southern California. Seated is Mel Alsbury, head of Mel Alsbury (Chrysler-Plymouth), 
Hollywood, and standing (right) is Verne Orr, Chrysler-Plymouth dealer in Pasadena. 
Also shown are Bob Boyle (left), sales manager, and Mel Alsbury jr., vice-president 


of the Hollywood dealership. 





Cadillac Passes 
500,000 Mark in 
6-Yr. Sales Surge 


SAN FRANCISCO.—Cadillac has 
sold more than 500,000 cars in the 
past six years—almost half the to- 
tal sold by the company since its 
founding 50 years ago. 

This was disclosed last week by 
J. M. Roche, general sales manager 
of Cadillac, here to meet with 57 
dealers of northern California. The 
meeting was held to review the 
progress of Cadillac sales programs 
in the region. 

Cadillac used-car business also is 
quite active, Roche said, with past- 
model Cadillacs being “very much 
in demand.” 

Anticipating a higher sales vol- 
ume next year, Roche asserted, 





|\“The firm and continued demand 


for Cadillac cars, coupled with an 
outlook for sound business condi- 
tions in the months ahead, indicates 
high activity in Cadillac sales.” 

Roche said one of the major em- 
phases of the Cadillac selling or- 
ganization has been the moderniza- 
tion and expansion of retail facili- 
ties to meet the service require- 
ments of the increased number of 
Cadillacs. 





Rucklos Picks Lot Head 

Manager Perry Holden of Ruck- 
los and Co., Pasadena, Calif., has 
announced appointment of Ed Sand- 
strum as manager of the firm’s 
Monterey Park used-car lot. Sand- 
strum formerly was general man- 
ager of a Ford dealership in Tem- 
ple City, Calif. 
























Cut Costs at the 
same time with 


into the truck . 


*You can double the number of 
deliveries per day with Anthony 
LIFT GATES to do the heavy 
loading and unloading. These 
hydraulic “freight elevators” 
keep trucks on the move . . . Cut 
down on “stopped” time with 

speedier pick-ups and deliveries. 





IMPROVE 
YOUR SERVICE 


UFT GATES “dramo- 
tize’’ deliveries. 
Handle merchandise 
gently and carefully. 
Eliminate damage 
claims. Reduce per- 
sonnel accidents. 





is 3s 
nae 


INCREASE* THE DELIVERY 
CAPACITY OF YOUR TRUCKS 


ANTHONY LIFT GATES 


One man can wheel a bulky, heavy load onto a LIFT GATE 
. . . lift it with smooth, hydraulic power . . 


. and wheel it 


. . all in a matter of seconds. Simple, safe, 


trouble-free LIFT GATES lift all types of loads, up to 2000 
Ibs. Load or unload from curb, dock and ground levels. 
Cut costs up to 50% and more. Available in types, and with 
power closing, to fit your needs. 


Models for any truck from Y2-ton to 
heavy semi-trailers. Write for the nome 
of your necrest distributor. Ask for a 
demonstration or a “Model” that shows 
how to evalucte your need for o LIFT 


GATE. 








Address: Dept. 112 


o3” ANTHONY COMPANY 






STREATOR -« 


ILLINOIS 


Convention Registrations Set Mark .. . 





WASHINGTON. Convention 
Chairman Hanford Crockard, Oak- 
land, Calif., reported last week that 
advance registrations as of com- 
|parable dates, are higher for the 
San Francisco convention than they 
have been for any previous NADA 
convention. Advance sale of exhibi- 
tion space has exceeded any previ- 
ous show. 

The NADA executive commit- 
tee agenda last week included 
progress reports from 10 of the 
association’s committee chairmen. 
Speaking for the public relations 

committee, George F. Ziesmer, 
chairman, reported that throughout 
the country dealer associations and 
dealers themselves are recognizing 
more and more that there is a dis- 
tinct relationship between good 
public relations and the dealers’ 
cash registers. 

He reported that every state now 
has a public relations committee 
and that all of them are engaged 
in active programs in the field of 
good customer and public relations. 

Ziesmer reported that there is 
every indication NADA’s trans- 
portation - to - the - polls program 
will be a big success and will 
result in much favorable pub- 
licity for dealers. 

Robert Armacost, first vice-presi- 
dent, reporting as chairman of the 
industry relations committee, stat- 
ed that his committee, in a two-day 
meeting held prior to the executive 
committee session, reaffirmed its 
convictions that elected dealer- 
factory councils constitute an effec- 


Thomas Elevated 
To Presidency 


At AAA Jubilee 


WASHINGTON.—Ralph Thomas, 
a director of the Automobile Club 
of Michigan and Detroit printing- 
firm executive, 
was elected presi- 
dent of the Amer- 
ican Automobile 
Assn. last week 
at the conclusion 
of its Golden Ju- 
bilee convention. 

Thomas, who 
succeeds last 
year’s president. 
J. E. O'Neill, of 
Fresno, Calif. 

Ralph Thomas will now direct 
services rendered the 3,600,000 mo- 
torist-members of the 700 AAA 
clubs. 

After graduation from college, he 
went to Detroit for manual employ- 
ment with the old Maxwell-Chalm- 
ers Motor Co. in 1919. 

Thomas’ father-in-law, the late 
Edward N. Hines, was the first 
road commissioner for Wayne 
County (Detroit) and was credited 
with building the nation’s first 
mile of concrete highway (Wood- 
ward Ave. between Six and Seven 
Mile Rds. in Detroit. 











Graham to Retire 


As Goodrich Aide 


AKRON.—Thornton G. Graham, 
vice-president of B. F. Goodrich 
since 1928, will retire Jan. 31, it has 





T. G. Graham Arthur Kelly 


been announced by John L. Collyer, 
president. 


Arthur Kelly, with B. F. Good- 
rich since 1925, will become vice- 
president in charge of manufactur- 
ing when Graham leaves. 

A veteran of 38 years in the rub- 
ber industry, Graham became pro- 
duction superintendent of tires in 
1925, division superintendent in 
1926, works manager in 1927 and 
attained the vice-presidency in Jan- 
uary, 1928. 

Kelly joined Goodrich as a chem- 
ist after his graduation from Pur- 





due University. 


only nine seconds in the Illinois 





tive vehicle through which most | 
problems of dealer-factory relations | 
can be resolved. 

While most states now have state | 


Hudsons Ring Up | 
Fortieth Victory | 


WILSON, N. C.—Hudsons scored 
their 40th stock-car victory of the 
1952 racing season during the final | 
week in September. Herb Thomas 
won a 100-mile event here on a 
half-mile track and Frank Mundy 
won a close one at the Springfield 
(Ill.) mile course. 

Thomas was trailed by Lee Petty | 
(Plymouth), Bill Blair (Oldsmobile | 
88) and Dick Rathman (Hudson 
Hornet). The race was sanctioned 
by the National Assn. for Stock 
Car Auto Racing. 

At Soringfield, the American Au- 
tomobile Assn.’s Frank Burnai 
(Oldsmobile 88) followed Mundy by 








State Fair. Third place went to) 
Cecil Hayes (Packard) and fourth | 
to Tommy Russo (Plymouth). 


_ NADA Sees Goodwill Progress 


industry relations committe: 

Chairman Armacost reported, t} 

committee plans to urge every stai 
dealer association to set up a 
active committee, patterned afte- 
the national committee, to stud 
state problems and to channel t» | 
the national committee informatio. 
on dealer-factory relations matter 





Munn 


(Continued from Page 3) 


sure that we are in the right and } 
not the wrong kind of building. We 
have to be aware of too high price 
or long-term leases. But the good 
businessman in this field need have | 
no fear. The retailing automobile | 
business will remain a very attrac- 
tive field to those who adjust them- 
selves to take advantage of the 
coming conditions. 

Emphasize your service and used- 
car departments, and you won't 
need to worry about your new-car 
department. The secret of success 
is to think ahead, plan ahead and 
act ahead. Control your destiny— 


‘before environment controls you. 





Advertisement 





Country-Side People 
Best Automotive Customers 


Since 1929, the number of recog- 
nized automotive wholesaling 
centers has increased five times. 
There were 3,727 such centers in 
1950. This figure reflects the wide- 
spread distribution of car and 
truck dealers and repair shops. 
More than 60 percent of the na- 
tion’s 47,000 car and truck dealers 
and 70,000 independent repair shops 
are located in Country-Side Market 
towns where they can serve the 19 
million families who live in trade 
centers of less than 10,000 popula- 
tion, in crossroads villages, down 
country lanes or on farms. 

Why are so many dealers located 
there? Because the Country-Side 
Market is the biggest automotive 
market in the country. After all, 
more than half the nation’s popu- 
lation lives in places of less than 
10,000 population and on farms. 
These families own more than half 
the nation’s cars. To these fam- 
ilies, farm and non-farm, the auto- 
mobile is more than a convenience 
—it is a necessity. These families 
are also multiple owners—they own 
a higher proportion not only of cars, 
but trucks and tractors as well. 

Further evidence of the import- 
ance of Country-Side customers to 
dealers everywhere was revealed in 
a survey by Farm Journal, Inc., 





publishers of Pathfinder and Farm 
Journal magazines. Every tenth 


dealer from coast to coast was 
polled. Dealers in even the largest 
cities reported that a full fifth of 
their business came from out-of- 
town customers, both farm and 
non-farm customers; in smaller 
cities this figure approached 60 
percent. 

Just as there are these two types 
of customers in the Country-Side 
Market, so are there two important 
publications reaching and influenc- 
ing Country-Side Market families. 
Farm Journal, America’s largest 
farm magazine, influences farm 
families in the Country-Side Mar- 
ket as no other magazine does. 
Pathfinder is the only dual appeal 
magazine which majors in the non- 
farm interests of Country - Side 
Market families. 

Like the people of the Country- 
Side Market, Pathfinder and Farm 
Journal belong side by side. Now 
automotive advertisers can buy 
them that way—a 4-million pack- 
age buy at a package price—the 
Country-Side Unit. 

Remember, too, with the Coun- 
try-Side Unit you get more than 4 
million of your best customers: you 
get coverage like a local newspaper 
among the best customers and 
prospects of the majority of your 
dealers. Here is national advertis- 
ing with local impact which dealers 
can understand and appreciate. 





Here’s the easiest — most simple 
and accurate 









DESK TRAY 
RYAY S277) 


STOCK CONTROL SYSTEM 


you've 


ever seen 
for every business 


Your complete answer to control- 
ling inventories—the stock control 


form is offset to the right when minimums are reached— 


automatic signal to reorder! 


When order is placed, record is 


offset to the left—returned to center position when goods are 
received. Easy—automatic, this system comes complete with 
750 forms, necessary guides and tray. 
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PiesoLo, Incorporated, | 
DIEBOLD, INCORPORATED | 2051 mulberry Road, Canton, Ohio | 
Serving Business for over Send me complete facts on Diebold 
94 Years Desk TRAY for Stock Control 

Microfilm * Rotary, Vertical and Visible 
Filing Equipment * Safes, Chests and NAME | 
Vault Doors * Bank Vault Equipment COMPANY | 
*® Burglar Alarms + Factory Branches | 
and Dealers in all principal cities ADDRESS meena 
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EXCELSIOR SPRINGS, Mo.—In 
small town as well as a large 
y, one of the best ways to keep 
e profit volume up in a new-car 
alership is to keep a large and 
varied stock of parts and let peo- 
pie know about it, according to E. 
W. Teed, owner of E. W. Teed 
Chevrolet Co. here. 

To back up this practical sys- 
tem, Teed maintains more than 
a $25,000 parts inventory and 
keeps five men busy in his paint 
and body shop. He has a total of 
12 employes. Some of his custom- 
ers have been with his firm since 
its opening 15 years ago. 

Teed makes a point of keeping 
parts and accessories which small- 
er shops often have to send to 
Kansas City for, such as cylinder 
heads and fenders. To keep this 
stock moving, advertising stresses 
availability of parts and service 
with no waiting. 

Teed believes that sidelines and 
gimcrack novelty departments are 
not for the progressive dealer, who 


Ford Is Host 
This Week to 
Dealer Council 


DEARBORN. — Eighteen Ford 
dealers from every section of the 
United States will assemble here 
Wednesday for the annual meet- 


arto 





ing of the National Ford Dealer 


Council. 


L. W. Smead, general sales man- | 


ager, said the dealers were elected 
to represent the 6,400 Ford dealers 
in zone, district and regional meet- 
ings. 

Sessions of the dealer council will 


be help in the Ford Engineering | 


laboratory in Dearborn and in Fair 
Lane, the estate of the late Henry 
Ford. It will be the first time the 
dealer group has met at Fair Lane. 

Members of the 1952 Council in- 
clude: Northeast region—Raymond 
A. Pankopf, Pittsburgh; Harold W. 
Brown, Naugatuck, Conn.; S. J. 
Reynolds, Syracuse, N. Y. South- 
east region—E. L. Hicks, Charlotte, 
N. C.; R. G. Danner, Vero Beach, 
Fla.; G. M. Holtsinger, Tampa, Fla. 


Central region—Charles A. Cronin, | 


Cincinnati; J. E. Clune, Traverse 
City, Mich.; J. Ralph Mason, Koko- 
mo, Ind. Midwest region—C. F. Mc- 
Clure, St. Louis; A. C. Baltes, For- 
est Lake, Minn.; Ralph Hirschberg, 
Chicago. Southwest region—E. A. 
Kinsel, Beaumont, Tex.; H. M. 
Skaggs, Inc., Dodge City, Kans.; 
R. T. Andress, Shreveport, La. 
Western region—W. G. Stoddard, 
Spokane, Wash.; Peter Van Otten, 
Van Otten’s, Tooele, Utah; Neuman 
C. Petty, Salt Lake City. 





Leaders Select Keller 


As Top Industrialist 


MIAMI, Fla. — K. T. Keller, 
board chairman of Chrysler 
Corp. and director of guided mis- 
siles for the 
U. S. Depart- 
ment of De- 


standing in- 
dustrialist of | 
the year. | 
Announce- | 
ment of Kel- 
ler’s selection 
was made here 
last week by 
Thomas B. 
McCaffrey jr., president of the 
Society of Industrial Realtors. 
The organization will present an 
award to Keller at its annual 
meeting at Miami Beach Nov. 12. 
Keller’s selection was made by 
@ group of business and pro- 
fessional leaders in New York. 
Louis B. Mayer, motion-picture 
producer, was the chairman. 
Previous winners of the award 
were Alfred P. Sloan jr., 1949; 
Thomas J. Watson, 1950, and 
Benjamin F. Fairless, 1951. 





K. T. Keller 


Tells "Em About Parts 


Teed, Small-Town Dealer, Keeps Profits Up 
By Stressing Shop Promotion 








can make his time pay better by | 
keeping after sales on parts, acces- 
sories and service. 

Sideline businesses, Teed believes, 
always have some service to be 
performed in connection with them 
and, when operated with a new-car 
dealership, they disrupt service ab- 
sorption figures. Teed’s service ab- 
sorption runs 80 to 90 percent, he 
said. 


Most recent development in 
this direction has been promotion 
of Teed’s front-end and wheel- 
balancing department. Advertis- 
ing emphasizes that the most 
modern equipment is available in 
this department, and its volume 





has more than doubled during | 
the past year, Teed said. 

If future business conditions pro- 
vide any spare time, the efforts 
here will be toward selling various | 
services, according to Teed. During | 
the war, he said, he put in a side- 
line of paints, and this compared 
so poorly with promoting regular 
business that he has vowed never | 
to adopt a sideline again. 


Detroit Gets New Law 


To Curb Hotrodders 

DETROIT.—Police are able to 
crack down on hotrod drivers un- 
der a new law which provides pen- 
alties for any minor caught driv- 
ing a car that contains beer, wine 
or liquor. 

Only exception to the new law is 
the beer-store delivery boy, police 
officials said. 








Posted by Nash This Month— 


Nash Motors’ outdoor poster for October features this contented, smiling baby— 
another in the human interest series created by artist Howard Scott. J. B. Huntress, 
Nash ad manager, said this board is the 84th consecutive monthly national posting by 
Nash at each of its dealer points across the U. S. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





We fin 


OF SMOOTH, SURE 
STOPS! 


THE 


INDUSTRY’S 


FINEST POWER BRAKING SYSTEMS 


More than two and a half million installations have made 
Hydrovac the undisputed leader in the field of power braking. 
And now Bendix Products offers Air-Pak, an air-hydraulic unit 
similar in design and principle to the Hydrovac. Air-Pak 
changes air pressure into hydraulic pressure by means of two 


direct connected pistons, 


thus combining all the well proven 


advantages of hydraulic brake action with an air brake system. 


Products of twenty-five years of practical braking experience, 


these outstanding power 


braking systems offer faster, more 


positive and better controlled braking. And in both the vacuum 
and the air actucted units, brakes can be applied instantly by 
foot power alone—a safety factor of tremendous importance. 


Remember, regardless of size of vehicle or whether your 
preference is for vacuum or air brakes, for the industry's finest 
power braking systems be sure to specify Bendix* Hydrovac* or 


Bendix Air-Pak. 


BENDIX 


Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. « Canadian Sales: Bendix- 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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Isolated Bronx Dealer Finds Sales Growing .. . 





Low-Pressure Drive Pays High 


By Ed Brown 
Staff Correspondent 


NEW YORK. Bronx Borough 
has some of New York City’s most 
densely populated areas, yet some 
parts of the Bronx lie virtually un- 
developed automotively. 

Martin M. Lipp, president of Tre- 
mont Chevrolet Co., Inc., owns an 
establishment on Bruckner Blvd., in 
one of the Bronx’s sparsely devel- 
oped areas. 

The boulevard is developing 
into a kind of expressway con- 
necting many sections of the city, 
Westchester County and Long 
Island. When development of this 


It Stops ‘Em 


Truckers’ Favorite Color 
Is Red, I-H Finds 
CHICAGO.—Red is the favorite 
color of truckers, at least when 
they’re ordering truck paint colors, 
says W. K. Perkins, manager of 
motor-truck sales for International 

Harvester. 

Analysis of buyer preferences, 
Perkins said, showed that 29.5 per- 
cent of the trucks rolling off the 
company’s production lines were 
painted the distinctive Harvester 
red. 

Second in preference is the com- 
pany’s dark Adirondack green, 
with slightly over 25 percent of 
production. Other color favorites 
include Arizona blue, Black Canyon 
black, Chesapeake gray, Door 
County (light) green, Palomino 
cream, Apache yellow, Salt River 
sand and Valencia orange. 

The use of bright colors is viewed 
as a highway safety factor. 





artery has matured, Lipp’s new 

building will be along one of the 

district’s most important routes. 

But at present showroom traffic 
is confined to those who drive by 
and happen to stop in, for pedes- 
trian traffic is very light. Faced 
with this problem, Lipp was forced 
to find new ways in which to get 
the name of Tremont Chevrolet 
before the public. 

With the completion of his new 
building last fall, Lipp advertised 
in local papers for two college men 
interested in sales promotion. These 
two men were given a list of 3,000 
truck owners in the vicinity and 
told to contact them in the follow- 
ing manner: 

They were not to attempt to sell 
any product. Their mission was 
more in the nature of a survey. 
When they met their contact, the 
sales-promotion men were to hand 
him a small brochure, on the front 
of which was a picture of Tremont. 

Inside the brochure were pic- 

tures depicting sections of the 
service department, the service- 
customer waiting room, the parts 
department and the new-car 

showroom. After the contact 
glanced through the brochure, the 





N. C. Firm Purchases 


100 I-H Roadliners 

CHARLOTTE, N. C.—In a move 
designed to modernize its long-haul 
operation, Johnson Motor Lines, 
Inc., has purchased 100 Interna- 
tional Roadliners, including 90 
diesel - powered, cab - over - engine 
LCD-405 trucks, it was announced 
by J. N. Johnson, president. 

This is the first such fleet to be 
placed in operation in eastern sea- 
board hauling, according to John- 
son. 
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men were to ask him whether he 
had ever heard of Tremont Chev- 
rolet. 

If so, had he ever done business 
with Tremont? If the answer was 
in the affirmative, how had he been 
impressed in his dealings? 

From these questions, a wealth 
of material was turned up. First, 
the contact generally lost all sales 
resistance because no sales talk 
was made. Therefore, the contact 
was more likely to talk freely 
about his desires and needs, auto- 
motive-wise, and still was able to 
retain a pleasant impression of 
Tremont as a result of the lack of 
high-pressure tactics. Often leads 
for prospective customers were 
turned up for both truck and car. 

After this visit, a letter was dis- 
patched to the contact, thanking 
him for the “courtesy and consider- 
ation which you recently gave to 
our sales-promotion representative” 
and detailing the facilities at Tre- 
mont for servicing the needs of the 
automotive community. 

In a few short months, Tre- 
mont made such fine progress 
with its truck sales-promotion 
program that Lipp, impressed 
with the gains in truck sales, is 
going to adopt it for his overall 
sales. 

A relatively high percentage of 
the initial contacts, intrigued by 
the “different approach,” bring 
their next automotive problem to 
Tremont, Lipp says. 

This is where a second tactic 
begins meshing with the first. Lipp 
maintains a policy that every dis- 
satisfaction, no matter how minor, 
must be remedied wherever pos- 
sible. 

He admits it may take a little 
maneuvering to weed out the 
chronic cranks from the parties 
with reasonable complaints, but he 
feels that the extra time and effort 
pay off in the long run 

Lipp states that 60 percent of 
his new-car sales are made as a 

result of satisfied service custom- 
ers. This, he believes, is where 
the auto dealer can miss a good 
bet if he isn’t careful. Lipp points 
out that each satisfied customer 
is a potential walking advertise- 
ment for Tremont. 

Another policy is that every cus- 
tomer must know before he leaves 
the shop exactly how much the job 
is going to cost. If, while complet- 
ing the job, the mechanic finds 
other related work which needs at- 
tention, every effort is made that 
day to contact the customer by 
telephone to appraise him of the 
situation. 

If this is impossible, the customer 
receives, along with his invoice for 
the originally contracted work, a 
white sheet specifying what other 
difficulties have been turned up by 
the mechanic. Also, a service notice, 
listing the same work as attached 
to the invoice, is mailed to the cus- 
tomer’s home as a reminder. 


This method eliminates balloon- 
ing service charges, which the 
customer never authorized, and 
further serves to work up repeat 
business, Lipp says. 

As an illustration of the human 
element with which the dealer must 
always cope, Lipp tells about a cus- 
tomer who bought a new Chevrolet 
from Tremont at the end of Sep- 
tember. He returned in March and 
complained that his heater leaked. 

Though the normal warranty pe- 
riod had lapsed by several months, 
Lipp agreed to fix the heater at 
cost, as well as do some other 
minor adjustment at cost. When 
the invoice was handed to the cus- 
tomer, he objected to making any 
payment, even though total charges 
were slightly over $2. 

Lipp then told his cashier to 
make no charge and asked the man 
in a polite way not to return to 
Tremont for any further work, say- 
ing: “I feel quite certain that no 
matter what we do for you, you 
won't be satisfied, and I would 
rather not have you criticize us to 
your friends.” 

The customer was apparently 
struck by this straight-from-the- 
shoulder talk, and has since be- 
come another valuable customer. 
Lipp maintains that a little per- 
ception into human nature can 
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Award to Mason— 

Fred E. Mason (right), of Malone, N. Y., 
newly elected second vice-president of 
the New York State Automobile Dealers 
Assn., holds the 1952 highway safety 
award he won for his part in promoting 
driver-training in high schools. Charles D. 
Henderson (left), executive vice-president 
of the association, reported that 151 
association members won awards for do- 
nating a total of 192 cars to provide 
behind-the-wheel training for approxi- 
mately 30,000 students in New York State 
during 1952. 





easily turn an adverse situation 
into an advantageous one. 

As one of many added touches, 
he has a sign posted to advise cus- 
tomers that they will be furnished 
a free ride to the nearest subway 
station if it is necessary to hold 
the car for the day. This enables 
the customer to drop the car off 
on his way to work, and continue 
downtown without inconvenience. 


Ford Plant Eyes 
Tooling for 55 


BUFFALO.—The Ford stamping 
plant here already is doing work 
for 1953 models, and by the first of 
the year will start work on the 
tools and dies it will turn out for 
Ford’s 1955 models, it was reported 
last week. 

The next really big changes in 
the Ford will be in the 1955 mod- 
els, according to reports. Changes 
for 1954 models will be moderate, 
it was said. 

The plant’s production goal for 
October is the highest for any 
month this year. It will operate six 
days a week throughout the month. 





Massey to Head 
Willys in Europe 


TOLEDO.—Denton Massey, Ca 
nadian business executive and for 
mer member of the Canadiar 
Parliament, has been named gen- 
eral manager of European opera- 
tions for Willys- 
Overland Export 
Corp., it was an- 
nounced last 
week by Hick- 
man Price jr., ex- 
port corporation 
president. 

Massey will di- 
rect sales and 
distribution of 
Willys vehicles 
through the com- 
pany’s’ distribu- 
tor outlets on the European conti- 
nent. As European manager, Mas- 
sey also will be responsible for the 
expansion of these distributor facil- 
sities, Price said. 

Since World War II, Willys- 
Overland has claimed third place 
in the automotive industry in ex- 
port of commercial vehicles. 





Denton Massey 


Dripstatistics 


Tips Offered for Stopping 


Gasoline Losses 


NEW YORK.—Gasoline retailers 
can reduce their liquid losses if 
they follow the suggestions con- 
tained in a booklet published by the 
American Petroleum Institute, 50 
W. 50th St. 

Entitled “Stop Gasoline Losses,” 
the new publication pounds home 
such facts as this: 

“What does one tiny leak in your 
equipment mean to you? Only two 
leaking drops per second add up in 
a year to a loss of 1,350 gallons... 
a lot of profit dollars to leak away, 
and some 20,000 good driving miles 
for your customers. 

“If you neglect repairs so that 
the leaking drops break into a 
steady stream, you and your cus- 
tomers lose 8,780 gallons a year.” 

The new booklet has a light, car- 
toon-style format and is printed 
in two colors. 


Taylor Gets K-F Air Post 


Appointment of Sydney W. Tay- 
lor as assistant general manager of 
the Kaiser-Frazer aircraft division 
is announced by S. A. Girard, vice- 
president and general manager for 
aircraft. Taylor assumes his new 
post after serving Kaiser enter- 








prises since 1934. He joined K-F in 
1947. 
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‘Latin Before Life’ 


Colorado Survey Finds School Boards 
Shun Student-Driving Classes 


DENVER.—An attitude that 
“Latin is more important than 
safety” is a factor in curtailing the 
teaching of driver education in 
Colorado high schools, a survey 
discloses. 

Only 45 of the state’s 281 high 
schools offered any type of driving 
instruction last year. The American 
Automobile Assn. here estimated 
that the number would rise to 55 
this year—or one out of every five 
high schools. 

The survey was made upon a 
suggestion aired at the recent con- 
vention of the Colorado Automobile 
Dealers Assn. in Denver. 

Reluctance of local school 
boards to set up driving classes 
was mainly attributed to the 
same reason that delayed the 
introduction of music and art 
classes—“it’s a fun course for the 
kids.” 

This attitude persists despite the 
fact that studies in other states 
have shown that driver-training 
courses in high schools are capable 
of reducing accidents among 
younger drivers by 50 percent. 

The Colorado State Department 
of Education and the State Safety 
Council have made repeated efforts 








Auto Speed Champ 
Cobb Loses Life 
In Jet-Boat Trial 


LOCH NESS, Scotland. — John | 
Cobb, famous British racing figure 
and holder of the world’s auto| 
speed record, was killed here last | 
week during a try for the world 
speedboat record in his $42,000 jet- 
propelled craft, Crusader. 

Cobb, called “the fastest man on | 
earth,” had completed the first run | 
on Loch Ness’ measured mile, and 
had only to run the course the 
other way to establish a new world 
speed-on-water record. After cross- | 
ing the finish line, the big boat 
seemed “to disintegrate,” it was 
reported, and Cobb died of a 
broken neck. 


Time recorders had established | 
that Cobb traveled the mile in 17.4 | 
seconds on his first run—a speed | 
of 206.8 miles per hour. The official | 
record of 178.4 miles per hour is | 
held by auto dealer Stanley Sayres, | 
of Seattle, Wash. 

The 52-year-old Cobb, who com- | 
plained of an “itchy feeling” when- | 
ever behind his office desk, set an 
auto speed record of 394 miles per 
hour with a giant racing car on 
the Bonneville Salt Flats in Utah 
in 1947. | 

The Crusader, a 31-foot hydro- 
plane powered with a 6,000-horse- | 
power De Havilland Ghost jet en- | 
gine, was designed by Reid Railton, 
who designed Cobb’s speedy cars, 
and Cmdr. Peter Du Cane. The 
boat was built of plywood and 
aluminum alloys, and designed to 
rise on two skis amidship at top 
speed. 





Top Trucks 

New-truck registrations for 
seven months, plus 31 states for 
August: 
1952 Pos. Make 1951 Pos. 
1—165,216 Chev. 233,322— 1 
2—114,073 Ford 161,264— 2 
38— 63,431 Dodge 68,438— 3 
4— 58,364 Inter’l 57,995— 5 
5— 49,044 GMC 65,005— 4 
6— 18,165 Stude. 19,798— 6 
I— 12,015 Willys 15,474— 7 
8— 1,017 White 8,240— 8 
9— 4,538 Mack 6,331— 9 
10— 2,203 Diam. T 3,104—10 
ll— 1,964 Reo 2,362—12 
12— 1,841 Divco 2,624—11 
13— 970 Autocar 1,414—14 
14— 961 Brockway 1,512—13 
15— 540 Federal 717—15 
16— 434 Kenworth 429—17 
1j— 334 Pontiac 542—16 
183—- 329 FWD 317—18 
19— 214 Crosley 291—19 
20— 147. White-Ster. 235—20 
21— 146 Peterbilt 189—21 

Total All Makes 
503,430 650,939 

For further details see page 

62, today’s issue. 














to introduce driver education into 
school curricula. Gov. Dan Thorn- 
ton and the Safety Council staged 
a giant teen-age driving conference 
at Golden earlier this year and got 


an encouraging response from the 


boys and girls themselves. 


The Colorado Automobile Deal- 
ers Assn. has agreed to lend a dual- 
control training car to any high 
school in the state if officials ex- 





Canadian Bakers 


Prefer Trucks 


OTTAWA.—According to the last 
official count, Canadian bakers 
used 5,708 trucks and 2,513 horse- 
drawn vehicles to deliver their 
products in 1950. 

A number of large bakery firms 
reportedly is making preparations 
to discontinue using horse-drawn 
vehicles “because it has found that 
motorized deliveries are now more 
economical and faster.” 


press the desire to teach such a 
course. Both the AAA and the Colo- 
rado State College of Education at 
Greeley offer four-hour courses for 
teachers to qualify them as driving 
instructors. 


Colorado last year won the na- 
tional safety award. But M. R. 
Darlington, managing director of 
the Inter-Industry Highway 
Safety Committee in Washington, 
said that adequate driving train- 
ing in high schools is still the 
main void in the state’s otherwise 
excellent safety program. 
| Marguerite Juchel, supervisor of 
| secondary education for the State 
| Department of Education, said her 
|department has urged establish- 

ment of such a course. 

| “But under the state law we can 
|only recommend what courses be 
| taught—we can’t order it,” she said. 

Many schools plead a lack of 
qualified teachers as the excuse for 
not offering such courses. It takes, 
usually, a full-time instructor who 
is a normal-school graduate. 

All Denver schools offer driver- 
training courses, using a dual-con- 
trol car. But even Denver's schools 








—with their large enrollments— 
have only one dual car each, and it | 
can be used by only about 100 stu- 
dents a year. 
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K-F Lights Seven Birthday Candles— 
Distributors representing Kaiser-Frazer's seven sales divisions join Edgar F. Kaiser, 
president, in lighting the company's seventh anniversary cake at a factory preview 
of 1953 models. From left are William A. Hon, of Hon K-F Motors, Boise, Id.; Irving 
H. English, of Northwest K-F Motors, Minneapolis; A. L. Sleeth, of Sleeth K-F Motors, 
Syracuse; Kaiser; Ray E. Korte, of Ray Korte K-F Sales, Phoenix, Ariz.; James K. 
McDonald, of McDonald & Weathersbee, Augusta, Ga.; John R. Rictor, of Rictor 
Motor Sales, Erie, Pa., and John S. Cresko, of Cresko Motors, Wilkes-Barre, Pa. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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RETAILING’S MOST COVETED AWARD! 
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H... is a sure-fire way to cash in on the out- 


standing job you’re doing in promoting manu- 


facturers’ brands 


mean: 1) NEW 


to the public. A way that can 
PRESTIGE WITH YOUR 





CUSTOMERS; 2) A REPUTATION WITH 


SUPPLIERS AS 





ONE OF THE BEST DEAL- 





ERS ON THEIR BOOKS; and 3) NATIONAL 


PUBLICITY. 





Enter your firm now for one of Brand Names 


Foundation’s 5th annual “Brand Name 


Retailer-of-the- Year” awards to be presented in 


the presence of more than 2,000 civic and busi- 
ness leaders at the Waldorf-Astoria on BRAND 
NAMES DAY—1953. 


A “Brand Name Retailer-of-the- Year” plaque 


and up to 4 “Certificates of Distinction” will 


go to 5 top winners in your field and in each of 


21 other categories. 110 AWARDS IN ALL! 


Big city, small town... size of your firm 


makes no difference. It’s what you do in ’52 to 


tell the brand story to your customers and 


employees that counts... not what you spend ! 


AMONG LAST YEAR’S TOP WINNERS 


“Brand Name Retailer-of-the-Year” 
MONARCH BUICK CO., INC. 

New York, New York 
“Certificates of Distinction” 
CRAWFORD MOTOR COMPANY OF BENTON 
Benton, Arkansas 
GRAND RIVER CHEVROLET CO. 
Detroit, Michigan 


O’DANIEL RANES, INC. 
Evansville, Indiana 


MASTERS PONTIAC CO., INC. 
Long Beach, California 











There’s no cost or obligation. Just mail the 


coupon below for a kit containing full details, 


* an official entry blank and samples from the 


presentations of last year’s winners. 





BRAND NAMES FOUNDATION, INCORPORATED 
37 West 57th Street 
New York 19, N. Y. 


Our firm would like to enter the competition for the 
“Brand Name Retailer-of-the-Year” awards. Please send 
a kit containing complete details and entry blank to: 


Name 


Title 








Firm Name 
Address 














Type of Retail Firm. 
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U. S. Rubber Hails 
Rapid Strides in 
Synthetic Goods 


NAUGATUCK, Conn. — Synthetic 
rubber, in the short space of 10 
years, has driven a broad wedge 
into the once-impregnable position 
of natural rubber as the single ba- 
sic material of the rubber industry, 
a U. S. Rubber official said here. 

John P. Coe, vice-president and 
general manager of the company’s 
Naugatuck chemical division, spoke 
at 10th anniversary ceremonies for 
the Naugatuck synthetic installa-| 








| 


Philadelphia Is First with PAR Project— 


The first city to organize a committee for Project Adequate Roads was Philadelphia. 


tion, one of the nation’s earliest. It Five hundred persons voted for action at a banquet sponsored by the National Council 
was producing 42,000 tons a year | of Private Motor Truck Owners and the Chamber of Commerce of Greater Philadel- 


by V-J day. 
“The rubber industry now has 
hundreds of raw materials that can 


| phic. From left, ot the banquet, are T. A. Drescher, president of the private owner | 
group; Robert S. Wilson, vice-president of Goodyear Tire & Rubber, and George 
Beitzel, president of Pennsylvania Salt Mfg. 





be tailor-made to fit its exacting | 
requirements,” Coe said. 


The Naugatuck plant, concen- | 
trating on new rubber types, has | to ; 
led in developing “cold” synthetic | have been forced into a new chan- 
latex. Now comprising 60 percent of | nel 
the 


in brake linings, tire cord, foam| what police 


since Traffic Judge Michael | 
the plant’s production, latex is used | Hellman recessed court to listen to| suggested that police enforce the|campaign to sell used cars. This | 
hotrod detail| city’s anti-noise ordinance in the|was during 1947 when he had no 


“ 


al 
bit noisy.” Judge Hellman agreed 





dismissed charges. However, he) 


Factory Policies Hit in K. C. Area... 





Weak Demand Spurs 


Dealer Discontent 


Continued from Page 6 


“I know implement dealers in 


| this community who have more 


than $50,000 on the books. If we 
ge into a real slump, they’ll never 
collect more than 20 percent of 
it. I'm trying to stay out of this 
kind of trouble, but the factory 
is pushing me to expand in every 
department when my business 
judgment tells me this is a time 
to conserve and trim the sails.” 


Not all factory-furnished, dealer- 


Hot Rod Reprieve Short _| claimed his special muffler was not | purchased advertising material is 
LOUISVILLE. — Police attempts | defective, but admitted it was 


crack down on noisy hotrods | 
|with Taylor, on both counts, and | 


put into use, in the opinion of a 
Nebraska dealer. 

This dealer said he was required 
to buy from his factory a $350 card 


mattresses, packing materials and | charged was a defective muffler.|future. Arrests are proceeding as|used cars, could sell every car he 


dipped products. 


| The defendant, Alvin P. Taylor, 33,1! 


usual. 


could get on the lot, and had buy- 








For Dual-Drive, 
move the 
selector lever forward! 


For Trailing-Axle, 
move it back. 
it’s that Simple! 
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Instant Drive Selection — 
Dual or Single—af any Speed! 


No gear clash! No manual clutching! No stopping to lock out a differential! 
vides gear splits spaced to give full engine efficiency 


Here’s another reason why leading dealers feature 
Truckstell-Baumis Dual-Axle Drives. They not only 
give top performance at low cost, they offer built-in 
advantages that make the sale easier to close. 


In addition to the Instant Drive Selection, one 


single gear box houses both the Power Dividing * 


mechanism and 3-speed Auxiliary Gearing. Weight 
is reduced. First cost is less. Operating costs 
are lowered. 

No extra auxiliary gearing is needed. The Power 
Divider’s 3-speed Auxiliary with optional ratios pro- 





for every road and load. 


These are only three of Truckstell’s many sales 
advantages. Get the whole story from your nearby 
Truckstell Distributor. Let him show you how you 
can sell the rich 6-wheeler market . .. without one 
cent of extra investment ox your part. 


* * 


* 


Just out! New Sales Ammunition Kit. All the infor- 
mation you need to sell more 6-wheelers. Call your 
Truckstell Distributor or write us today. 


ee 
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Only Truckstell’s Power Divider gives you all these exclusives! 


®@ Instant dual- or single-axle drive selection ...at any speed. 

@ 15 forward gear splits provided with 5-speed truck transmission. 
®@ Automatic dual-drive engagement as driver shifts into underdrive. 
@ Puller gear “built-in”; choice of overdrive or underdrive ratios. 
@ Can be installed with any matching pair of standard truck axles. 
@ One gear box combines drive selection and auxiliary gearings 
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| the vanishing point as possible and | ers out trying to get used cars tc 
try to make a profit on every deal 


sell. 

Rather than spend $75 for post- 
age and go to the expense of hav- 
ing the cards addressed and mailed 
this dealer said he took the cards 
out and burned them after paying 
the factory. 

* . 
. other business in the 
world except the automobile 
manufacturer pays the cost of ad- 
vertising its product on the nation- 
al and state level,” this dealer said 

“The auto manufacturer prorates 

his national advertising cost to the 
dealer at so much per car and then 
cooks up extravagant and often ill- 
advised point-of-sale advertising 
for which the dealer has to pay 
whether he wants it or not, and 
this is seldom sold to the dealer at 
a reasonable price. 
“A couple of banners on the wall 
| and some fancy cut-out window 
|displays, which nobody pays the 
| slightest attention to, cost us $127, 
|and we had to take it whether we 
wanted it or not. We pay the bill, 
|}and we can be canceled out over- 
| night.” 

Another dealer reported pres- 
sure from his manufacturer to 
buy a motion-picture projector 
for $439 and enter into a deal to 
buy film from the manufacturer 
for $18 per month in order to 
train salesmen. 

He asked when was he going to 
have time to use the machine and 
show the pictures, and was in- 
formed that he should spend his 
evenings at this job. He said that 
he received only 50 units at his 
dealership last year and that the 
movie project would have added 
$1,000 a year to his overhead. 

“This,” he said, “for training 
new salesmen I don’t need. My old 
salesmen could sell more cars than 
i get in reasonably good times, and 
then we are asked to spend an- 
other $1,000 to learn how to sell 
something we haven't got.” 





New Extrusion 


Plant to Build 
Truck Parts 


WARREN, O. — Mullins Mfg. 
Corp. announced last week it would 
establish the world’s first plant for 
the cold extrusion of commercial 
items in steel under its Koldfio 
process. Cost of the new facility, to 
be part of the firm’s main Warren 
plant, will be $2,600,000. 

Mullins already holds a substan- 

tial order from a manufacturer of 
parts for trucks and other heavy 
vehicles, and additional orders are 
being negotiated with firms that 
want extruded parts but lack the 
equipment to make them in their 
own shops, a company spokesman 
said. 
Mullins’ Koldflo division, as the 
new facility will be called, will oc- 
cupy the part of the Warren plant 
where the cold-extrusion process 
was developed. In addition to the 
two 2,000-ton presses already in- 
stalled there, Mullins will buy four 
more 3,000-ton presses with 36-inch 
strokes. 

The company said this equipment 
will enable the division to cold- 
extrude steel products up to 30 
inches in length and weighing 50 
pounds. 


Ainsworth Unit 
Steps Up Output 


DETROIT.— The Mult-A-Fram: 
division of Ainsworth Mfg. Corp 
last week announced that nation 
wide demand and the increase: 
production of its new fully lockin 
frame of steel have opened up ad 
ditional market areas where ne 
distributors will be appointed. 

Commenting on the producti 
boost, M. M. Roberts, manager 
the division, said, “Though we i 
troduced Mult-A-Frame only a f< 
months ago, inquiries and sa 
have made it necessary to step 
production to assure prompt del : 
eries in all parts of the country. 
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NUCDA to Hear Nourse 


Economist to Discuss Auto Outlook 
4t Cleveland Parley Next Week 


“LEVELAND.—A leading econ-| 
oriist will discuss the automotive | 
o.tlook for next year while other/| 
ncted speakers will talk on current 
problems at the sixth annual con- 
vention of the National Used Car)| 
Dealers Assn. Oct. 16-18 in the Ho-| 
te. Hollenden here. 

Dr. Edwin G. Nourse, former 
chairman of the President’s Coun- 
ci) of Economic Advisors, will be 
the featured speaker at the lunch- 
eon Friday, Oct. 17. 

Louis B. Seltzer, editor of the 
Cleveland Press, will be the guest 
speaker at the banquet Satur- 
day. His topic will be, “Do Money 
and Morals Mix?” 

In releasing the agenda for the 
three-day meeting, James C. Down- 
ing, president of NUCDA, said the 
delegates will have an opportunity 
to hear experts discuss the many 
issues confronting used-car deal- 
ers. Delegates also will have an op- 
portunity to question speakers at 
a dealers’ forum at 3 p.m. Friday. 

The convention will open Thurs- | 
day afternoon with a talk by Down- | 
ing. Two other afternoon speakers 
will be Thomas J. O’Neil, of Ford, | 
who will discuss “Profitable Used- 
Car Management Through Internal 
Control,” and David P. Whelchel, 
executive vice-president of the Ten- 
nessee Automotive Assn. “Real 
Benefits Come from Organization 
and United Cooperation.” 

Friday’s agenda will feature 
talks on advertising, installment 
buying and merchandising. 

Besides Dr. Nourse, other speak- 
ers will be Miles Elliott, field di-| 
rector of NUCDA, Norfolk, Va.; 
Joseph B. Danzansky, general coun- 





sel of NUCDA, Washington, 
“Should a Used-Car Dealer Incor- 
porate?” 


Also, Thomas W. Rogers, execu- | 
tive vice-president of the American 
Finance Conference, Chicago, “In- 
stallment Selling and Automobile 
Ownership,” and N. E. Lawler, di-| 





Pa. Convention 
Opens Thursday; 
1,500 Expected 


ATLANTIC CITY, N. J.—(UTPS) | 
—Advance registrations for the) 
32nd annual convention of the 
Pennsylvania Automotive Assn., to 
be held Oct. 9-11 at Haddon Hall 
here, indicate that this year’s meet-| 
ing will be one of the most success- | 
ful in PAA’s history, it was an- 
nounced last week by Claude S.| 
Klugh, of Harrisburg, general man- 
ager. 

Klugh said he expects 1,500 Penn- 
sylvania mnew-car dealers, their 
wives and guests to attend. PAA| 
has a membership of over 3,000| 
new-car dealers and 1,000 inde-| 
pendent repair-shop operators. 

Registration will open Thursday | 
afternoon, Oct. 9, with the first | 
business session to get under way | 
at 9:30 a.m. the following morning. | 
PAA President L. A. Bloom, of 
Bloom Motor Co., Scranton, will | 
preside at the business meetings. 

Among speakers will be J. Saxton | 
Lloyd, president of NADA; Guy! 
Arthur, of Guy Arthur Associates, | 
Toccoa, Ga.; Merryle Stanley Ru- 
keyser, noted lecturer and business | 
consultant, New Rochelle, N. Y.; | 
Dr. James L. Brakefield, public re- | 
lations director of Liberty National | 
Life Insurance Co., Birmingham, 
Ala., and Pennsylvania’s Gov. John 
S. Fine. | 

A highlight of the convention will | 
be a teen-age driver-training panel 
to be conducted by George C. Lowe, 
director of traffic safety education | 
for Atlantic Refining Co. Four stu-| 
dents, all of whom have success- | 
fully completed a course in driver | 
training in their respective high | 
schools and who now are licensed | 
drivers, will participate in the panel. 

Entertainment programs will be 
Presented on both Thursday and} 
Friday evenings on the Steel Pier. | 
Women will attend a movie and| 
lecture to be given Friday after-| 
noon by Cornelius Vanderbilt jr., | 
author, journalist and traveler. 

Roderick Hauser, Hauser Chev- 
rolet, Bethlehem, Pa. is general | 
Convention chairman. 


- mt ee Smaller Portions 
Of Auto Output 


Going Overseas 


DETROIT.—Foreign countries 
have been getting a lesser share of 
U. S. car and truck production 
recently, according to statistics 
compiled by the Automobile Manu- 
| facturers Assn 

AMA said export of cars during 
| August accounted for only 3.4 per- 
|eent of total factory sales, as 
against an average of 4.6 percent 
for the first eight months of 1952 
- In August, 1951, car exports ac- 
x counted for 5.2 percent of factory 
- sales. 


rector of advertising and sales pro- 
motion for Nash, “Can the New- 
Car Dealer Be a Good Used-Car 
Merchandiser?” 

The afternoon session will in- 
clude talks by Paul J. Shine, 
agent-in-charge of the FBI in 
Cleveland; George Bailey, classi- 
fied advertising manager of the 
Cleveland Plain Dealer, “How to 
Get the Most from Newspaper 
Advertising,” and Hamilton Shea, 
general manager of WTAM and 
WNBK, National Broadcastin ' : 
Co. stations in Cleveland, “The |K-F Dealer invents Car Bed— ae Se ee 


vs > epresented 13.2 percent of total 
Future Value of Television Ad- | , ‘ . , a , , bh > : : 
vertising in the Automotive A conversion job changed o Koiser interior into a full-size double bed with a/| factory sales, as against an eight 


Field.” | “Moke-A-Bed" kit devised by Koiser-Frazer Dealer M. H. Ripley, of Ithaca, N. Y.| month average of 14.7 percent. 
| Offered as an accessory, the kit permits the front sect to recline until it fits into the In August, 1951, sales to foreign 
Members of the Cleveland Used- | rear sect. markets took 18.8 percent of total 
Car Dealers Assn., headed by Irv/} factory shipments. 
Rubin, have prepared a social pro-| A total of 228,281 vehi ll 
gram, including a Friday snorning | ‘All Under One Roof ie or 6.9 jon of a tee 
breakfast, a trip to the races and; NEW YORK —To explain the , prepared a brochure entitled “All/sales, was shipped abroad in the 
hospitality get-togethers. | variety of technical services it| Under One Roof.” Copies may be) first eight months of 1952, as com- 
Mrs. Ruth Rubin and Mrs. An-| offers to industry, Sam Tour & Co.,| obtained by writing Sam Tour &/ pared with 351,468 vehicles, or 7.1 














nette Venig have prepared a social| Inc., an organization of consulting | Co. Inc. 44 Trinity Place, New|percent of factory sales, in the 
schedule for delegates’ wives. jand development engineers, has/ York 6. | same period of 1951. 
& 
another important development to help 
igh 
Highway Transport Operators earn more- 
a 





RECOGNIZING the constant changes in highway weight laws, higher taxes and 
higher costs, White has continually devoted its research and 
engineering to the development of more efficient . . . more eco- 
nomical highway tractors with constantly greater earning power. 


. 
White pioneered a modern, lightweight high power truck 
engine that made it possible to haul more payload at lower fuel 
and maintenance cost. Today, White Mustang Power is known 
throughout the industry for its efficiency, economy and extra 
earning power. 





AGA/N White pioneered the White 3000—the first high- 
way tractor designed to provide an entirely new weight dis- 
tribution—shifting more weight to the front axle—to achieve 
additional payload. Exclusive, too, in the White 3000 is the 
power-lift cab for reduced maintenance cost. 





NOW he newest development in 
White’s continuing program 
to make Whites cost less .. . 
earn more in highway service 
is the White Steering Pusher 
...emgineered to carry an 
additional 4,000 Ibs. payload 
in most states... gain load 
tolerance... new efficiency 
and economy. 















Another White Payload First 
that’s Big News to Every 
Highway Transport Operator! 










THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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Safety Council Reports on Truck Tests... 





Device to Halt Jackknifing Urged 


CHICAGO.—Development of a 
device to prevent dangerous jack- 
knifing of truck-trailer combina- 
tions by automatically “fanning” or 
“feathering” of brakes has been 
recommended by the National 
Safety Council’s committee on 
winter driving hazards. 

The recommendation is included 
in a report now available from the 
council on the committee’s 1952 sta- 
bility testing program. 

The tests, conducted last winter 
in sub-freezing weather on Sha- 
wano and Pine lakes, near Clinton- 
ville, Wis., indicated that jack- 
knifing is less likely to occur if 
wheels can be slowed without lock- 
ing during the braking period. 


Since it is virtually impossible 
to manually fan or feather mod- 
ern power brakes, the committee 
suggested the automatic device as 
@ means of gradually bringing 
truck-trailers to a stop. 

Jackknifing has long been a 





lated vehiclesg but little has been | 
done to get at its underlying cause. | 

A typical case of jackknifing oc- 
curs when a tractor-trailer combi- 
nation is taking a curve and the 
driver is faced with an emergency 
requiring a decrease in speed. If 
the driver locks his brakes, he loses 





Safety Group Cites 
Six Del. Dealers 


REHOBOTH BEACH, Md.—For 
lending cars for use in the driver- 
training program in Delaware high 
schools, six dealers received awards 
from the Inter-Industry Highway 
Safety Committee at the recent 
convention of the Delaware Auto- 
mobile Dealers Assn. 


The dealers were I. G. Burton & 
Co., Milford; Bryan & Rawlins, 
Lewes; Fader Motor Co., Newark; 
Porter Motor Co., Wilmington; 
Quillen Bros. Auto Sales, New Cas- 
tle, and Richard I. Rice, Seaford. 





problem in the operation of articu- 







another satisfied 
customer!" 


There’s extra money for you in Heil Bodies and Hoists. 
Sell them along with a truck and you get your regular 
profit — plus an additional profit on the body and hoist. 

After you make the sale, you just send the truck to your 
nearby Heil distributor and he mounts the body quickly 
and expertly — you have no worries. Then he continues 
to give your customer prompt service with genuine Heil 


quality-built parts, 


Your customer stays sold on Heil, too: Heil weight- 

saving design helps him haul bigger payloads, save gas 

. and tires. Heil quick-acting hydraulic hoist helps him 
dump loads faster, Heil no-sag construction helps him 


enjoy longer body-life. 


Your Heil distributor can help you recommend the 
right body and hoist for every job, every chassis. Get 
acquainted with him — he’s as 
near as your phone, 


Wasi) THE 


DEPT. 59102, 3059 WEST MONTANA STREET @ 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, 
Chicago, Kansas City, Dallas, Los Angeles, Seattle 





“When we deliver a 
HEIL Dump Unit, 
we know we're getting” \* 


says Herman Morton, President, 
Rad-Mor Motor Co., Centralia, Illinois 





More “Me re Work 












— when you sell a truck 
that’s Heil-equipped 








iS ) : ‘ | 


HEIL €o. 


MILWAUKEE 1, WISCONSIN 





the steering power of the braked 
wheels. 

With this stabilizing force gone 
and the frictional forces between 
tire and pavement reduced by wet 
or icy surfaces, the sidewise push 
of centrifugal and other forces can 
shove the vehicle into a jackknife. 
The forces that counteract jack- 
knifing are produced by rolling 
tires, so the task of the driver is to 
reduce his speed without locking 
his wheels. Fanning or feathering 
the brakes is a_ well-accepted 
method of gradually cutting speed 
without locking wheels. 

However, the time lag involved 
in the use of power-braking sys- 
tems, normal equipment on heavy 
tractor-trailer combinations, makes 
it almost impossible to feather or 
fan brakes just short of the lock 
point on slippery surfaces. 

To identify the forces that pro- 
duce jackknifing, the driving- 
hazards committee decided that 
the kingpin connecting the trac- 

tor and trailer was literally the 
“kingpin” of the problem. 

An instrument was designed and 
constructed to measure the fore, att 
and lateral forces acting on the 
Kingpin. This device also measured 
dispiacement angles between trac- 
tor and trailer. Pressure pickups 
were attached to the brake cham- 
bers so that the time of pressure 
buildup on each drum could be 
recorded. 

All of these measurements, to- 
gether with speed and distance 
ugures ascertained by a trailing 
firth wheel, were correlated on a 
multichannel oscillograph. Complete 
tigures were thus avaiable so that 
a study could be made of what was 
taking place at any given moment. 


The tests were conducted on 
glare ice at speeds of 10 to 20 miles 
per hour. The vehicles were driven 
in a fixed circular course to insure 
that the centrifugal force was con- 
stant while various techniques for 
producing and overcoming jack- 
Knifing were tried. 

The study of driver techniques 
showed that the use of the throttle 
and steering predominate as suc- 
cessful means of recovering from 
jackknifes. Drivers should know 
that: 

1, Power is effective in recover- 
ing from jackkniting, provided 
the wheels are not allowed to 
spin, 

2. With the front wheels rolling, 
jackknifing can be prevented, pro- 
vided steering is started sufficiently 
early and there is room for the 
vehicle to be driven straight on a 
tangent to the curve being ne- 
gotiated. 

3. Spinning the rear tractor 
wheels by overpowering will result 
in violent jackknifing. 

4. Simultaneous and equal pres- 
sure on all brake drums offers the 
best solution to stopping safely. 

5. Jackknifing is most violent 
when brakes are locked on only 
the rear tractor wheels or on the 
rear tractor and the trailer wheels. 

Some of the conditions brought 
to light by the 1952 tests that affect 
jackknifing are: 

1, Reinforced tire chains were 
found to make jackknifing virtu- 
ally impossible with tractor semi- 
trailer combination on level lake 
ice at speeds up to 20 m.p.h. 

2. Recovery from jackknife 
angles up to 90 degrees was pos- 
sible with front or all-wheel drive. 

3. The development of an auto- 
matic device to fan the brakes, 
thereby maintaining rolling wheels 
while at the same time providing 
maximum deceleration, should pro- 
duce the ultimate in both stopping 
and directional control. 

For the jackknifing tests, ve- 
hicles, drivers, tires and major in- 
strumentation were provided by 
Bendix - Westinghouse Automotive 
Air Brake Co., Diamond T, Dodge 
Truck, Four Wheel Drive, the 
General Motors proving grounds, 
Goodyear, Highway Trailer Co., In- 
ternational Harvester, U. S. Rub- 
ber, and the University of Wiscon- 
sin. 

Professional line drivers came 
from Arco Auto Carriers, Inc.; 
Eastern Motor Express, Inc.; Nor- 
walk Truck Line Ca; Olson Trans- 
portation Co. and Pacific Inter- 





mountain Express Co. 
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Ae How to Wake Up 


a “Sleeper” Market! 


It’s easy! Make sure that your product is 
shipped by American Airlines Airfreight. 
This way, it gets to market quicker—has 
added sales value—and your stocks can be 
replenished overnight. 





a! 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17,N. Y. 


















* SAVE FUEL 
* REDUCE WEAR 
* PREVENT LUGGING! 


with Sucve 


ELECTRIC SN 
TACHOMETERS ~ 


Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading-fleet 
operators report a substantial savings in 
fuel, maintenance costs and increased 





* 


FOR CARS, TRUCKS, 
TRACTORS & BOATS 


safety by having drivers operate in this * NO DRIVE CABLES 
R.P.M. economy range. Sun Electric Tach- * EASY TO INSTALL 
ometers are simple to install, they have no 
drive cables or rotating parts. Models are . eee SOs 
available for gasoline engines in any speed » SENSITIVE 

* ACCURATE 


range up to 7,000 R.P.M. Write for name 
of your local distributor and complete data 
sheet TODAY! 


EASY TO READ 


* 


Manufactured and Guaranteed by 

gz SUN ELECTRIC CORPORATION 
INSTRUMENT-TACHOMETER DIVISION 

6327 Avondale Avenue Chicago 31, Illinois 





5909 














NoW!-VENCO TAILGATE LOADER 


WITH AUTOMATIC LOAD BRAKE 





ONE MAN 
LOADER 


For 2, % and 1 ton 
Pickup trucks. 












VENCO tailgate loaders have been proved in actual use throughout the | 
world. Now with the new automatic load brake, that holds the load at . 
any position automatically, it’s easier, safer and faster. Model 30 means 
maximum safety to personnel and merchandise. Take that load off your | 
mind, find out about the NEW VENCO LOADER TODAY! 





Approved 


See yellow section of 
your phone book for 
name of nearest 
Truckstell Distributor, 


EO Corp. 














RUCKSTELL 


SPECIALIZED EQUIPMENT FOR Pius PERFORMANCE 








2828 Newell Street, Dept. AN, 
Los Angeles 39, Calif. 
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Colbert Hits U. S. Leash 


Tells Texas Business Conference that Controls, 
Taxes Hamper Productive Growth 


AUSTIN, Tex. 


attack profits and to weaken the 
country’s ability to do better and 
live better, L. L. (Tex) Colbert, 
president of Chrysler Corp., de- 
clared last week. 

Controls, he added, have al- 
ready placed in Government 
hands many of the powers of 
decision that used to be exercised 
by businessmen, Colbert spoke at 
the alumni business conference 
of the University of Texas college 
of business administration. 
American businessmen are find- 

ing it increasingly difficult to con- 
tinue industry’s productive growth, 
Colbert said, while Government, 
“an unseen partner without re- 
sponsibility for the successful man- 
agement of the company, cuts itself 
in for a greater share of the profits 
than the company itself may keep.” 

Following the talk at the school 

from which he was graduated in 
1925, Colbert received an honorary 
membership in Beta Gamma Sig- 
ma, business administration hon- 
orary fraternity. Only one other 
such award has been made in the 
university’s history. 

Overtaxing and _ overcontrolling 

industry, Colbert said, actually re- 
duces Government revenue and 


Excessive taxes | Discussing the effect of lower cor- 
and unreasonable controls are two} porate profits on the Federal Gov- 
principal ways being used today to|ernment’s 





could seriously hamper the nation’s 
civilian and defense production. 





| 


Obituaries 


Edward L. Greene, 68, 
Head of National BBB 


MAMARONECK, N. Y.—Edward | 
Lawrence Greene, 68, president of | 
the National Better Business Bu-| 
reau, died Sept. 27 at his home here | 


after suffering a heart attack. 


A pioneer in better business bu- 
reau operations, Mr. Greene joined 
such an organization in 1916 in Chi- | 
cago when there were no more} 
than a dozen bureaus in existence. | 
Their activities then were devoted 
primarily to exposing the stock 
and medical swindles which flour- 
ished. 

Mr. Greene originated the sloran 
“Before You Invest—Investigate.” 
which the bureau used to war 
against financial frauds in the ’20s. 

+ * . 


Ernest W. RBittick 
EL PASO, Tex.—Ernest W. Bittick 51 
general sales manager for Fulwiler Motor 
Co., died at his home here Sept. 21. | 
* 7 * 


William Frederick Mandt Jr. 
CHARLESTON, W. Va.—William Fred 
erick Mandt ir., 54, treasurer and sales 
manager for Hugh Stewart Motors. Inc. 
died Sept. 23 of a heart ailment. A native 
of Gloucester, O., Mr. Mandt started in the 
automobile business here in 1917 with the 
Marion-Handley agencv and later onerated 
a Stutz agencv. He had been with Hugh 
Stewart Motors for 18 years Last year he 
was elected president of the 
Automobile Dealers Assn. 
* * * 
George Montgomery Brandon 
TALLAHASSEE. — George Montgomery | 
Brandon. 42, owner of Brandon Auto Co.. 
died at home Sent. 17 after a long illness. 
* * * 


Burt W. Kemmerling 





Charleston | 


CLEVELAND. — Burt W. Kemmerling 
63. head of a Ford dealership bearing his 
name, died Sept. 24. Mr. Kemmerling 


began his career in 1917 as a salesman 
for Elf Motor Co. He was an outstanding 
athlete in his —. 
. 
William P. —_— 

ALBANY.—William P. Fagan, 58. prest- 
dent of Cavitol Buick Co.. Inc.. died Sept. 
25 at his home. Mr. Fagan organized the 
automobile firm in 1938. Prior to that. he 
had been associated with the Buick divi- 
sion in New York Citv for 26 years. 

* * + 


Jesse W. Messemer 
ENDICOTT, N. Y.—Jesse W. Messemer. 
56, president and general manager of Wells- 
Messemer. Inc., Dodge-Plvmouth dealership 
here, died Sevt. 25 after a short illness. 
He came to this area in 1936 and had been 
active in both business and civic affairs 
since. 
* * * 
Wilbert G. Fries 
BUFFALO. — Wilbert G. Fries, 39, a 
partner in Tonawanda Motors, 4141 Dela- 
ware St., Tonawanda, N. Y.. died at Ken- 
more Mercy Hosnital Sept. 21. Mr. Fries 
and Lawrence Dibble became partners in 
Tonawanda Motors in 1935. 
* * 7 


Andrew Lillo 
MASSILLON. O.—Andrew Lillo, 38, pres- 
ident of Lillo Kaiser-Frazer Motors, Inc.. 
died Sept. 23 in Massillon City Hospital 
after a two- week conGnement. 


Sheneues w. ; 

CANTON, O.—Sherman W. Cashner, 73, 
chairman of the board of Cashner White 
Truck, Inc., Akron, and chairman of Can- 
ton White Truck, Canton, died Sept. 24 in 
Aultman Hospital here. Mr. Cashner was 
Delieved to be the oldest distributor of 
White trucks in the U. 8, 





tax receipts in 1951, he 
said: 

“As a result of numerous re- 
strictions—price, credit and pro- 
duction controls, as well as 
burdensome taxes, all of which 
Government itself imposed — in 
the year 1951, instead of the 52 
billion dollars estimated by the 
Government, there were taxable 
earnings of only 43 billion dollars, 
and these yielded nearly seven 
billions less in taxes than were 
expected. 


“In our dual defense and civilian 
economy, lower profits mean less 
tax money to pay for our defense 
needs.” 


American free enterprise, Colbert 
said, has continually outproduced 
all other economic systems in the 
world, and it has performed best 
when allowed to operate with a 
minimum of restrictions. 


“Ill- advised and _ unnecessary 








N. D. Cites Kelly— 


The annual banquet of the Automobile 
Dealers Assn. of North Dakota, in con- 
nection with the annual convention, was 
in honor of Dave Kelly, former NADA 
president and a director of the national 
group for the last 17 years. The retiring 
president, Carl F. Anderson (left), pre- 
sented Kelly with a clock on behalf of 
the North Dakota association. He also 
received a plaque from NADA. 





tampering can in time dry up its 
basic productive force, which is the 
‘neentive of profits,” he said. 
“Profits are not something with- 





held and hoarded. They are spent. | 
They buy new machinery, build! 


new plants, develop new products, | 
create new jobs.” | 

Colbert said that Chrysler, since | 
the end of World War II, had | 
undertaken a program of modern- 
ization and expansion of its facili- | 
ties, a large part of which has been 
completed, involving the expendi- 
ture of over half a billion dollars. 

American corporations last 
year plowed back into their busi- 
nesses more than $9 billion from 
the amounts they were allowed 
to keep after taxes and expenses, 
Colbert said, and an additional 
$10 billion was raised from the 
sale of stocks and bonds and 
from mortgages and loans. 

Taxation, if carried far enough, 
could accomplish the “same havoc” 
that only ignorance, inability and 
shortsightedness were able to do 
in the past, Colbert declared. 


“We, as citizens, can require of 
our leaders that the retreat into 
the reaction of old, feudal systems 
of control and ruinous taxation be 
halted,” he said. 

“We can demand that in these 
troubled times there be a morator- 
ium on the Government’s pouring 
out our substance.” 
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Oliver Promoted 


‘At U.S. Rubber 


NEW 
Harry C. 


YORK.—Appointment of 
Oliver as sales manager 
Tires was announced last 
week by Wilson O. Green, general 
sales manager of U. S. Rubber Co. 
Oliver succeeds 


Lawler B. Reeves, 
who has been 
named manager 
of the newly 
formed oil mar- 
keter sales divi- 
sion. 

Oliver since 
Jan. 1 had been 
serving as assis- 
tant sales man- 

H. C. Oliver Tires. a 


He started with U. S. Rubber in 
1939 as territory salesman in the 
eastern sections of North and South 
Carolina. In 1940, he was moved to 
Atlanta as assistant district’ man- 
ager, becoming district manager 
the following year. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





For Metallic Finishes 


That Have: 


No Seeding 
Richer Color 





More Glamour 
Maximum Two-Tone 
Greater Depth 

Gloss Retention 


Announcing 
Alcoa Aluminum 


tinting 


paste 








You may be noticing new richness and sparkle in the polychrome 


finishes of some of the new automobiles. When you do, 
viewing another example of Alcoa’s co-operative work with its paint 


manufacturing customers. 


In a two-year search, we looked for a 


you will be 


way to produce an aluminum 


tinting paste that essentially was of uniform particle size in the middle 


or true glamour range. Required were: freedom from oversized flakes 
that might cause seeding; absence of extreme fines that cloud and spoil 


true color values; retention of gloss, improved two-tone and glamour, 


After 196 experimental batches, we found the answer 


and all other properties that characterize a good Metallic. 


. It is available 


to all paint manufacturers as Alcoa Aluminum Tinting Paste No. 222. 
The experience and facilities which developed Albron 222 are avail- 


Values 


to automotive uses. Whatever phase of your company’s 


able to assist you in furthering the application of aluminum’s advantages 


activities is your 


responsibility, you’ll find an Alcoa specialist who talks your language. 
Call your Alcoa sales engineer for complete details of the facilities of 


Alcoa’s Research and Development Divisions. Or write: 


ALUMINUM 
1842-K Gulf Building - 


COMPANY OF 


“SEE IT NOW™ with Edward R, Murrow—CBS-TY every Sunday.., brings the world to your armchair. Consylt your newspaper for local time and channel. 


AMERICA 


Pittsburgh 19, Pennsylvania 
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Car, Truck Output Estimates 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 4, Week, Sept. 26, Sept., Oct. 6, Oct. 4, 
1952 1951 1952 1952 1951 1952* 
CHRYSLER 10,818 12,600 15,586 83,694 996,911 659,655 
Chrysler 1,826 1,929 42 3,282 132,702 82,363 
DeSoto 294 1,331 1,311 9,519 96,041 68,829 | 
Dodge 367 3,396 1,008 19,303 261,515 171,841 
Plymouth 8,331 5,944 13,225 51,590 506,653 336,622 
FORD 25,432 21,104 25,529 100,935 950,772 684,152 
Ford 20,928 15,936 21,063 81,711 735,304 529,685 
Lincoln 1,020 567 1,032 4,125 22,678 25,611 
Mercury 3,484 4,601 3,434 15,099 192,790 128,856 
GENERAL MOTORS .. 49,070 38,619 48,855 197,527 1,839,177 1,336,004 
Buick 8,190 7,312 8,033 33,688 330,473 241,608 
Cadillac 2,374 1,913 2,338 9,817 83,755 75,248 
Chevrolet 25,199 18,352 25,200 100,239 911,268 642,233 
Oldsmobile 6,103 5,075 6,075 24,303 233,109 170,836 
Pontiac 7,204 5,967 7,209 29,480 280,572 206,079 
KAISER-FRAZER 1,770 1,128 1,774 6,931 86,869 52,281 
Frazer . 
Kaiser 1,770 1,128 1,774 6,931 86,869 52,281 
CROSLEY 81 4,165 1,593 
HUDSON 1,612 1,581 1,618 6,740 $2,640 61,960 
NASH ...... 4,658 2,554 4,529 17,543 129,463 104,638 
PACKARD . 1,528 1,525 5,794 60,133 44,277 
STUDEBAKER. ..... 4,110 4,680 $3,313 14,261 183,063 113,486 
WILLYS-OVERLAND? 1,410 329 1,221 5,332 21,687 40,027 
Total Cars, U. S. ........100,408 82,676 103,950 438,757 4,354,880 3,098,073 
tIncludes sta fon wagons. *Revised. = 
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Week Week dan. 1 dan. I 
Ended Same Ended Total to to 
Oct. 4, Week, Sept. 26, Sept., Oct. 6, Oct. 4, 
1952 1951 1952 1952 1951* 1952* 
CHEVROLET 8,681 6,478 8,468 35,0388 355,335 229,191 
CROSLEY ...... ns 8 , ano 564 208 
DIAMOND T 158 142 153 657 6,182 6,087 
DIVCO 60 100 60 252 3,578 2,313 
DODGE 4,104 2,224 4,066 16,028 130,262 120,610 
FEDERAL 36 57 37 129 2,044 1,263 
FORD ...... 5,708 4,750 5,604 19,078 264,562 157,770 
GMC SGtattapihner 3,226 2,077 3,268 18,111 100,925 84,851 
INTERNATIONAL 2,466 3,080 2,534 9,554 129,658 98,392 
MACK .... 222 16 223 820 11,557 7,783 
a Fa 342 323 317 1,261 10,330 13,187 
STUDEBAKER 1,220 1,262 . 1,279 5,227 39,416 43,103 
WHITE a 228 200 225 950 12,344 9,367 
WILLYS-OVERLAND.. 2,731 2,115 2,424 10,634 73,436 78,458 
MISCELLANEOUS 322 331 312 1,273 12,615 11,375 
Total Trucks, U. S. 29,504 23,163 28,970 114,012 1,153,308 864,458 
Total Cars, Trucks 
As I: sweets Siaducai ese 129,912 105,839 132,920 552,769 5,508,188 3,962,531 
Total Cars, Trucks 
eee 8,168 6,412 8,717 38,970 326,176 302,008 
Grand Total 


Cars and Trucks 
U. S. and Canada 


..188,080 112,251 141,637 591,739 5,834,364 4,264,539 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. 8S. totals include cars and trucks for military orders. 





Model Changeovers Shave 
Output to 129,912 


(Continued from Page 1) 


the overtime work it has been as-| week, its best production pace since 
signing its suppliers. Budd Co. has/| June, 1951. 


been working its men seven days a 
week for the past month on Chrys- 
ler orders. 

Meanwhile, however, produc- 
tion delays at Chrysler Corp. 
plants have resulted in Ford Mo- 
tor crawling further ahead in the 
race between those two com- 
panies for the position of second 
biggest car builder for 1952. 

As of last week Automotive News 
tabulations showed that Ford Mo- 

tor has turned out 684,152 cars so 
far this year, as against 659,655 
for all the Chrysler divisions. 

Chrysler may find it difficult 
getting back ahead of Ford before 
the year is out. Ford is currently 
building more than 25,000 cars a 





Indiana Slates 
Regional Meetings 


INDIANAPOLIS. — The Automo- 
bile Dealers Assn. of Indiana will 
hold its annual regional meetings 
during the weeks of Nov. 16 and 30. 

The meetings will be addressed 
by Arthur M. Vivian, president of 
ADA; Frederick M. Sutter, In- 
diana’s director to NADA, and 
Herman Schaefer, executive secre- 
tary of ADA. 

Meetings will be held at: Lafay- 
ette, Nov. 17; Michigan Citv, Nov. 
18; Plymouth, Nov. 19; Fort Wayne, 
Nov. 20; Muncie, Nov. 21; Terre 
Haute, Dec. 1; Princeton, Dec. 2; 
Bedford, Dec. 3; Clifty Falls, Dec. 
4, and Indianapolis, Dec. 5, 





| 











* * t 
}{ELPING to hold weekly volume 

up now are similarly high out- 
put efforts being achieved by Gen- 
eral Motors, Kaiser-Frazer, Nash 
and Willys-Overland. 

Packard is heading toward great- 
er volume, and the real benefits of 
a second-shift at Studebaker should 
show up in a week or so. 

Nine-hour days and Saturday 
work permitted GM plants to 
build an estimated 49,070 cars 
last week, as compared with 48,- 
855 the week before. 

K-F, as it has been for the past 
few weeks, continues to average 
the production of about 350 of its 
1953 offerings daily. At that rate 
K-F should build about 8,000 cars 
in October, as against 6,900 last 
month. 


* * * 


NASH has raised its car produc- 
~* tion to the 900-plus daily !evel, 








Auto Stocks 
Oct. ——- Sept. 1952 

1 24 High Low 
Chrysler 83% 85 86 68% 
Crosley 1% 1% 8% 1% 
GM 59% 60% 61% 50 
Hudson 155, 16 16%, 12% 
K-F 434 4% 7 3% 
Nash 20% 20% 213%, 17% 
Packard 4% 4% 53% 4% 
Stude. 36% 37% 39% 31% 
Willys 10% 9% 10% 8% 
Average 26.26 26.76 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 








and should build about 20,700 cars | 
in October, as compared with 17,- | 
543 in September. 

Studebaker’s second shift should 
lift its 14,216 September produc- 
tion figure up to around the 20,- 
000 mark this month. 

With Chevrolet, Dodge, GMC, In- 
ternational, Willys and Ford the 
big guns, truck production also is 
rolling along at the highest level in 
months. 

With materials continuing to im- 
prove in supply, most industry ob- 
servers feel confident that U. S. 
plants will end 1952 having built 
not less than 4,200,000 cars and 
1,125,000 trucks—a total of 5,325,000 
vehicles. 


* % . 

NDER NPA regulations, U. S. 

plants were permitted to build 
4,356,000 cars this year, as follows: 
1,006,000 in the first quarter; 1,050,- 
000 in the second quarter, and 1,- 
150,000 in each of the last two 
quarters. 

Final totals for the year will 
undoubtedly show that some 
makers built over-quota, and oth- 
ers under-quota. 

If circumstances should prompt 
the government to continue pro- 
duction controls into 1953, there 
will probably be a lot of arguments 
in the industry over whether some 
firms failed to build up to their 
quotas as a result of the steel strike 
or because of lack of demand. 


K-F Shifts Accent 
To Retail Sales; 
Plans Sports Car 


(Continued from Page 1) 
are active, has become more stable. 
Turnover about matches that of 
competition, he said, while it once 
was two or three times greater. 

More of the dealers are making 
money now, Kaiser said, and K-F 
itself entered the black in July and 
wants to stay there. 

“Up until the present,” Kaiser 
said, “we were pushing to get 
car population.” 

Now, he pointed out, the 700,000 
Kaisers and Henry Js on the road 
will help support both dealers and 
factory through parts and service 
sales. 

K-F is satisfied with the level of 
its dealer body, although it is con- 
centrating on a quality program. 
The highest-volume dealers are on 
the two coasts, and in big cities, 
although K-F has maintained a 
strong position in rural areas. 

* Ba * 


KK 4a is looking for a wide- 
-* open fight for sales next year, 
with the expected end of produc- 
tion controls. 

“As a matter of fact,” Kaiser 
said, “I think we should be out 
from under controls right now.” 

The sports cars K-F has de- 
signed will have a single seat 
wide enough for three persons, 
a soft top, will weigh about 350 
pounds less than the average 
Henry J and will sell for about 
$600 more. (The advertised de- 
livered price of the Henry J six 
is $1,663.) 

Bodies are being built with plas- 
tic in Los Angeles for the simple 
reason that no die cast is involved. 
No attempt is being made to test 
vlastic bodies as such, it was made 
clear, since their manufacture is a 
slow process, more costly than steel 
and not suitable to mass produc- 
tion. 


K AISER-FRAZER is seeking to 

stimulate retail selling by split- 
ting its field staff. Half of them 
will visit dealers as special repre- 
sentatives of Henry J. Kaiser, 
board chairman. 

The sales representative spends 
a week with the dealer and later 
checks back to see how he is doing. 
He suggests a svstematic sales pro- 
gram which hard-hitting dealers 
already have in effect—daily sales 
meetings, inspirational techniques, 
so many phone solicitations by 
each salesman, etc. 

Statistics are being developed 
from this program. K-F has 
found that from every 100 sales 
phone calls, 10 demonstrations 
result. And from every 10 dem- 
onstrations, one sale results. 
Kaiser reported that dealers who 

have cooperated in the program so 
far have had a 21 percent increase 
in sales for the month, compared 
with the previous six months. 

The technique, said Kaiser, is 
simple: It is to convert salesmen 
who wait for customers to come 
to the showroom into salesmen who 











actively seek out customers. 











}| roll savings plans, vacations a d 
personnel services such as tra‘ el 
jaids, citizenship help and recrée - 
|tion programs. 


Chrysler Views 
Human Side of char ienidaedirs ; 
| important to you,” it conclud:s 


. 
Plant Relations | “What people think of our cor 
DETROIT. Chrysler Corp. is | Pany influences them to buy or nt 
emphasizing the importance of |t0 buy the products we make 
human relations to industry in a| Help keep our good name. 
new booklet, “The Chrysler Corpo- | 


ration and You,” mailed to ven to| Parts Shortage 


reputation 





employes. It will also be given to 
all new employes. | ° 
The 32-page illustrated booklet Hits 2 States 


outlines the firm’s educational op- 
portunities, medical facilities, safe- 
ty program, pension plans, insur- 
ance benefits, pay methods and 
plant-protection functions. 

And it insists, “You benefit when 
you put quality into your work- 
manship.” 

It reviews the firm's union con- 
tracts, invites plant tours by work- | 
men’s families, and describes pay- 


| YANKTON, S. D.—A parts short- 
age seems to be developing in this 
area and in Nebraska, according to 
interviews with a number of deal- 
ers between Pickstown and Omaha. 

Dealers report that parts for ’51 
and ’52 models have been in short 
'supply since the steel strike and 
that parts for older cars are almost 
impossible to obtain. 


RE yRee "NPR REO te 





Seen at 39th Paris Show 





A Delahaye Convertible— 


This six-passenger car, made by Delahaye, a French firm, is a deluxe semi-automatic 
convertible which is said to travel more than 100 miles per hour. Its 140-horsepower 
engine is reported to consume only five gallons of gasoline for each 100 miles. The 
body was designed by Henri Chapron.—{United Press photo.) 





Looks Like U. S. Jeep— 


Here's Delahaye's version of the American military vehicle. With a 63-horsepower 
engine, it attains a speed of about 65 miles an hour.—{United Press photo.) 





Featured at Simca Exhibit— 


Simca, of France, offers this Nine Grand Sport, which is said to have a speed range 
of 100 miles per hour from a 50-horsepower engine.—{United Press photo.) 


French Station Wagon— 


Also in the Simca line is this station wagon. Its 45-horsepower engine produce. 2 
speed of 50 miles an hour. In addition to 33 French firms which are showing their 
wares, there are 22 British, 19 American, 18 German, six Italian, two Czech and cne 
Spanish.—{United Press photo.) 
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T» Meet Sales Challenge in °53 . . . 
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(Continued from Page 1) 
biz exhibition in the International 
Amphitheater has always been 
looked upon as the national dealers’ | 
show, but until World War II 
abruptly cut the series short, man- 
ufacturers traditionally unveiled 
their latest creations in New York. 

Failure of makers to resume 
the Grand Central Palace shows 
can be blamed on the fact that— 
even before Pearl Harbor — the 
affair had outgrown its Manhat- 
tan facilities. 

Manufacturers agree that they 
need 300,000 square feet of floor 
space, on one floor, to display their 
wares to advantage and give every- 
one an equal break on position. 
The Grand Central quarters, scat- 
tered on four floors, provided less 
than 100,000 square feet. 


General Motors, admittedly with 
the largest number of makes and 
models but still just one manufac- 
turer, is of course planning a Wal- 
dorf-Astoria model unveiling in 
January. 

+ x * 

EVERTHELESS, car makers 

realize that the old New York 
shows used to give a lift to the 
new-model season that is generally 
missing now, and are looking for- 
ward to the time when the Detroit 
convention hall is finished. Part of 
a huge new riverfront development 
for the auto capital, land for the 
hall has already been bought by the 
city and is partly cleared. 

City officials are still hoping for 
a ground-breaking before the end 
of the year, but it looks more likely 
in 1953. 

This year, the show put on by 
the Chicago Automobile Trade 
Assn. will undoubtedly be the 
largest in sight. Last year, with 
150,000 square feet of saleable ex- 
hibit space, dealers and manufac- 
turers’ representatives put on an 
elaborate exhibition that drew 
474,000 persons through the turn- 
stiles. 

But for dealers across the coun- 
try, what’s going on in neighboring 





Indiana may more clearly indicate 


the trend. As previously mentioned, 
the Fort Wayne Auto Trade Assn., 
headed by Bernard J. Swanson jr. 
(Chevrolet), is putting on its first 
show since depression days. 

ND Tom Hanika, manager of 
“4% the Indianapolis Automobile 
Trade Assn., reports dealers are 
looking at show plans with renewed 
interest. Last dealer show in the 
Indiana capital was in 1938. 

The Fort Wayne show will be 
staged in the city’s huge new War 
Memorial Coliseum, dedicated Sept. 
28, where 50,000 square feet is avail- 
able for exhibits. Oscar Yost 
(Chrysler-Plymouth) is chairman 
of the executive show committee. 
Working with him are Bruce Wil- 
liams (Studebaker), Robert Collins 
(Oldsmobile), Richard Bowling 
(Ford), and Kenneth Burris (Chev- 
rolet). 

New facilities loom large in 
the tentative Indianapolis plans 
also, since 100,000 square feet are 


now available in the Indiana 
State Fairgrounds Livestock 
Bldg. 


“We believe conditions are ripe 
for a good show,” Hanika explains, 
“.. and we believe we can pull at 
least 100,000 visitors.” 

On the eastern seaboard, the Au- 
tomotive Trade Assn. of Virginia is 
looking for ways to help its mem- 
bers in an area that is heavily 
populated, but yet offers few real 
population centers. Richmond and 
Norfolk are the only cities with 
more than 200,000 persons. The vast 
majority of Virginia’s 250 cities and 
towns fall into the “small but sub- 
stantial” category. 

* * * 

ICHMOND and Norfolk have 

had their auto shows in the 
past, and some smaller communi- 
ties have had simpler exhibits. 
Now, according to John E. Raine, 
ATAV general manager, the state 
group is looking for ways to 
strengthen the position of its 26 
local associations. 

“We have been toying with the 
idea, and it’s an idea only,” he 





Advertisement 





4 Million Customer 


More than 19 million families, over 
half the people in America, live in 
the Country-Side Market—the Main 
Street towns and surrounding 
farms. To these families, cars are 
business tools rather than pleasure 
vehicles. That’s one of the reasons 
why the Country-Side Market is 
America’s biggest automotive 
market. 


Country-Side families, both farm 
and non-farm, are bound closely 
together by common interests and 
environment. Their children attend 
the same schools. They meet and 
worship in the same churches. In 
business each is the best customer 
of the other. 


Two publications—Farm Journal 
and Pathfinder—are vitally impor- 
tant in the Country-Side Market. 
They cover this market as no one 
else can, for they serve Country- 
Side families editorially as no one 
else does. 


Farm Journal, the largest, most 
successful farm magazine in Amer- 
ica, helps automotive advertisers 
reach and sell the farm families 
of the Country-Side Market. 

Pathfinder is the only dual-ap- 
peal magazine which majors in the 
non-farm side of the Country-Side 
Market. It helps you meet the 





Families in 


America’s Biggest Automotive Market 


non-farm interests of Country-Side 
families. 

Like the people of the Country- 
Side Market, farm and non-farm, 
Pathfinder and Farm Journal are 
inseparable in their interests. Now 
automotive advertisers can buy 
them that way—a 4-million pack- 
age buy at a package price—the 
Country-Side Unit. 

Forty-four percent of the fam- 
ilies in America live in the Coun- 
try-Side Market, but they own 56 
percent of the nation’s cars. That 
puts them in the preferred cus- 
tomer class. 

Dealers, of course, have known 
that fact for a long time. That’s 
why more than half America’s new- 
car dealers and independent repair 
shops are located here, where they 
can take full advantage of this 
business. 

Prosperous business it is, too. 
Dealers located in the Country-Side 
Market report service - business 
booming. These dealers, for in- 
stance, sell 66 percent of the tires 
sold, 60 percent of the batteries, 
make 58 percent of the oil changes. 

The Country-Side Unit is a 
powerful sales approach for auto- 
motive advertisers—it reaches and 
influences 4 million of the best cus- 
tomers in America’s biggest auto- 
motive market. 
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Dealers Set 15 Auto Shows 


explains, “that when the pressure 

is really put on to sell cars, a 

tented caravan show, with decor- 
ations, factory chassis exhibits, 
entertainment or attraction fea- 
tures, might travel from point to 
point for one or two-night stands 
—with local dealers providing the 
cars for display, and personnel to 

work the exhibits. 

“We would be interested in know- 
ing what has been done in other 
heavily populated, but scattered, 
communities,” he adds. 

As for size problems, George 
Dixon of the North Dakota associa- 
tion points out that dealers in 
Hettinger, N. D., sponsored a highly 
successful show last year. Het- 
tinger (population of somewhat 
under 1,200) is just north of the 
South Dakota border in the west- 
ern corner of the state. M. K. 
Dallas was in charge of the affair. 

* * * 


|: ye in any case, it is apparent 
that dealers the country over 
are beginning to get the “show 
bug” once more. A spokesman for 
the manufacturers undoubtedly put 
his finger on the key when he 
observed: 


“It’s remarkable how sales 
pressure stimulates ideas.” 


Shows planned to date include: 


DALLAS — Oct. 4-19; sponsored 
by Authorized New Car Dealers of 
Dallas, Inc., at Texas State Fair. 

SIOUX FALLS, S. D.—Nov. 25- 
30; Sioux Falls New Car Dealers 
Assn. 

GRAND RAPIDS, Mich. — Jan. 
24-31; Grand Rapids Automobile 
Show; Civic Auditorium. 

BALTIMORE—Jan. 25 - Feb. 1; 
Baltimore Show, Inc.; 5th Regi- 
ment Armory. 

LOS ANGELES—Jan. 30 - Feb. 8; 
Los Angeles Motor Car Dealers 
Assn.; Pan Pacific Auditorium. 

BUFFALO—Jan. 31- Feb. 7; Buf- 
falo Automobile Dealers. Assn.; 
Masten Ave. Armory. 

MILWAUKEE — Feb. 7-13; Mil- 
waukee County Automobile Dealers 
Assn.; Auditorium Bldg. 

FORT WAYNE, Ind.—Feb. 18-22; 
Fort Wayne Auto Trade Assn.; 
War Memorial Coliseum. 

JOHNSTOWN, Pa. — Feb. 28- 
March 7; Johnstown Automobile 
Dealers Assn.; Cambria County 
War Memorial. 

KANSAS CITY—Feb. 28 - Mar. 
7; Motor Car Dealers of Greater 
Kansas City; site in Kansas City, 
Mo., to be announced. 

PITTSBURGH~—late February or 
early March; Pittsburgh Auto 
Dealers Assn. 

SEATTLE — March 7-15; Seattle 
Automobile Dealers Assn., Seattle 
Armory. 

CHICAGO — March 14-22; Chi- 
cago Automobile Trade Assn.; In- 
ternational Amphitheater. 

LEWISTON and AUBURN, Me. 
—Third week in March; Lewiston 
and Auburn Automobile Dealers 
Assn., Lewiston. 


N. J. Parley 
(Continued from Page 3) 


the cost of highway improvement, 
he said. 


A close estimate of the national 
cost of “traffic inefficiency” is $10 
billion a year, or more than twice 
the cost of annual highway and 
street construction and improve- 
ment, Richards said. And he 
pointed out that, because of infla- 
tion, the $4% billion spent last year 
on American roads bought no more 
construction than was gained in 
1931— yet highway traffic had 
doubled in the meantime. 

Mallon, an NADA director as 
well as secretary of the state as- 
sociation, reported on NADA’s 
appeal to the U. S. Bureau of the 
Budget for a ruling on the man- 
datory “interrogatories” mailed 
to 1,433 auto dealers by OPS 
without bureau clearance. At 
least 500 dealers have appealed 
individually, he said. 

Convention delegates and their 
wives were afternoon guests of 
Hammonton Investment and Mort- 
gage Co. at the Atlantic City Race 
Course, and evening banquet guests 
of Universal Underwriters. A spe- 
cial program for delegates’ wives, 
staged in the Hotel Traymore, 
where the convention centered, 
brought prizes to all who attended. 
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Rose at Chevrolet— 


Mauri Rose, a three-time Indianapolis 
500-mile winner, who established one of 
the brightest names in automobile racing 
on week-end leaves from his job as an 
experimental engineer, has joined the 
vehicle-development section of Chevrolet. 
Above, Rose checks dynamometer readings 
at the Chevrolet engineering laboratory in 
Detroit. 





Sales 


(Continued from Page 2) 


new cars has forced many buyers 
out of the market. 

Meanwhile, R. L. Polk and Co., 
auto statisticians, reported that 
August registrations will fall to the 
lowest level since February, 1947. 
On the basis of reports from 35 
states for August, Polk predicted 
that the month’s sales would be 
only slightly over 214,000. 

“While fall automotive produc- 
tion was resumed in August, the 
registrations for August reflect the 
lack of new cars in June and July,” 
Polk said. “The industry has suf- 
fered a severe blow, and may be 
several months in recovering.” 


Poole Elected to Head 
Florida Dealer Group 


Harry Poole, of Poole-Gable Mo- 
tors (Dodge-Plymouth), has been 
elected president of the Gainesville 
(Fla.) Automobile Dealers Assn. 

Other officers named were Vice- 
President George Montgomery, of 
Montgomery-Jordan Motors (Pon- 
tiac); Secretary-Treasurer J. R. 
Crane, of Crane Motor Co. (Stude- 
baker), and Directors T. J. Hawes 
and Aubrey Melton. 








Kansas Dealers 
Hear Lloyd Rap 
U.S. Controls 


(Continued from Page 3) 


fore Korea, the resolution said, and 
had proved to be a burden upon the 
dealer and of no help to buyers. 

A turnpike authority to study 
the feasibility of toll roads in the 
Wheat State was proposed in an- 
other resolution. 

Saying that the traditional meth- 
ods of highway financing have 
proved inadequate, the resolution 
asks for the creation of an author- 
ity by the 1953 Legislature to con- 
sider the method by which 18 other 
states are meeting the highway 
financing problem. 

Ralph Perry, of Kansas City, 
Kans., was elected president of the 
Kansas association, succeeding 
Frank N. McDowell, of Parsons. 

Also elected were Byron Stout jr., 
Wichita, vice-president; Willard 

Noller, Topeka, treasurer; R. D. 
McKay, Wichita, NADA director 
from Kansas, and Roscoe Hambric, 
Topeka, secretary-manager. 

“The boss—the customer—is 
back,” the association was told by 
L. W. Pierson, of Chicago, assis- 
tant truck-sales manager for In- 
ternational Harvester. 


“He is looking at the goods with 
a critical eye. The customer is get- 
ting choosey again. From now on, 
we are going to find out the an- 
swer to the question, ‘Are we sales- 
men?’ 

“We have the best designed and 
most attractive autos and trucks 
we have ever had, but we have to 
do more than just offer them.” 


Joseph E. Bayne, general sales 
manager for Lincoln-Mercury, pre- 
dicted an era of open competition 
after government controls are with- 
drawn. 





Convention Group 


Of NADA to Meet 


WASHINGTON.—Members of 
NADA’s 1953 San Francisco Gen- 
eral Convention committee will 
meet Oct. 12 in the Pioneer Hotel, 
Tucson, Ariz., according to Ray 
Chamberlain, NADA _ convention 
and exhibition manager. 


Many committee members, 
Chamberlain said, will be attending 
the NADA 12th regional advisory 
council meeting in Tucson at the 
same time. 





IF YOU USE RADIO 
To 
Advertise Your Service Department 


You Will Want to Hear 
THE NEW COMFORT RADIO 
SPOT ANNOUNCEMENTS RECORD 


23 DIFFERENT ANNOUNCEMENTS 


Find out for yourself. Listen to this record in your own radio 


station. Send no money, just mail the coupon below for a one 


week free trial. 


COMFORT SPECIALTY COMPANY 


200 South Seventh Street 
St. Louis 2, Missouri 


Please send the New Radio Spot Announcement Record. Charge our account 
$24.95. We will keep the record for one (1) week and try it out at no charge. 
We reserve the right to return the record to you and you will cancel the charge. 
(The charge will be cancelled if the record is returned within 30 days.) 


Name of Company 





Address 








as 
Ordered By 


a a 





Specify Radio Station if you want exclusive rights to this record in your city 





Ship: AIR MAIL [J 


REGULAR PARCEL POST (1) 
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Ford of Canada to Build 
Bombay Transit Stock 


PHILADELPHIA.--Two automo- | 
tive firms shared defense contracts 
awarded last week here and in 
Canada. 

A contract for $4,500,000 was let | 
to Ford of Canada, under the Co- | 
lumbo Plan, for the production of 
835 lorries, 70 tractors, 60 trailers 
and 450 buses to be used in mod- 
ernizing the transportation system 
in Bombay, India. 

The vehicles will be manufac- 


Churchill Elected 
Vice-President 


At Studebaker 


SOUTH BEND.—Harold S. 
Vance, president of Studebaker, 
last week announced the election 
of Harold E. 
Churchill as en- 
gineering vice- 
president. 

Simultaneously, 
Churchill an- 
nounced appoint- 
ment of a five- 
man engineering 
operating com- 
mittee of which 
he will serve as 
chairman. In as- 

H. E. Churchill suming the vice- 
presidency, Churchill succeeds the 
late Stanwood W. Sparrow. 

Churchill said the appointments 
to the committee represent promo- 
tions to the men named. They are: 

E. J. Hardig, who will become 
chief passenger car engineer ; 
W. W. Smith, chief administrative 
engineer; A. G. Laas, chief product 
engineer; R. E. MacKenzie, chief 
truck engineer, and M. P. deBlu- 
menthal, chief research engineer. 

Churchill joined Studebaker in 
1926, coming directly from the 
University of Michigan where he 
had been a special student. He also 
attended Western State College. 


Wheels 


(Continued from Page 1) 











ment, will probably cost the pur- 
chaser an extra $200. If the wheels 
are plated with chrome, the extra 
cost may be as high as $350. 

Those prices are described as 

quite reasonable, in comparison 
with an asking price of around 
$450 for a set of wire wheels 
made in Europe and imported 
into this country. 

An Italian firm in New York is 
said to have a $450 price tag on 
a set of wire wheels it can furnish, 
and to have an unsatisfied backlog 
of business. These wheels are tail- 
ored to a car by means of a hub 
adapter. 

Wire wheels presumably are so 
expensive because a great deal of 
handwork is required for their 
manufacture. Chrome plating is 
rated an extremely tedious opera- 
tion. 

* * 

HE wire wheels to be made in 

this country will be of the type 
that can be trued like a bicycle 
wheel—that is, the spokes. will 
screw into the rim. 

From a marketing standpoint, it 
is said, the manufacturer must 
tailor the wheel to the car it will 
go on, and he must be successful 
in obtaining an attractive spoke 
design. 

There is some disagreement on 
whether wire wheels offer any 
brake - cooling advantages over 
conventional type wheels. How- 
ever, majority opinion seems to 
be that they do not, except when 
the car is standing still. 

Advocates of that view explain 
that a vacuum is created when the 
wheel is rolling. 

—Bernite THOMAS 





Dealers Sparking 
N.C. Vote Drive 


RALEIGH, N. C.—Dealer groups 
throughout North Carolina will par- 
ticipate in the nationwide effort to 
insure an unprecedented turnout of 
voters for the general election Nov. 
4, it was reported last week by 
Bessie B. Ballentine, executive sec- 
retary of the North Carolina Auto- 





mobile Dealers Assn. 


tured in Ottawa and assembled in 
the company’s Bombay plant. 

ACF-Brill Motors Co., 
phia, received over $3,300,000 in 
Government contracts, it was an- 
nounced by C. W. Perelle, presi- 
dent. 

The major part of the contracts 
is an order for rebuilding Army 
trucks. The remainder calls for 
$264,000 worth of ambulances and 
$120,000 worth of trailers. | 

In the truck rebuilding program, | 
each Army vehicle will be torn | 
down and rebuilt to new equip- | 
ment standards, Perelle said. } 

The new contracts bring ACF-| 
Brill’s total unfilled orders to over | 
$27,000,000. 


Dealer Previews 
Of 53 Chrysler 


Start Tomorrow 


DETROIT.—Ten Chrysler execu- 
tives will leave Detroit this week to 
hold a series of 25 nationwide 1953 
new-car preview meetings, reports 
J. A. O'Malley, vice-president and 
general sales manager. Some 3,500 
dealers will see the new car. 

The first meeting will be held in 
Detroit tomorrow (Oct. 7) and will 
be conducted by E. C. Quinn, gen- 
eral manager of the Chrysler divi- 
sion. After the Detroit preview, 
Quinn will leave for meetings in 
Chicago, Oct. 10; El Paso, Oct. 13, 
and Denver, Oct. 20. 

O’Malley will hold meetings in 
Philadelphia, Oct. 9; New York, 
Oct. 10; Los Angeles, Oct. 15, and 
San Francisco, Oct. 17. 

R. H. Appleman, assistant sales 
manager, will handle the meetings 
in Houston and Dallas on Oct. 22 
and Oct 23. 

Walker Way, merchandising 
manager, will conduct the meeting 
in St. Louis, Oct. 10, and in Boston, 
Oct. 13. 

Chrysler’s six sales executives 
will hold 14 meetings in as many 
cities. J. T. Condon will meet with 
dealers in Cincinnati and Memphis, 
Oct. 9 and 10. John Howard will 
hold meetings in Portland, Ore., 
and Spokane, Oct. 9 and 13. G. J. 
McCarthy will be in St. Paul, 
Omaha and Salt Lake City, Oct. 
10, 16 and 18. 

The Washington and Pittsburgh 
meetings will be conducted by C. R. 
Curtan, Oct. 13 and 14. M. J. Harris 
will handle the Kansas City meet- 
ing on Oct. 10. C. B. Neely will hold 
meetings in Spartanburg, S. C.; 
Jacksonville, Fla. and Atlanta, 
Oct. 14, 15 and 16. 
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HELP WANTED 


AUTO PARTS SALESMEN. Long estab- 
lished auto parts supplier with national 
recognition needs salesmen to call on new 
car dealers. Program of expansion de- 
mands we hire top grade men who are 
aggressive and wish to earn more money. 





Philadel- | 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: TWENTY CENTS (20c) 


PER WORD for each 


insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


address at regular rates, but if signed ‘Box No. ....... ‘ 


in care of Automotive News, Detroit 26, Mich.’ add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 
same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








HELP WANTED 





SALES MANAGER 
NEW CAR 


Fully experienced man with proven ability, 
preferably with both prewar and postwar 
experience, is offered an excellent op- 
portunity by one of Manhattan's largest 
Chrysler - Plymouth dealers excellent 
sales location. Attractive salary plus over- 
ride. Give full details of past experience 
in letter to 





in 


Box 1929 
c/o Automotive News, Detroit 26 








SERVICE MANAGER 
OPPORTUNITY 


1,000 car Chrysler Corporation line dealer 
in Detroit has substantial salary-bonus 
arrangement for qualified service man- 
ager. Only interested in man of proven 
experience with executive ability. One 
who can properly supervise shop person- 
nel, guarantee quality workmanship and 
hold customers through service satisfac- 
tion. In replying, give age, qualifications 
and experience in detail. 

Box 1927, c/o Automotive News, 





Detroit 26 
SALESMEN. Wonderful opportunity for 
ambitious men selling ‘'Precision-Fit’’ 


seat covers to new car dealers. Known. 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory derired, qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 





MIAMI 


New Oldsmobile dealer offers wonderful prof- 
it sharing opportunity to outstanding men 
who can fill key positions in sales, service, 
parts and used cars. Send qualifications, ref- 
erences and personal history by letter with 
photograph to 

Box 1910, c/o Automotive News, Detroit 26 





SERVICE MANAGER. Large intermoun- 
tain west General Motors dealership reeds 
an outstanding service manager to handle 
complete service operation. Mechanical, 
body and paint shop, 35 to 40 employes, 
$20,000 month volume. Progressive town 
in which to build business. Excellent liv- 
ing conditions. Excellent compensation 
for right man. Send all qualifications, 
age and experience in first letter. This is 
an excellent opportunity for aggressive 
type man. Write P. O. Box 1561, Salt 
Lake City, Utah. 





SALES 
MANAGER 


Need experienced New Car SALES 
MANAGER — capable of taking full 
charge of sales force — supervise en- 
tire selling job with no interference. 
Hull-Dobbs Training would be ad- 
vantageous. We are an authorized 
New Car Dealer in Houston, Texas. 
You must be able to produce volume 
at a profit, Plenty of New Cars to 
sell. Salary commensurate with abil- 
ity — you produce and we will pay. 
Our employees know of this ad. Re- 
plies confidential. Write 


AM S, Box 8292 
Houston, Texas 





Our catalogs, inventory, personnel, entire 
organization are geared to meet the auto 
dealers’ needs. Protected territories are 
available. Write in detail. Atlas Auto 
ye 4 Company, 59 E. 26th St., Chicago 








COMPLETE "EXPOSURE" 


AUTOMOTIVE NEWS Classified Advertise- 
ments reach an estimated 156,000 readers, 
engaged in every branch of the automo- 
tive industry from Maine to California. 
The place to start advertising for help, 
positions, dealerships, lines, used cars or 
trucks, parts and shop equipment is in 
the classified want ad columns of Auto- 
motive News. 


See Above for Full Advertising Rates 
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GENERAL MANAGER or sales manager. 
Prefer connection with dealership han- 
dling one of ‘‘Big Three.’’ Will consider 
others. Experienced in all phases of auto- 
mobile business. Twelve years with large 
national finance company. Four years 
successful manager own independent 
dealership. Two years retail salesman 
and sales manager. Age 41, married, col- 
lege trained, veteran, sobriety assured. 
€an invest. Excellent health. Best of 
references. Box 1904, c/o Automotive 
News, Detroit 26. 





| 


POSITION WANTED 


DEALERSHIPS AVAILABLE 





BUSINESS MANAGER - ACCOUNTANT, 
with long experience in automobile busi- 
ness in buyers markets, seeks permanent 
association with southern dealer who 
would prefer to be relieved of some of 
today’s problems of management. Past 
accounting experience and personal 
handling of tax and credit problems 
would enable the handling or supervi- 
sion of this work so as to reflect cur- 
rently needed information for exercising 
possible tax savings and control of de- 
partmental operating expense. Drastic 
forms of taxation have been created and 
rates have skyrocketed. As never before, 
correct, continuing tax information is 
necessary to effective, economical busi- 
ness management. Experience which has 
been acquired training and working with 
both new and used car salesmen would 
be helpful. Knowing the value of cus- 
tomer good will, am conscious of the 
necessity of cooperative effort needed by 
personnel to maintain outstanding serv- 
ice and sales departments. If your 
organization would consider married 
man, non-drinker with excellent refer- 
ences, please write Box 1923, c/o Auto- 
motive News, Detroit 26. 


GENERAL SALES MANAGER desires con- 
nection with reputable new car dealer. 
Capable assuming full charge; age 42, 
married, excellent health, good appear- 
ance; location desired, metropolitan Pos- 
ton. Sixteen years’ automobile back- 
ground; ten years Buick sales and sales 
management, large dealer; six years new 
car retail dealer, Boston suburb. Excel- 
lent following, know all phases of dealer 
operations thoroughly, exceptional closer, 
buy, sell, appraise, train sales force. 
Character and ability will bear strict 
investigation, excellent trade references. 
Box 1915, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER-SALES MANAGER 
desires connection with dealership where 
services are needed for the proper organ- 
ization and operation of all departments. 
Previous experience covers complete 
knowledge of large ‘‘Big Three’’ dealer- 
ship. Factory approval. Best of refer- 
ences from past associates. Would invest 
if necessary. College graduate, married, 
middle age. Box 1900, c/o Automotive 
News, Detroit 26. 


ATTENTION ALL WHOLESALERS and 
manufacturers. Somewhere in these 48 
states is a firm that needs or wants an 
experienced parts representative or parts 
manager. I am available to go any- 
where. Have seven years’ experience in 
Chrysler Corp. parts and about 12 years 
in general auto maintenance. Would pre- 
fer field representative in Chrysler Corp. 
firm. Box 1914, c/o Automotive News, 
Detroit 26. 

















MANAGER or ASSISTANT TO OWNER. 
Pre-war experience in Detroit market as 
sales and general manager with ‘‘Big 
Three’’ and independents. Finest record 
and references, college education and a 
thorough knowledge of every phase of a 
dealer operation. Bear ckay from several 
“‘Big Three’’ to operate major outlets. 
Prefer Detroit or Michigan location. 
Write George G. Tasch, 1401 S. State, 
Ann Arbor, Mich. 


SERVICE REPRESENTATIVE, single, age 
33, desires permanent position with car 
or truck manufacturer in service or serv- 
ice sales department—domestic or export. 
Past experience as mechanic, service 
manager, factory sales representative, 
factory service representative, new car 
and truck dealer. Will locate and travel 
any area. Available October ist. Box 
1902, c/o Automotive News, Detroit 26. 


GENERAL MANAGER - ACCOUNTANT. 
Experienced in all phases of auto deal- 
ership. Medium and large GMC contract. 
New and used car merchandising and 

building service. Trained and experienced 











in Le manag t and ac- 
counting. Age. 45, single, sober, best 
references. Desire manager contract of 


salary plus bonus. Box 1887, c/o Auto- 
motive News, Detroit 26. 





GENERAL MANAGER with 24 years of 
General Motors experience in retail and 
wholesale. Have held all positions in re- 
tail, both large and small. Held respon- 
sible position with Chevrolet zone also 
with G.E.I.C. Exceptional character and 
management ability references. Age 40, 
married. J. W. Fenton, 86 Wehrle Dr., 
Buffalo 25, N. Y. 


TEN YEARS INTENSIVE experience, all 
phases and levels of automotive indus- 
try dealer, national fleet, jobber and ma- 
jor oils. Excellent references, now em- 
ployed. College, family, 34, resume. 
Metropolitan New York. Box 1922, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER. Formerly employed 
as service manager for two of the lead- 
ing distributors in the east. Presently 
employed as insurance adjuster. Want to 
make change for position with future. 
Box 1917, c/o Automotive News, De- 
troit 26. 


SALESMAN DESIRES POSITION with au- 
tomobile dealer in western New York 
state. Excellent references. Write Box 
1916, c/o Automotive News, Detroit 26. 


AUTOMOTIVE EXECUTIVE. Business— 
general management experience. Organ- 
ize new or handle established dealership. 
Results will justify confidence. Box 1911; 
c/o Automotive News, Detroit 26. 


WORKING AUTOMOBILE sales manager, 
thoroughly experienced training new men, 
desires association where his capabili- 
ties will be rewarded. Box 1924, c/o 
Automotive News, Detroit 26. 

















DEALERSHIP, now handling one of ‘Big 
Three’’ in smail but growing town in 
central Kentucky Blue Grass_ sectior 
Average past three years: gross sales 
$400,000, new unit sales 125, used 185 
Yearly profits average over 70 percent 
of investment. Registration leadership 
in trade area. Customer acceptance and 
good will outstanding in community. Low 
rental building 80'x220’ with adjacent 
used car lot, best location in town on 
two main tourist highways, At inventory 
or on walkout basis at agreed figure 
Sole reason for selling, want larger op 
eration. Must qualify with factory 
Write Box 1926, c/o Automotive News 
Detroit 26. 





FOR SALE. Automobile agency, one of 
the ‘‘Big Three,’’ in California’s central 
San Joaquin Valley. In a community of 
40,000 population trade area. Excellent 
building, used car lot, complete service, 
showroom and office facilities. $40,000 
Selling to dissolve partnership. All re- 
plies will be kept confidential. Write 
Box 1869, c/o Automotive News, De- 
troit 26. 





DEALERSHIP handling independent line 
Finest garage and location in city. Fast- 
est growing city in Illinois, approximate- 
ly 75 miles from Chicago. Dealership do- 
ing gross business of $500,000 per year. 
Nets $50,000 a year. Established 20 
years. Will lease new building. Reason 
for selling (doctor’s orders). Box 1925, 
c/o Automotive News, Detroit 26. 





in small 
Complete 
adjoining 


DEALERSHIP, handling Ford, 
city in northeastern Wisconsin. 
service shop and body shop, 
used car lot. When cars were available 
this dealership averaged over 100 new 
cars per year. Sale subject to factory 
approval. Write Box 1908, c/o Auto- 
motive News, Detroit 26. 


ESTABLISHED CAR-TRUCK and farm 
equipment dealership for sale. South cen- 
tral Illinois. Fixtures, shop equipment 
and inventory. Brick building-steel truss 
roof, sell or rent. Excellent agriculturai 
and industrial territory. Box 1913, c/o 
Automotive News, Detroit 26. 


DEALERSHIP BUILDING. Am moving 
present GM franchise. Building con- 
structed in 1946 and large lot for sale. 
Any Chrysler line available. Small Mis- 
souri college town in rich farming dis- 
trict. $25,000—terms. Box 1918, c/o 
Automotive News, Detroit 26. 











WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 
LEO J. KLEM 


411 Curtis Bidg. Detroit 2, Mich. 





DEALERSHIP, handling Hudson - GMC 
trucks, located in county seat southern 
Michigan city of 18,000. Press of other 
business requires owners to sell. Box 
1919, c/o Automotive News, Detroit 26. 





DEALERSHIP FOR SALE, handling lead- 
ing independent make new car. Forty 
miles southwest of Chicago. $45,000 will 
handle, subject to factory approval. Box 
1920, c/o Automotive News, Detroit 26. 





DEALERSHIP, handling Ford, Kansas 
town — population 1,500. Modern shop. 
Building can be leased. Grossing $450,- 
000 yearly. Close Kansas City. McHugh, 
Inc., Realtors, Long Building, Kansas 
City, Mo. 








DEALERSHIP, handling Oldsmobile, Mis- 
souri county seat town 12,000 popula- 
tion. Modern building. Used car lot. 
Grossing approximately $400,000 yearly. 
Possibility Cadillac franchise when cars 
available. McHugh, Inc., Realtors, Long 
Building, Kansas City, Mo. 





AUTO AGENCIES 
Large, medium and small "Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 

DAVID JARET CO. 

Established Over 29 Years 


150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 








DEALERSHIP WANTED 
FORD DEALERSHIP DESIRED. Prefer 
Ohio, Indiana or Illinois. Will purchase 
51% or all. Your repties will be appre- 
ciated and will remain confidential. Box 
1905, c/o Automotive News, Detroit 26. 











GM or FORD 
200 OR MORE UNITS 

Partnership deal wanted — Buy in on retir 1g 

partner. Take active management. Am pres nt 

owner of small dealership and want to -*- 

pand. Have $200,000 cash and factory ?- 

proval assured, 

Box 1930, c/o Automotive News, Detroi 26 
_ 
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DEALERSHIP WANTED 


CARS FOR SALE 





WANTED. Ford, Lincoln-Mercury, Chevro- 
let, Olds, 120 car dealership. Preferably 
in Virginia-Maryland area near District 
of Columbia. Will consider other areas 
with agencies this size. Not a broker but 
will consider broker leads. Box 1896, c/o 
Automotive News, Detroit 26 


TEXAS CHEVROLET OR MERCURY deal- 
ership wanted. Can handle up to 150 unit 
deal. Factory approved and waiting. Ab- 
solutely confidential. Wire or write Wil- 
liams, Box 1938, Abilene, Texas. 








BUSINESS OPPORTUNITIES 





FOR SALE—Used car lot, good location on 
Gratiot, hold about fifty cars. Reasonable 
price. Box 1928, News, 
Detroit 26. 


DEALER SERVICES 


c/o Automotive 








INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service. 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts Accessories 

arge and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 


1831 E. 79th St. Chicago, Illinois 
ESsex 5-8300 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup part-time help, 
confidential and unbiased Me entifi fied reports. 
Also special buy- sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. —_ or write for service details 





y Service C 
10040 outend Detrolt 27, Mich. WE 3.644¢ 








SHOPPING SERVICE 
We locate genuine parts for all makes of 
cars and trucks. Parts are billed and shipped 
‘rom authorized dealers, at garage prices. 
Our fee 5% from invoice, no results, no 
charge. We also delete your overstock. 
Business Hours — 8:30 A.M. to 8 P.M 

DISPATCHERS PARTS SERVICE 

5050 Joy Rd. Detroit 4, Mich. 
TExas 4-7450 








INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified, full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 
1731 Candler Bidg. Atlanta 3, Ga. 
Alpine 1140 








CARS FOR SALE 


ROLLS-ROYCE, 1940, 12-cylinder town se- 
dan with custom built body by Barker. 
Black finish, practically new tires. Gen- 
uine leather in front compartment, deep 
cushioned broadcloth in rear with two 
jump seats. An exceptionally well kept 
automobiJe which is being offered for 
sale by the original owner. Best offer 
will buy this beautiful motor car. Sub- 
mit your bid in letter to Box 1921, c/o 
Automotive News, Detroit 26. 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of Americe 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS 


Market 8541 — Belmont 015! 
IN THE HEART OF INDIANAPOLIS 








—AUTO— 
AUCTION 


—AT— 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





—' 





DANVILLE, PENNA. 
EVERY WEDNESDAY 








You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 





Auctioneers 











ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 
1949 - 1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


S4TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 1951 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 
Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 








AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














CARS WANTED 
ATTENTION DEALERS and u-drive it. 
Dealer established 35 years wishes to buy 
used cars. Box 1872, c/o Automotive 
News, Detroit 26. 








NEW FORDS WANTED 
We will pay $100-$150 over dealer's invoice 
for new 1952 Fords. 
"We guarantee that these cars will not be 
resold above OPS ceiling prices."’ 
KENTLAND AUTO SALES, INC. 
Kentiand, Indiana Phone 450 











Announcing The . 


RE-OP 


For 





of the 


Ben Fishel Automobile Auction 
SECOND & OHIO STREETS CAIRO, ILLINOIS 


Tuesday, Oct. 7, 1952 
12 O’CLOCK NOON 
TONEY LEVILL, Manager 


Sale Every Tuesday 


COL. BILL HAGEL, Auctioneer 


Dealers 


ENING 


Only 





PARTS FOR SALE 


BUSES FOR SALE 


MISCELLANEOUS 





CHRYSLER-PLYMOUTH 12’ Walker neon, 
five Chrysler-Plymouth showroom neons. 
All parts, special tools, equipment neces- 
sary for new Chrysler-Plymouth fran- 
chise at sacrifice. Ed Roth and Son, 
Delsea Drive, Glassboro, N. J. 


NEW SCHOOL BUSES—Dodge, Reo, GMC 
International Harvester, Ford, Chevrolet 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers 
Late model used buses. 1950 GMC, 1948 
Chevrolet, 1947 Ford, Pony Cruiser (25- 





BUICK 
WHOLESALE 
PARTS 
ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“"Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








FORD 
WHOLESALE 
PARTS 


“WORLD'S LARGEST DEALERS" 
“WORLD'S LOWEST PRICES" 
Transportation Paid on COD Shipments 
Same Day Service 
HULL-DOBBS, INC. 


Fort Wayne, Ind. Ph. E-5341 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach !- 1973 








SPECIAL! 8QH4235 AXLES .. . $19.95 
WIRE — WRITE or PHONE — ME 4460 


NORWOOD AUTO SALES 


Ford Dealer Since 1923 
5050 Montgomery Road Norwood, Ohio 
BODY PARTS OUR SPECIALTY 














Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








PARTS WANTED 

WANTED—1951 or 1952 Plymouth 2-door 
body. Please write to Auto Acceptance 
Corp., 2719 W. Wisconsin Ave., Mil- 
waukee, Wis. 

TRUCKS FOR SALE 

1950 FORD F-7 with W45 Holmes wrecker. 
1951 Ford F-7 tractor 2 speed air brakes. 
1950 International L195 tractors. 1945 
White 6x4 ten yard dump Cummins Die- 
sel. 1943 Diamond T 6x6 with Holmes 
wrecker and winch. We buy and sell all 
makes and models new and used trucks 
and trailers. Write or call Bill Fishel, 
Vandeventer Auto Sales, 717 S. Vande- 
venter, St. Louis, Mo. Phone Franklin 
1750. 

FOR SALE. 5 Penn dump bodies. Fits 4% 
ton trucks. Dealers cost. Phone collect or 
write. Park Motor Sales, Inc., Newark, 
Ohio. 

















TRUCKS WANTED 


WANTED — 515 or 525 Holmes wrecker 
mounted on late model GMC or Chevrolet 





two ton chassis. Roberts Pontiac, 7 
North Zane Highway, Martins Ferry, 
Ohio. Phone 1560. 





WANTED. Used Dodge power wagons. Any 
dealer who desires to wholesale a quan- 
tity at a reasonable price, write Bleck 
Motor Co., 5122 8. E. McLaughlin Blvd., 
Portland, Ore. 


BUSES FOR SALE 











SCHOOL BUSES 
NEW 


5 Ford F-6 48 
2 GMC 457 54 
2 Dodge JS212 54 
1 Dia. T 520 54 
2 Reo E121 54 


Immediate Delivery 


Transit Sales and Service, Inc. 
fF. T. Mee, Jr. 
Tel. 


Danbury, Conn. 8-5645 





pa , Yellow Cruiser (29-passen- 
ger). ‘National Bus Sales Co., Inc., 101 
N. 33rd St., Philadelphia 4, Pa. BAring 
2-7605. 





SHOP EQUIPMENT FOR SALE 





B & B DYNAMIC wheel balancer (new 
$40) with 12% pound weights. Prepaid 
$20. Stahls Hudson, 55 Fourth, Derby, 
Conn. 





ANTIQUE CARS FOR SALE 


FOR SALE. 1914 Ford touring. Perfect 
physical and mechanical condition, Wil 
liam Reading, 408 S. 10th St., St. Clair. 
Mich. 








MISCELLANEOUS 
EEL A La ERE TET 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 





FACTORY $ 
NET PRICE 


85 Federal Tax 
Included 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce 8t., 
Lynchburg, Virginia. 


Call... Write... Wire 


Automatic Braking 


WITH BRAKE HOOK-UP 
ONLY... °51* gus: 


CABLES 
Meets 1.C.C. Strength Requirements 
e . ” 

COMPLETE with 
Guide Cables and 561 45 


BRAKE HOOK-UP ........... 
Meets ALL 1.C.C. Requirements! 


$19.50 
-P 
Tari oot ies $42.50 


(Folding "V" Type) 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar ..... 











ALi MAKES TOWING 
EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
—SPECIAL— 
Protecto Covers (Tailor Made) .... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... 
WE STOCK ALL TYPE PARTS 
FOR IMMEDIATE DELIVERY 
All Prices Include 8%, Fed. Excise Tex 
2 = a 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AN 3-8888 , {MO ¢aams 
DE 2-0700 Nite 1DO 3-373 


40 So. Clinton St., Chicago 6, I, 











AUTOMOTIVE NEWS 
WANT ADS 








GET RESULTS 








*® Quick Attachment 
(No wrenches) 


* Rugged Construction 
* Proven Dependability 
* Driver Confidence 

* Most Popular 

* Most Copied 

* Proven Safety 

* Nationally Used 


5239 W. Michigan Ave. 





MORE MILES PER DAY THE "RED ARROW" WAY 


RED ARROW TOWBAR 
WILLIAMS AUTOMATIC BRAKE 


THE ORIGINAL "VEE-TYPE" TOWBAR 


Proved with use — Improved with experience 


This is YOUR Towbar—incorporating features most requested through Field Surveys. 
Complies with 1.C.C. Requirements — Vehicles to 5,000 pounds. 


IF YOUR JOBBER CANNOT SUPPLY YOU WITH THE RED ARROW 
WRITE US FOR INFORMATION ON YOUR NEAREST DEALER. 


WOOD - WILLIAMS - COPP MFG. CO. 


Phone 3240 


— PRICES — 
TOWBAR only ........... an woseee $45.94 
TOWBAR (with cables) ........ 51.22 
TOWBAR (with Automatic 
brake & cables ................... - 68.48 
(Prices include Federal Tax) 
*Williams Automatic 
Brake Kit 18.42 





*Can be attached to Any 
RED ARROW Towbar in service 


Ypsilanti, Michigan 











for One Year $8 [_] 


New Subscription Order 


Send Automotive News to Address Below 


for which check is attached [] or send bill [J 





or Two Years $14 [[] 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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International LP-Roadliner with famous Super Red Di 












n | 


d Engine available in four- and six-wheel modwis. 42,000 to 65,000 Ibs. GCW. Also available with gasoline and diesel engines. 


INTERNATIONAL ROADLINERS 


-with factory-installed LPG fuel system: 


New International ‘’LP’’ four- and six-wheel Roadliners now offer the 
famous Super Red Diamond valve-in-head engine designed and built to take full 
advantage of the extra power and economy inherent in LP gas. 

Exhaustive laboratory and field tests demonstrate these remarkable extra 
operating advantages provided by the new International “LPG” units: 
Greater engine efficiency with low-cost fuel—Super Red Diamond Engine 
compression ratios have been increased—an engineering advancement made pos- 
sible by the high octane ratings of LP gas. The resulting greater engine efficiency 
represents an important factor in operating economy. 
Longer engine life with less maintenance—International’s new-type mani- 
folding and its special mixing and regulator valves increase the clean-burning 
quality of LP gas. Deposits on valves are almost entirely eliminated. Engine wear 


4 international Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks . 


and cylinder erosion are reduced and there is less contamination of lubricating 
oil. Many fleet operators report exceptionally high, trouble-free mileage on their 
International “LPG” trucks. One owner, whose name is available on request, has 
driven an International Roadliner more than 240,000 miles without removing 
either the cylinder head or the pan. 


Along with improved engine economy and 
efficiency, these new International “LPG” Trucks 
offer you the characteristic stamina that has made 
International first in heavy-duty sales for 21 straight 
years. These are just a few of the many reasons why 
International Truck Dealers value their franchise 
so highly. 





Internationals are the 
first trucks to receive 
Underwriters’ Laboratories 
listing of an 
LPG Fuel System 








INTERNATIONAL HARVESTER COMPANY * CHICAGO 





she 


- Industrial Power . . . Refrigerators and Freezers =e 


Better roads mean a hetter America 






INTERNATIONAL => TRUCKS 


“Standard of the Highway” 


== fF >» 4 — oa 








